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Property Insurance 
Meeting Challenges, 
Hullett Tells NBFU 


President Says National Board 
History Exemplifies Evolution 
of Business and Technology 


ANNUAL MEETING IS HELD 


Underwriting Loss of 5.5% for 
1957 is Cited, and Profit of 
Only .5% for Five Years 











Property insurance faces new develop- 
ments and new challenges James C. 
Hullett, president of the National Board 
of Fire Underwriters and of the Hart- 
ford Fire Insurance Co., told the 92nd 
annual meeting of the board held yes- 
terday morning at the Commodore Hotel 
in New York City. He cited the under- 
5.5% for the fire insur- 
ance business in 1957, with an 
writing profit of only one-half of 1% tor 
the five-year period of 1953-57 and called 


writing loss of 


under- 


this inadequate. 

Mr. Hullett stated that insurance 
consistently demonstrated a readiness to 
face new developments, and ability to 
adjust itself to current requirements, 
“but at the same time we must maintain 
the right balance of conservatism which 
is so necessary to this business.” 


has 


Progress and Expansion 


The history of the National Board ex- 
cmplifies the evolution of American busi 
and technology; also reflects the 
civic development of "the United States 
during a period of more than ninety 
years, Mr. Hullett observed. 

“The services of the pre sent vary 
greatly from those of the past,’ Hees con- 
tinued, “even for those which wer e per- 
formed in the early years of the board 
and are still a part of our function—the 
form is vastly different. As an example 
-the work of the arson department. 
You may not know that the original 
Program provided reward payments for 
the apprehension and conviction of those 
responsible for the crime. Now, by evo- 
lution, we employ scientific detection and 
maintain a far-flung organization of well- 
trained and carefully selected personnel 
who work closely with law enforcement 
officials. Recognition of the value of the 
work in this field has called for expan- 
sion of the activity to include other 
lines of insurance involving thefts, hi- 
jac king and related crimes 

“Characteristic of our progress is the 
manner in which the requirements of 
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“A multiple-line group writing a// lines but life.” 


CHICAGO «SAN FRANCISCO » HARTFORD > NEW YORK 











“In recognition of life underwriting service of 
high quality as evidenced by an excellent 
record of maintaining in force and extending fo 
the public the benefits of life insurance”... 


National Quality Award 
was granted in 1958 to 
145 Fidelity underwriters 


Eleven of the number have qualified for N.Q.A. 
in each of the 14 years in which the Awards 
have been granted — 39 have qualified for 10 
or more years, and 87 for 5 or more years. 


Congratulations to our 
N.Q.A. winners and appreciation 
for the quality service they are performing 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PHILADELPHIA 1, PENNSYLVANIA 


1 AOS 
A WELL- BALANCED COMPANY 


$5.00 a Year; 25c. per Copy 








Product-Management 
Obsolescence Threat 
Confronts Insurance 


Carrol Shanks, Prudential Presi- 
dent, Cites Success of Family 
Policy as Fulfilling Needs 


MEETING MOUNTING COSTS 


Management Must Solve Distribu- 
tion Costs and Develop Top- 
Level Talent for Future 





Obsolescence of product and obsoles- 


cense of management are two of the 
chief reasons for deterioration of a 


business or a company, for products 
must change to meet the changing needs 
of people and this applies to insurance 
as well as to other enterprises, Carrol 
M. Shanks president of The Prudential, 
told the Rutgers Annual Business Con- 
ference in New Brunswick, N. J. last 
week. 

“The remarkable success of the Family 
Policy proves that a product 
to the current situation has a 
acceptance,” said Mr. Shanks. 
part, I think Variable Annuities is 
another plan that fits our 
situation and will prove to be helpful 
to and popular with. policyholders. But 
the sales of Variable Annuities currently 
is being blocked, even by some insur- 
ance companies. If there had been any 
legal or legislative way to block the 
Family Policy, I have no doubt we would 
have had a hard time introducing it, 
just as we are having with Variable 
Annuities. Some day I hope the entire 
industry will get hard at work to de- 
velop new and better products that 
combine security with sales appeal. There 
is all the room in the world for creative 
thinking on this front. 
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Obsolescence of Management 


“The second possible cause of any 
industry slipping is really a corollary of 
the first—the obsolescence of manage- 
ment. Unfortunately, the tendency for 
management to lose its progressiveness 
and drive often infects a whole industry, 
probably because the decay of drive in 
one big organization lessens competition 
and makes it possible for people to lie 
down on the job all along the line. More 
than one industry that was among the 
greatest in the world in its prime now 
has fallen behind in virtually every 
measurement of an industry’s value— 
service to the public, progressiveness, 
acumen, capacity to operate profitably, 
labor and public relationships, outlook— 
all the indices that indicate where a 
business is going. Many reasons can 
be found to explain an industry or a 
major company slipping, but look deep 
enough and usually you will find in- 
competent, inactive, or laissez-faire man- 
agement; a group hog-tied to established 
methods and without flexibility. Are we~ 
falling victim to obsolescence of manage- 
ment? Do our size and prosperity tend 
to lead us toward the management prob- 


(Continued on Page 13) 
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These are the signatures of the Metropolitan ‘Millionaires’? who were 
at the Beverly Hilton Hotel, Beverly Hills, California, on May 12 for a 
scries of business meetings. 

Applications for $1,000,000 or more of Life insurance protection dur- 
ing 1957 were witnessed by each of the men whose names appear above. 


Metropolitan is proud of these men whose ability and effort have put 
them in the forefront of their profession. 


METROPOLITAN LIFE INSURANCE COMPANY 


(A MUTUAL COMPANY) 
1 Mapison AveNuUE, New York 10, N. Y. 
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Real Estate Mortgages Amendment 


Nature of Change in Code Made at Last Session 
Of New York State Legislature 


The Eastern Underwriter has asked 
me to tell its readers the nature of an 
amendment affecting real estate mort- 
gages which was enacted at the last 
session of the legislature of New York 
State. The amendment is of Section 
81.6(a). 

This amendment is based upon the 
proposition that an encumbrance which 
is not a lien and which could not cut 
off a first lien on real property consti- 
tuting security should not operate to 
disqualify for investment by New York 
life insurance companies an otherwise 
qualified real estate loan. Such encum- 
brances affect value and, of course, 
should be and are taken into considera- 
tion in appraising property as security 
for a mortgage loan. 


Eliminate Word “Unencumbered” 


The fundamental change effected by 
the amendment is the elimination of the 
word “unencumbered.” This word has 
been in the law since 1849, but no legis- 
lative effort was made to define it until 
1919. In that year the statute was 
amended to except a number of encum- 
brances such as mineral, oil and timber 
rights, rights of way, sewer rights, rights 
in walls, building restrictions, restrictive 
covenants and leases. During the 70 year 
period preceding 1919, it must have been 
that insurers had interpreted “unen- 
cumbered” quite liberally since, of 
course, encumbrances not constituting 
liens but rather bearing on the valua- 
tion of real property have always been 
common. 

Aiter the process was once started, 
however, it was continued. The last 
such amendment was effected in 1955 
to except certain otherwise encumbering 
purchase contracts or lease-purchase 
agreements. Each amendment providing 
for an express exc eption as to particular 
encumbrances resulted in making it ap- 
pear that other like encumbrances not 
excepted were not to be excepted be- 
cause of implication. Each new express 


by CHURCHILL RopGERS 


General Counsel, Metropolitan Life 


exception raised new questions. Thus, 
Balumore perpetual leases were a proper 
subject for eligible mortgages while 
Philadelphia fee titles subject to per- 
petual rents (which are exactly the same 
in effect) were not the subject of eligible 
mortgages. Similarly, though a right 
of way was a permitted encumbrance, 
other easements not expressly excepted 
by the statute would invalidate an other- 
wise eligible mortgage. 


Statute More Workable 


deletion of this historically 
troublesome word, “unencumbered,” per- 
mitted the deletion of all of the ex- 
pressed exceptions relating to encum- 
brances not constituting liens, thus 
making for a more workable and under- 
standable statute. The amendment tends 
to simplify rather than to complicate 
and reverses a long-standing tendency 
toward complexity in favor of simplifi- 
cation. 

It will be noted that the amendment 
preserves the reqmirement of there being 
no legally enforceable condition or right 
of re-entry or forfeiture which might 
cut off or subordinate the lien, and 
to leasehold mortgages, it preserves the 
requirements that the real property 
leased shall not be subject to any prior 
lien and that the insufer shall be able 
to continue the lease in force for the 
duration of the loan. The only change 
in the requirement as to any condition 
or right of re-entry or forfeiture is to 
provide expressly that if the enforce- 
ment of any such condition or right to 
re-entry or forfeiture is insured against, 
its existence shall not be fatal to the 
eligibility of the mortgage. There are 
many technical conditions or rights of 
re-entry or forfeiture which constitute 
such remote possibilities that insurance 
is readily obtainable against their en- 
forcement, and certainly the availability 
of such insurance is evidence of such 
remoteness as well as practical protec- 
tion against loss. Insurers have long 
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relied upon such remoteness and such 
insurance as a basis for accepting such 
titles and there have been, it is believed, 
no resulting losses. A literal enforce- 
ment of the statute would in many areas 
have disqualified titles which as a prac- 
tical matter constituted perfectly good 
security. 
Two Exceptions 


The exception contained in the statute 
in respect of taxes and assessments not 
yet delinquent is preserved and, in addi- 
tion, an exception is made of non-delin- 
quent ground rents for the purpose of 
eliminating the now illogical distinction 
between Baltimore perpetual leases and 
Philadelphia fee titles subject to per- 
petual rents. 





Joseph N. Desmon Voices Warning on 


Association Group Term Insurance 


Professional life underwriters heard a 
Warning that the danger signals are 
flying on continued sales of association 
Group Term insurance in circumvention 
of many state laws. Such plans are 
clearly not in the public interest, and the 
life underwriters and their companies 
will be blamed, Joseph N. Desmon, CLU. 
Buffalo, president of the New York 
State Association of Life Underwriters, 
told state delegates in annual convention 
at the Sheraton Hotel in Rochester, 
last Friday. 

Mr. Desmon called on _ professional 
life j insurance ranks in New York State, 
and in other states where association 
Group Term plans are being sold, to take 
the responsibility for informing their 
clients and the public at large of all the 
acts. 

“This challenge is ours,” the New 
York State president ori “to under- 
Stand this subject so well that we can 
convince our clients and the public who 
might be prospects for this coverage that 
it is not for them—not for their bene- 
t—unless they are uninsurable. 

“We are in their offices and their 


We have their confidence. They 
are our neighbors. We know them bet- 
ter than they know themselves. We deal 
with individuals—the companies and the 
insurance departments deal with mass 
stztistics. We must fight every one of 
these plans in any and every manner 
possible. We are the only ones left who 
can keep the public informed.” 

There plans “neatly sidestep the law” 
in one of three ways, Mr. Desmon ex- 
plained: (1) By offering franchise Group 
term; (2) Through association Group 
written under trusteed plans; and (.) 
By having the master Group contract 
executed outside of New York State. 
and all New York State participants in- 
sured in a domestic company, all cf 
which are permitted under New York 
law. 

They are legal in a technical sense. 
Mr. Desmon pointed out, “even though 
in most instances a policy form results 
which has been disapproved by the In- 
surance Department when written in a 
normal manner. 

“Has the drive for volume forced the 
companies into this market, because we 


homes. 


have had some success in our efforts to 
de-emphasize individual Term, and _ be- 
cause of reduced activity in employer 
Group Term due to present business 
conditions ?” the state president asked. 

“Or is it because some of our leading 
company executives honestly and sin- 
cerely feel that this ‘mass selling’ ap- 
proach is a trend which we must recog- 
nize and satisfy ? 

“Does this interest actually stem from 
the members of the professions and 
other associations, so that they can en- 
joy the broadening of the Group life 
laws; so that they may enjoy the same 
advantages in the mass purchase of life 
insurance that they have had in casualty 
coverages ?” 

Mr. Desmon reminded the state-wide 
delegate meeting that “Term insurance 
for permanent protection is the most ex- 
pensive form of life insurance a man 
can buy. We know from our years of 
experience in the field that most people 
are not satisfied with their Term insur- 
ance as they grow older and realize that 
no cash reserves have been created. 

“We know that when the insurance 
under association Group decreases as the 
individual insureds get older, while the 
premium remains level, these people will 
not be satisfied. We know that the life 
underwriters and the companies will be 
blamed for the unsoundness of these 
plans. 

“I can’t agree with the statement that 





this will open the door for the services 


of a career field underwriter and provide 
an entree for the sale of additional 
personal permanent life insurance. I do 
believe that it will produce a need for 
our services, but I am not so sure we 
will be able to afford the luxury of 
rendering this service—especially if an 
individual is insured in more than one 
Group, or in more than one company 
in the same Group. 

“Further, I can’t believe that this 
type of insurance is what the individuals 
in the association really want. That is, if 
they fully understand what they are 
getting — decreasing insurance as they 
get older with level premiums—no cash 
values—no service, or at least no pro- 
gramming unless perhaps they pay a 
fee for this service. 

“Finally, I cannot agree that associa- 
tion Group Term can be supplied at a 
lesser cost than other Term _ policies 
available. In New York State it is a 
violation to pay a dividend or adjust a 
rate on a franchise Group plan based 
upon the experience of that Group. 
Where are the hoped-for savings going 
to come from on these plans? Not from 
commissions. 

“The home offices tell us the services 
of an agent are needed to sell franchise 
plans because the insureds are frequent- 
ly distributed over such a wide geo- 


graphical area and to make the sale. 
the agent must be compensated ade- 
quately. 

“The difference in the commissions 


paid on franchise plans and individual 
Term policy plans does not explain the 
proposed savings offered. Will the sav- 
ings come from mortality? I doubt it. 
How is it possible for the mortality 
from a guaranteed-issued Group to he 
less than the mortality from a medi- 
cally-examined Group ? 

“Young men are not going to continue 
to subscribe to these plans if they really 
understand what they are getting. We 
can only see the cost going up and up. 
We hear rumblings already of rate ad- 
justments upward in some cases now in 
force. When the cost rises, who is going 
to pay for it? Not the emplover, but 
the individual caught in a web from 
which he cannot extricate himself. 

“Life insurance history tells us that 
approximately every ten years another 
generation arises, and another fad ap- 
pears on the American life insurance 
scene, only to ultimately fizzle and fade 
away. 

“Nelson B. Hadley, who for 30 years 
was chief examiner for the New York 
Insurance Department, had this to say 
as found in M. Albert Linton’s new 
book, How Life Insurance Can Serve 
You: ‘Like every cheap article of at- 
tractive appearance, the annual renew- 
able Term and the various other renew- 
able Term policies are not even cheap. 
Experience has proven that they are the 
most expensive. Every decade has a new 
advocate to bring forth this type of 
policy. First it was the Provident Sav- 
ings Society of New York in 1875. Then 
the cooperative and the assessment com- 
panies. The fraternal societies combined 
it with the lodge system and were cer- 
tain that the combination would not re- 
quire a reserve. Every one of these or- 
ganizations either failed or had to aban- 
don the no-reserve plan. The history of 
one is the history of all. ” 


C. M. Shanks on LIAA Board 


Carrol M. Shanks, president, The Pru- 
dential, was elected to the board of di- 
rectors of the Life Insurance Associa- 
tion of America at its May meeting. 
Mr. Shanks succeeds Ray D. Murphy, 
former chairman of the board of Equi- 
table Life Assurance Society, who re- 
signed in February following his retire- 
ment from active service with the com- 
pany 

Mr. Shanks has long been active in 
Association affairs. He was its president 
in 1950 and previously was a member of 
the board. He has been a member of 
many of its important committees, includ- 
ing the joint committee on economic 
policy, of which he was chairman for 
several years. 
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There is a TAILOR-MADE life insur- 
ance plan to fit the needs of your most 
exacting clients in CANADA LIFE’S com- 
plete and modern policy series. We have 
a wide range of plans that are low-cost, 
highly competitive, and easy-to-sell. Why 
not call me today and let me tell you 
about them? 

GERALD ROSNER, Agency Supervisor 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 
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Mutual Benefit Life 
Insurance Scholarships 


Mutual Benefit Life, Newark, has 
awarded scholarships for advanced study 
in life insurance to ten Michigan State 
University undergraduates, according to 
an announcement by H. Bruce Palmer, 
Mutual Benefit president. Mutual Bene- 
fit established the scholarships in co- 
operation with the College of Business 
and Public Service, Michigan State Uni- 
versity. The program, the first of its 
kind ever sponsored by the company, 
was eStablished to assist outstanding stu- 
dents to pursue advanced study at the 
company’s home office and in its sales 
offices throughout the United States 
during the summer, together with con- 
tinued study at the University. 

The tem scholarship winners were 
chosen from a large field of entries of 
Michigan State students from all over 
the United States. Award winners were 
selected on the basis of scholastic pro- 
ficiency, and general character and abil- 
ity. Each was interviewed by Russell H. 
Moore, CLU, instructor in insurance at 
the University, and by thome office offi- 
cials of Mutual Benefit. 

After completing University classes in 
June the advanced scholars wiil attend 
the Mutual Benefit Life Advanced 
Underwriter School in the home office 
for six weeks. They will then be as- 
signed to offices in various cities in the 
United States where they will partici- 
pate in four weeks of field work, In 
September they will return to Business 
Administration classes at Michigan State 
where they will continue to pursue pre- 
scribed insurance studies. 

The MSU students will receive $300. 
per month while engaged in study at 
the home office, where they will spend 
time in every department in the com- 
pany, and at the agency office. When 
they return to college in the fall they 
will receive a minimum stipend of $100 
a month for field projects during the 
school year, based on six hours of work 
per week, Unusual aptitude in field re- 
search will be rewarded by additional 
financing remuneration. 


Postal Life Of N. Y. 
Revises Policy Forms 


NEW FEATURES 
Policyholder Can Now See What His 


Policy, Coverage, Beneficiary, 
Premium Are at a Glance 


INTRODUCED 








Postal Life of New York has com- 
pletely revised and redesigned its policy 
forms, introducing many new features 
and benefits. The size has been reduced, 
the type and layout modernized. The 
policies can be folded so that the face 
page shows all the pertinent information 
through the window in the policy jacket, 
making it possible for the policyholder 
to see what his policy, coverage, bene- 
ficiary and premium are at a glance. 

In the new policies, ownership, assign- 
ment and surrender provisions are more 
detailed, and a new 15-day common 
disaster clause is included. Two sets 
of policies are available, one for standard 
cases and another for substandard life 
and endowment cases beyond class B. 
The reinstatement of lapsed policies has 
been extended from three to five years. 


Liberalize Term Conversions 


Term conversions have been liberalized 
so that 5 and 10 year Term can be con- 
verted at any time prior to their expiry 
dates, to age 65. The new mortgage 
redemption policies can be converted 
for 100% of their current value. Life 
exp2ctancy Term contracts can be con- 
verted up to age 65, or if running beyond 
that age, to 5 years before expiry. The 
5 year renewable and convertible re- 
newal provisions remain the same, while 
the five year Term renewal period has 
been incerased from age 60 to 65, and 
the 10 year Term from age 55 to 60. 

Major changes have been made in the 
company’s settlement options. The guar- 
anteed interest rate has been increased 
from 2% to 2%% across the board, and 
two important options have been added. 
The contracts give a wide range of 
options: proceeds left at interest; in- 
stallments for specified amounts; install- 
ments for specified period; life income, 
10, 15 or 20 years certain; and the two 
new ones—installment refund annuity 
and a joint and survivor annuity, 10 
years certain. In addition to these six 
options, special settlements can be ar- 
ranged with the company. 





DISTRICT GROUP MANAGER 


C. Lyle Cormack has been appointed 
district Group manager for General 
American Life in Little Rock, Ark. He 
was previously associated in Little Rock 
with New England Life and with the 
Washington National. 





LOMA SURVEY RESULTS 





Separation Rates Down, IIlness-Absence 
Rates Up Among 70,000 Employes 
Of 69 Life Cos. 

A survey of 70,664 clerical employes 
of 69 life insurance companies conducted 
by the Life Office Management Asso- 
ciation shows that during 1957 there was 
a reduction in separation rates and an 
increase in illness-absence rates com- 
pared with 1956. In 1957, 88,000 more 
days were lost than in the previous year 
among the companies participating in 
the survey. Asiatic flu appears to have 
been the big factor in the increased 

illness-cbsence rate. 

For women, representing 78.3% of 
the employes, there was an increase in 
average number of days lost from 6.50 in 
1956 to 7.62 in 1957, and an increase for 
men from 3.08 to 4.02 days. 

In spite of the larger number of days 
lost, there was only a slight increase 
in the average number of continuous ab- 
sences for both men and women. While 
the number of absence periods remained 
about the same, the length of them in- 
creased bout 17% among women em- 
ploves and 30% among men. 

The trend for both illness-absence and 
separations during 1957 reversed the 
trend of 1956, when illness-absence rates 
declined and separation rates went up. 

During 1957, separation rates for both 
men and women declined. For women, 
the average was 36.2% compared with 
37.8% in 1956; separation rates for men 
averaged 18.5% last year, compared with 
22.5% in 1956. The decreases are believed 
to reflect the beginning of the recession 
and the accompanying easing of the em- 
ployment market. 

At the end of 1957, the ratio of unfilled 
clerical positions to total staff was down 
sharply compared with that at the start 
of the year. There was a drop of about 
46%, from 2.8% on January 1 to 15% 
on December 31, 1957. 





brokerage Supervisor Vicedel 


Life Insurance brokerage supervisor needed by good sized 
metropolitan New York general insurance agency with fairly 
young life department. Opportunity to grow together. Box 
2615, The Eastern Underwriter, 93 Nassau Street, New York 38. 








FRANK McCAFFREY 








WUTUALZ LIFE INSURANCE COMPANY 
SOSTON, wassacuuse-TE 


Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK’S 


NEW FIVE YEAR RENEWABLE TERM POLICY 
inet RENEWABLE TO AGE 65 


NEW ONE PARENT FAMILY POLICY ISSUED AT 
AGES 18 TO 55 


id us for ar Sn formation 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 














Foley Heads Group Regional 
Office of Mutual Benefit Life 





HOWARD J. 


FOLEY, JR. 


Howard J. Jr.. has been ap- 
pointed manager of a Group insurance 
regional which Mutual Benefit 
Life has opened in Cincinnati, territory 
of which will include activities in Kansas 
City, Indianapolis, Norfolk, Richmond, 
Charleston, W. Va., Columbus, Ohio, 
Louisville, Lexington and Cincinnati. 

A graduate of Boston University Mr. 
Foley was four years in the Navy. From 
1945 to 1955 he was associated with John 
Hancock. He then went with Paul 
Revere Life as Group supervisor in De- 
troit area which included all of Michigan 
and part of Ohio. He joined Mutual 
Benefit Life May 1. 


Fol cy, 


office 


Maine Fidelity Completes 
Sale of Capital Stock 


Maine Fidelity Life, Portland, Me., 
completed the sale of 50,000 shares of 
its authorized capital stock. On April 
23 the company offered to the share- 
holders of its capital stock of record 
the right to purchase up to 50,000 shares 
of any amount not subscribed for by the 
shareholders was to be offered to the 
public. The stockholders of record pur- 
chased a substantial majority of the new 
stock issue. 

The firms of P. W. Brooks & Co.,, 
Inc., Hill, Darlington & ‘Co., and Shelby 
Cullom Davis & Co., all of New York, 
were the underwriters of the new stock 
issue. On May 13 the company received 
the net proceeds from the sale of its 
capital stock. 

Maine Fidelity Life received its first 
state license on January 31, 1956. The 
company’s assets at the present time are 
over $1,000,000. It has over $10,000,000 
of life insurance in force and over $350,- 
000 of accident and sickness premiums 
in force, 
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ALL-LINES SELLING TREND 





Howard C. Reeder Doesn’t See Business 
Of Experienced Successful Life 
Agents in Peril 
Howard C. Reeder, president, Conti- 
nental Assurance, in a talk at Madison, 
Wis., May 15 reviewed all-lines selling 
trends reflected by so many life insur- 
ance agents “entering general insurance 





HOWARD C. REEDER 


business and the general insurance agent 
getting into the life insurance business.” 
He was appearing in a panel at annual 
meeting of Wisconsin State Association 
of Life Underwriters. In his concluding 
remarks he said: 

“T do not believe there is anything in 
this so-called evolution or revolution that 
should concern career men now estab- 
lished in life insurance. Whether or not 
they sell other lines is up to them. I 
do not think developments will affect 
their success to an appreciable degree 
because they are already established, but 
for the new man entering the business, 
who is not yet able to be a specialist 
and who must resort to contacts in his 
own economic stratum, it appears that 
the road ahead is going to be a bumpy 
one unless he derives income from every 
source he can, and the turnover of the 
fellows in our business will be materially 
reduced if he is selling all lines.” 


At Herbert L. Jamison & Co. 


At the 60th anniversary reception and 
dinner of Herbert L. Jamison & Co., 
held recently at the Hotel Roosevelt, 
N. Y. for staff members and their wives, 
Mr. Jamison announced that Elwin B. 
Schoen, who has been with the firm 25 
years, was being admitted as a partner 
on June 1, Mr. Schoen, in addition to 
increased management responsibilities, 
will continue to be in charge of the cas- 
ualty department and the insurance sur- 
vey and audit division. 

William A. McManus has been ap- 
pointed manager of the Group and pen- 
sion department. Mr. McManus, who 
joined the firm a year ago, was formerly 
assoicated with the Group department 
ot New York Life. 





Gatewood and Fairchild 
Head of New D. of C. Corp. 


Washington, D, C.—Financial Corpor- 
ation of America has opened offices here. 
Robert P. Gatewood, CLU, who recently 
resigned from J. D. Marsh & Associates, 
's a member of MDRT, and among other 
activities is an instructor on Federal 
estate taxes at George Washington Uni- 
versity for CLU preparatory classes, is 
President, Charles M. Fairchild, CLU, 


executive vice president, also formerly 
with the Marsh organization, is a MDRT 
member, and past treasurer of Variable 
Annuity Life. 


APPOINT HARRY J. McKEON 





Superintendent of Agencies, Peoples 
Life; Will Assist Vice President 
G. Albert Lawton 

Harry J. McKeon, CLU, has been ap- 
pointed superintendent of agencies, Peo- 
ples Life and will make his headquarters 
at Home Insurance Co.’s head office in 
New York, the company which acquired 
control of Peoples Life earlier this year. 
He will assist Vice President G. Albert 
Lawton who supervises Home’s life in- 
suprance interests. 


HEAR MERTON E. SAYLES 
Merton E. Sayles, director of agencies 
of New England Life, addressed a recent 
luncheon meeting of the Syracuse Asso- 
ciation of Life Underwriters. 





A graduate of St. Mary’s University of 
Baltimore Mr. McKeon has been in 
insurance since 1946. He became editor 
of Aetna Life’s field magazine and then 
supervisor of publications. In 1955 he 
was transferred to agency department 
of Aetna as agency assistant and later 
became supervisor of sales promotion. 





U. S. Life Official Killed 
In Jet-Airliner Collision 


Thomas H. Morgan, who had just been 
promoted to eastern superintendent of 
agencies, United States Life, was a 
passenger on the Capital Airliner that 
collided with the jet trainer in Maryland 
May 20. Mr. Morgan was one of the 12 
killed, and is survived by his wife and 
three children. His successful work with 
general agencies of the company in the 
east had won for Mr. Morgan his recent 
new appointment. 








GU 
ar 
There’s no substitute for experience! Because prompt, efficient handling 
of your inquiries can mean the difference, between making or losing 
sales, you'll appreciate Security Mutual’s 71 years of brokerage experience. 
Your Security Mutual General Agent is a man with up-to-date 
)) knowledge of the broker’s problems ... aman who knows how 
) to tailor plans to fit your requirements. 
Security Mutual gives you flexible, practical coverage in Life, Non-Can, 
Sickness & Accident, Group, Pension Trust... a world of 
¢ — co-operation and service and dynamic sales helps, too. 
( »? We figure that’s worth your looking into. Contact your nearest 
oN Security Mutual General Agent for the facts ... today! 
pur “mY 
6 


security mutu 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


| life insurance company 
out, Seewtily out (Vulual 


80 EXCHANGE STREET, BINGHAMTON, N. Y. 
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Miss Watson a Penn Officer 





MARION A. WATSON 


Marion A. Watson, director of the 


Policyowners Service Bureau, Penn Mu- 
tual Life, has been appointed an officer 
of the company. 

Miss Watson joined the Penn Mutual 
in 1928 as secretary to John A. Steven- 
son, who was then general agent of the 
company’s home office agency. In 1939 
she transferred to the administrative 
department as executive secretary to the 
president and in 1947 was named presi- 
dent’s assistant. In 1951 President Mal- 
colm Adam appointed her director of the 
Policyowners Service Bureau. She is 
responsible for handling policyowner 
problems which cross departmental lines 
and therefore cannot be handled by any 
one department and also inquiries per- 
taining tc company policy and practice. 

Miss Watson is the second woman in 
the lll-year history of the company to 
be named an officer. The first woman 
was Mary F. Barber who was elected 
assistant vice president of the company 
in 1947 and retired in 1953. 





Book on Group Insurance 


By North Am. Reassurance 

North American Reassurance Co. has 
published a new booklet analyzing the 
importance and growth of Group life in- 
surance. Prepared principally for insur- 
ance executives, the 61-page booklet out- 
lines the marketing, administrative, un- 
derwriting and costing phases of Group 
insurance, and studies other important 
considerations faced by companies enter- 
ing the group field. 

The booklet, entitled “Is Group Insur- 
ance For You?”, was written by Wendell 
Milliman, well-known consultant on 
Group insurance. Mr. Milliman also dis- 
cusses the growing importance of Groun 
insurance, what is is, who writes it and 
who buys it. 

In citing its growth, the author points 
out that 25 years ago, more than 90% 
of the life insurance in force in the 
nation was provided by individual poli- 
cies. As of December 31, 1956 this fig- 
ure had dwindled to 68% with the re- 
maining 32% being provided by Group 
action. 

“This rapid rate of growth,” Mr. Milli- 
man says, “has produced a volume of 
Group life insurance in force which now 
exceeds the total life insurance protec- 
tion of 25 years ago provided by Ordi- 
nary, Industrial and Group insurance 
combined.” 

The booklet is being offered to home 
office insurance executives by North 
American Reassurance Company as part 
of its comprehensive Group insurance 
service. The company maintains offices 
in New York and Dallas. 





Three Join LIAA 


Durham Life, Raleigh, N. C.; Life 
Insurance Company of North America, 
Philadelphia; and Peoples Life of Wash- 
ington, D. C., were elected to member- 
ship in the Life Insurance Association of 
America at the May meeting of its board 
of directors. 

President of Durham Life is Harold 
D. Coley. The company’s assets at the 
end of 1957 were $67,434,721 and its in- 

















surance in force at that time amounted 
to $330,189, 588. 

President of the Life Insurance Com- 
pany of North America is John A. Die- 
mand. The company’s assets at the end 
of 1957 were $10,843,033 and its insurance 
in force at that time amounted to $23,- 
986,283. 

President of the People’s Life, affili- 
ate of Home Ins. Co., is Samuel W. 
Hauser. The company’s assets at the 
end of 1957 were $118,401,237 and its in- 
surance in force at that time amounted 


to $657,926,917. 


Reduce Term Rates 


Manufacturers Life has announced a 
further reduction in rates for Term in- 
surance plans at all ages. For example, 
the annual premium per $1,000 at age 
40 on a yearly renewable basis has been 
reduced to $5.99, 5 year Term to $6.63, 
10 year Term to $7.62 and 15 year Term 
to $8.93. The Five Year Renewable Term 
rate, at age 40, has been reduced to $7.46 
per $1,000. 

The minimum annual premium for all 
Term plans has been set at $60. 





ANDREW KAKOYANNIS, General Agent for the Berkshire Life Insurance Company in Miami, Florida, entered the business in New York 


...and like the creative writer, an agent must utilize all the 
technical knowledge, personal experience, understanding 
and talent at his command, before he reaches the happy 


ending of a completed sale.” 


City in 1922 as Special Agent. In 1928 he became Manager in the same city and in 1948 joined Berkshire Life as General Agent, 


oe enon 








“If your qualifications meet our recruitment standards, you 
certainly will. The whole philosophy of the program is to 
help both new and experienced agents increase their income 


by increasing their knowledge and technical competence. It 


“There’s more creativeness involved in insurance selling, 


Mr. Kakoyannis, than I ever realized!” 


“That’s right. Any member of Berkshire’s field management 
team will tell you that the successful agent’s job is 99% 
creative. That’s why our training and field supervision pro- 
gram is continuous, designed to add a never-ending fund 
of information to each agent’s total experience. With this 
increased knowledge and technical skill the agents are 
equipped to sell even complex plans with complete confidence.” 


“Would I get the benefits of this program?” 






makes it easy to understand why today 
Berkshire presents the greatest potential 
for personal growth in the industry!” 


ERKS HIRE 


LIFE 
Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President | 
George D. Covell, C.L.U., Agency Vice President 


INSURANCE CO. 


PITTSFIELD, MASS. * AMUTUAL COMPANY °*¢ 1851 
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W. Howard Cox Tribute 
Of Union Central Life 


50 YEARS WITH COMPANY 





Sales Campaign by Field; Special Honor 
From Board; Bust of 


Him Unveiled 





W. Howard Cox, chairman of Union 
Central Life’s board, is being honored 
on occasion of his 50th anniversary with 
the company. Acting on behalf of Union 
Central directors, President John A. 
Lloyd presented the chairman with a 
certificate of appreciation which they 


mM 





Bust of W. Howard Cox 


all signed. A bust of Mr. Cox was un- 
veiled in his honor and placed in the 
executive office of the company. Begin- 
ning with April a Golden Fifty Campaign 
was started with applications from 527 
agents being received during the month. 
The campaign has been increasing in 
momentum. 

Long one of Cincinnati’s le ading citi- 
zens and identified with many civic and 
cultural activities, Mr. Cox was graduated 
from Denison University in class of 
1907. Chairman of another of the coun- 
try’s large insurance companies who 
is an alumnus of Denison is Paul F. 
Clark of John Hancock. Mr. Cox also 
did_post- -graduate work in mathematics 
at U niversity, of Cincinnati. 

As a clerk in the actuarial department 

of Union Central Mr. Cox went to work 
there in April, 1908. Transferring to the 
sales division he became assistant man- 
ager of the Cincinnati home _ office 
agency. In rotation he then filled these 
Positions: assistant secretary of the 
company, member of the board of direc- 
tors, secretary, and on January 22, 1932 
he was elevated to the presidency, a 
Position he filled until January, 1956, 
when he was elected chairman. 
_In the long list of outside campaigns 
in which Mr. Cox has participated he 
was chairman of Cincinnati Red Cross 
in 1935 and of Williams branch YMCA 
membership in 1947. Since 1938 he has 
been on Business Advisory Council, 
Department of Commerce, U. S. Govern- 
ment. He has been a director of Life 
Nsurance Association of America and 
his Cincinnati clubs include Commercial, 
Commonwealth, Queen City, Cincinnati 
ountry and Garret. 





OCCIDENTAL GENERAL AGENT 


Occidental Life of California has ap- 
Pointed Ralph Weil as general agent in 

t. Clemens, Michigan, a suburb of 
Detroit. This is Occidental’s fifth office 
in the greater Detroit area. 

Mr. Weil joins Occidental after serv- 
mg as an agent in Mt. Clemens for 
Mutual of Omaha the past nine years. 


appointed by 


eral agencies. 


Republic National Names 
Two New General Agents 


Two new general agents have been 
Republic National Life, 
according to James W. Galloway, assist- 
ant vice president and director of gen- 
They are A. W. Bailey 
of Waco, Texas, and Lamond S. Mc- 
Quarrie of Salt Lake City, Utah. 

Mr. Bailey, who formerly represented 

Texas life company, is vice president 
of the Waco Association of Mutual In- 
Agents. A licensed attorney, 
he served on the judge advocate’s staff 
in the Air Force Reserve. 


W. A. SEABOUGH NAMED 


William A. Seabough has been ap- 
pointed a general agent for General 
American Life in Springfield, Mo. Mr. 
Seabough is a graduate in business ad- 
ministration from Southwest Missouri West Virginia. This makes a total of 
State College in Springfield. 


First Colony Expanding 
First Colony Life received approval 


to transact business in the state of 


five territories in which the company 
is licensed. Others are Delaware, Mary- 


Mr. McQuarrie was formerly general land, District of Columbia and the home 
agent with a midwestern life company. A state of Virginia. 
member of the board of control of the Now concentrated in 
Salt Lake Underwriters Association, he PRET ES Cy RP SATE HSE 
is past president of the Utah State Acci- a ; se ; 
dent and Health Association. Mr. Mc- 8e0graphical scope and open agencies 
Quarrie is a teacher of LUTC courses. in these new areas. . 





Virginia, the 








1958 DIGEST OF CONVENTION LOCATIONS NOW READY FOR DISTRIBUTION 


Take the knots out of your 
Meeting and Convention Planning 


by using coast-to-coast 


WARNER CONVENTION SERVICE 


A copy of the 1958 Digest of Convention Locations is yours for the asking, absolutely 
free. It lists for quick reference over fifty fine resorts and hotels inside and outside 
the U. S. A., with colorful photographs and comprehensive, concise information about 
their convention facilities. It is part of Warner Convention Service, which offers many 
advantages to the Meeting and Convention planner: 


COSTS 
YOU 
NOTHING 


SAVES 
You 
TIME 


FIELD 
STAFF 
AT YOUR 
DISPOSAL 


GIVES 

YOU THE 
BENEFIT OF 
EXPERIENCE 


GIVES YOU 
A SENSE OF 
SECURITY 


Robert F. Warner, Inc. is paid an annual fee by the independently owned 
and operated resorts and hotels which have produced the Digest, to act 
as National Sales Representative and maintain service offices in key cities 
throughout the country. The service costs you nothing. 


One phone call or one letter to any one of these service offices will provide 
you with a complete survey of available meeting places in the locations 
and at the times you prefer. 


Warner service office personnel understand your requirements, and are in 
a position to come up with concrete facts and figures covering every possi- 
ble phase of convention planning. 


Warner service office personnel, trained and experienced in thirty years 
of meeting and convention planning, will provide you with current, factual 
information. Their accuracy and reliability saves you waste motion and 
frustration. 


No disappointments when you have at your fingertips complete, up-to-date, 
reliable information about everything you want to know to plan a success- 
ful convention. 


ROBERT F. WARNER, Inc. Service Offices 


New York, Washington, Boston, Chicago, San Diego, Los Angeles 


San Francisco, Seattle, 


ROBERT F. WARNER, INC. 

17 East 45th Street, New York 17, N. Y. 

Att: Mr. J. V. Dillon 

(] Please send me free copy of the 1958 DIGEST OF CONVENTION LOCATIONS. 


[] Please have a WARNER CONVENTION SERVICE representative call on me. 


Name & Title 


Organization ... 


GUVOGR 6 pact 5.0" 
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‘No Easy Solution In 
Human Relationships 

COLLIER’S PERSONNEL VIEWS 

Talks to LOMA Graduates; Other 


Speakers: Daniels, McCullough, 
Erdman, Kivlin, Randall 





Human relations programs for selec- 
tion and training of executives and 
supervisors are showing rapid growth. 
This was theme of a talk made at 
annual seminar of Society of Life Office 
Management Association Graduates in 
Belmont Plaza Hotel Tuesday night by 
Abram T. Collier, vice president and 
general counsel, John Hancock. 

Mr. Collier advised caution before 
accepting these program developments 
as giving an inevitable and actual solving 
of the problems. Great expectations of 
many of such activities have been quickly 
dimmed when they were found to be 
“hard sell” or “soft approach,” to use 
two expressions now popular in the 
Madison Avenue world of advertising 
and public relations. 

“Problems of people in business are 
much deeper than is suggested by the 
usual alternatives of tough-mindedness 
or tender-mindedness,” said Mr. Collier. 
Clear thought is necessary in clarifying 
thinking about human relations. 

“There is no new approach to problems 
in human relations which is not deep 
enough to deal with some of the peren- 
nial problems of psychology and philos- 
ophy,” he continued. “Clarity can be 
achieved in human relations only if all 
observations of human behavior are re- 
lated to the four basic dimensions of 
the human universe.” 

What are the four? They are the 
dimensions derived from the fact that 
an individual may view himself from 
both an internal or subjective point of 
view and also from an external or ob- 
jective point of view. If each of these 
basic viewpoints is taken into account 
Mr. Collier believes it would be possible 
for people to discuss individual and social 
problems more intelligently and at same 
time to embark more confidently on 
further exploratory studies so essential 
if real progress is to be made in this 
field. 

As an “easy” answer to many person- 
nel problems Mr. Collier did not think 
so much of the round-peg-square-hole 
theory of placement. His reason: The 
basic capacity of individuals to adjust 
any new challenges cannot arise from 
built-in habits or skills. It must come 
from a strong sense of being able to 
make effective choices freely and re- 
sponsibly. 


Some Other Speakers 


At the afternoon session the constantly 
broadening scope of voluntary security 
through Group insurance was described 
by Raymond D. McCullough, associate 
Group underwriter, Equitable Society. 
While security for ‘families is an inevit- 
able demand of an industrialized and 
urbanized people the concern of the in- 
surance industry should not be with the 
inescapable desire for that security but 
rather with the manner in which it is 
provided, he said. A sound, imaginative 
and socially conscious Group insurance 
business will continue to provide security 
on a voluntary basis. 

Frederic C. Erdman, Jr., assistant 
manager of methods, of Home Life, 
described his company’s work simplifi- 
cation program. After three years of 
this program, that company has com- 
pleted over 360 projects, with total annual 
savings of $72,000. “Participation in the 
program has been spectacular,” Mr. 
Erdman said, “and while several super- 
visors have been trained in the details 
and techniques, hundreds of employes 
have participated.” The objectives have 
been to save time and money and the 
program has been successful because of 
the active support of management and 
an understanding on the part of em- 
ployes that it works to their good. 


Animated Orientation Program 


A new type of orientation program for 
employes was described by Howard V. 


Murchison Seeks Control of 
Life & Cas. Co., Nashville 


Nashville newspapers say that ‘Clint 
Murchison, the Texas millionaire who 
owns stock control of Atlantic Life of 
Richmond and Lamar Life of Jackson, 
Miss., has been negotiating for purchase 
of majority stock of Life and Casualty 
Insurance ‘Co. of Tennessee. Life and 
Casualty president is Guilford Dudley, 
Jr., Paul Montcastle is chairman of the 
board. The company was formed in 1903. 
At end of 1956 it had admitted assets 
of $235,300,000. Its Industrial insurance 
in force at that time was $695 million 
and its Ordinary $700 million. 





Kivlin, senior management associate in 
education at the Metropolitan Life. It 
is an animated orientation program to 
familiarize employes of payroll, records 
and accounts divisions with the broader 
aspects of their jobs. This showed not 
only “why” of their job, but a basis for 
evaluation of the job. With a 79-piece 
chart, a premium dollar is traced from 
payment by the policyholder to final 
deposit in the bank. 

Robert J. Randall, associate actuary, 
Teachers Insurance and Annuity Asso- 
ciation, discussed purpose and nature of 
life company examinations by the State 
Insurance Departments and the import- 
ance of state supervision to companies, 
policyholders and public. 


Arthur Daniels Moderator 


Arthur C. Daniels, vice president and 
secretary of the Institute of Life In- 
surance, was moderator of afternoon 
program, which was opened by the 
Society’s president, William W. Eitel, 
methods manager, Home Life. 





MAKE MINE MANHATTAN 


For Life 


CHAMP EDWARDS AGENCY 
MUrray Hill 2-7330 





Joseph L. Bachman 
Sam S. Johnson 
David McCormick 











Official Changes at N. Y. Life 

Dudley Dowell and Richard K. Payn- 
ter, Jr., executive vice presidents of New 
York Life have been elected to the 
board of directors. 

In addition, the company announces 
the election of Charles E. Baldwin, Jr., 
to vice president and treasurer, Marshall 
P. Bissell to vice president and William 
F. Young to secretary. 





Conn. General Appoints 

Connecticut General Life announced 
six appointments in its field Group in- 
surance and ges organization. 

Donald B. Rathbone, Jr. has been 
named district Group manager in Bur- 
lington, Vermont. He has been serving 
as a special Group representative at the 
Hartford branch office. 

New Group pension representatives are 
Edwin A. Carter in Los Angeles; David 
B. McKiernan, Philadelphia; William B. 
Reed, New York; Thomas E. Reynolds, 
Detroit; and Arthur C. Shilling, Chicago. 
All five have been with the company’s 
home office Group pension sales de- 
partment. 





in 1957: $155,111,192 


1958: $34 million 





Sun Life of Canada representatives sold 


Aw 


MILLION 
DOLLARS 


of life insurance during the past year, the largest amount 
ever sold by a Canadian life insurance company and a proud 
achievement for our entire field force. Sun Life insurance 
in force now stands at $734 billion. 


° Paid to Sun Life policyholders and beneficiaries 


* Total benefits paid to policyholders since organ- 
ization: $3,295,955,574 


¢ Dividends to be paid to policyholders during 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Coast to coast in North America 











GROUP POSITIONS 
$7,500 — $15,000 
Very large selection of Group openings cur- 
rently available — all areas of the country. 


Listings below are typical of better oppor- 
tunities: 


New York—Group Underwriting Mgr. $10,000 


South—Home Office Group Mgr. $10,000 
Midwest—Group Actuary $15,000 
Chicago—Group Claims Mgr. $ 9,500 
Midwest—Branch Office Mgr. $10,000 
Chicago—Branch Manager $ 9,000 
Midwest—Contract Dept. Mgr. $ 8,500 
California—Group Representative $ 7,500 


Majority of our openings employer pays 
service charge and all moving expenses. 
Write for HOW WE OPERATE—no obligz- 
tion to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














W. L. PERRIN LUNCHEON HELD 





General Line Brokers Hear Vice Pres. 

David G. Scott of Continental Assur- 

ance; Julius L. Ullman Presided 

David G. Scott, executive vice presi- 
dent and actuary, Continental Assurance, 
spoke May 15 at a luncheon given by 
W. L. Perrin & Son for its general line 
brokers at the Bankers Club, New York. 

Julius L. Ullman, president of W. L. 
Perrin, presided at the luncheon which 
was fully attended. He complimented the 
guests on their continued success in pro- 
duction, 

Mr. Scott discussed the continued ac- 
quisition of small sized life companies by 
powerful fire-casualty companies, He re- 
ported that 270 combinations or fleets 
exist in the country today. Of these 113 
have life companies in their group. 

In ascending order of importance he 
gave four main reasons for fire-casualty 
companies taking over life companies. 

1. The stability of life insurance profits 
which are not usually subject to the same 
violent fluctuations experienced in the 
casualty business. 

2. Life companies are taxed differently. 
But, he remarked, those taking over 
life companies tend to forget that while 
there is less tax on profits, there may 
also be less earned in the life field. | 

3. Many fire-casualty concerns buy in- 
to life companies simply because others 
are doing it, and for no other reason 
than that. 

4. The greatest reason appears to be 
that fire-casualty companies calculate to 
be able to use their existent agency force 
to earn life business. 

They tend to forget, he said, that the 
biggest single factor in life business is 
building and maintaining an agency 
force. Some groups think that it will not 
be too expensive to add life facilities 
for their already existent sales organiza- 
tion. 

Mr. Scott said that Continental Assur- 
ance feels it has the inside track in 
serving the general lines agent. The 
company was organized in 1911 as a 
vehicle for Continental Casualty agents. 
During these very early years it found 
out the peculiar problems of the multiple 
line agent, apart from the one-shot spe- 
cializing life producer. 

It has acquired the know-how over the 
years as compared to casualty companies 
entering the life field inexperienced. The 
company in Group Life and A. & HF. 
consistently deals through the broker 
and not direct with the insured, realizing 
the importance of personal relationships 
in this type of business. : 

At the luncheon, Mr. Ullman intro- 
duced William J. Tracy, life manager, 
W. L. Perrin, who was however unable 
to address the gathering as he was suffer- 
ing from a severe cold. Also on the dais 
was Albert B. Morrison, resident vice 
president, Continental Assurance, Fred- 
ia - Bumby, A. H. manager of 
W.L. Perrin & Son, 























REREAD hs ILI AE 
Li o—— 


mee UNDERWRITER 






1958 May 23, 1958 ‘ 





















































































x. ae ir 
cur- 
try. 
or 
000 
000 
000 
500 
000 
000 
500 
500 
ays 
ses. 
qe 
Y 
cS 
[ELD 
Pres. 
sur- 
ed 
presi- a = 
“ance, 
“n by 
1 line 
York. 
N a 
which 
bi Success in insurance dependS’in large 
measure on knowledge of your product and 
ry knowledge of the techniques that 
es by help you sell and service that product. 
le Pil Through the modern facilities of — 
mer their new Education Center, The Travelers offers 
" its agents the finest opportunity 
sta to acquire this all-important knowledge. 
sualty In designing the three-story Center 
antes. in Hartford, Connecticut, the Company 
rofits benefited from more than 55 
ha years in the field of vocational training. For in 
1903 The Travelers established a 
ently. vocational training program, one of the first 
aon instituted by American business. 
i — Training includes courses in (1) Life, Accident 
1y in- and Health (2) Casualty, Fidelity, Surety, 
thers Fire, and Marine (3) Group. The 
re programs offer not only insurance indoctrination 
to be for the beginner but provide expert 
we counsel for the experienced agent who wants 
= instruction in more advanced and 
it the detailed forms of insurance coverage. 
dey Experienced and expert instructors use the very 
iI po latest in visual aids and sound 
ilities equipment for lectures and demonstrations. 
iniZa- 
\ssur- 
ck in For information on a Travelers training program—in any line of insurance—get in touch with The 
2 a Travelers Branch Office or General Agency nearest you. Ask for the free brochure “Training for Success.” 
deo 4 
found MILY IN 
iItiple oe eA Pere, 
t spe- 2} ° 
w % 
nt is : be “ 
yamies : 4 
. The Se 1 ohn e 
7 UGH tHe TRAVEY INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 
iT 
lizing : : . , 
ships All forms of personal and business insurance including 
* Life + Accident + Group + Fire +» Marine + Automobile + Casualty + Bonds 
intro- 
lager, 
nable 
uffer- 
e dais 
- vice 
Fred- 
er of 

































































Page 10 


May 23, 1958 








Northeastern Life Names 
Dittmann General Agent 





T. DITTMANN 


ALBERT 


York an- 
nounced the Albert T. 
Dittmann as downtown New York gen- 
eral agent with offices at 111 John Street, 
Northeastern’s former home office. 

Mr. Dittmann was vice president of 
Northeastern prior to its merger with 
Mount Vernon Life of New York this 
year. He had served in this capacity 
for five years and was previously an 
agency brokerage supervisor of the 
Gardiner Agency, John Hancock. 

A resident of Madison, N. J., Mr. Ditt- 
mann is active in numerous civic pro- 
grams. He is a commanding officer of a 
Ready Reserve MSTF Division of the 
Navy in the New York Naval Shipyard 
and a veteran of World War II when 
he served as a task unit commander of 
harbor defense and port operation in 
North Africa, New Guinea and _ the 
Philippines. He was graduated from Al- 
bright College in 1933 where he was a 
four letter man, and later played football 
with Paterson in the interstate profes- 
sional football league. 


Northeastern Life of New 
appointment of 


CLU Honors Joy Luidens 


Chicago Chapter of American Society 
of CLU meeting at Union League Club 
May 21 paid tribute to Joy M. Luidens 
who earlier in the year resigned as sec- 
retary-manager of Chicago Association 
of Life Underwriters which post she 
held from 1929. President Robert J. 
Murphy of the Chapter praised Miss 
Luidens because of her long friendship 
and cooperation with the chapter. 

At the meeting Ben S. McGiveran of 
Seefurth and McGiveran, life insurance 
consultants and agents, Milwaukee and 
Chicago, made a reminiscent talk on his 
experience during 40 years in life insur- 
ance. Messrs. McGiveran and Seefurth 
have long been million dollar writers. 








Leads Guarantee Mutual 


United Investment Co., Honolulu, has 
been named Guarantee Mutual’s leading 
agency for the year to date. Under the 
leadership of Bert Chan Wa, the life 
department manager, United Invest- 
ment’s sales through the end of April 
total $1,665,971. Following closely with 
$1,663,453, was the Earl J. Knutson 
Agency, Portiand, Oregon and Anthony 
Novara Agency, Detroit with $1,540,724. 

R. H. Mikkelson of the Earl J. Knut- 
son Agency was named Guarantee Mu- 
tual’s leading agent for the year to date 
with a volume of $363,883. 

Guarantee Mutual’s sales for the first 
four months total $25,749,237, equalling 
last year’s production for the same 
period. Last year was the greatest year 
in the company’s history. 


Charles Anchell Heads 
N. Y. C. Ass’n Slate 


Charles Anchell, New York Life, was 
nominated for the presidency of the 
Life Underwriters Association of the 
City of New York for the administrative 
year 1958-59. Also nominated at the 
May meeting of the association last 
week were Stanley R. Wayne, Mutual 
Benefit, administrative vice president; 
Alfred S. Howes, Connecticut Mutual, 
educational vice president; Harry Phil- 
lips, 3rd, CLU, Penn Mutual, member- 
ship vice president; Gerard B. Tracy, 
CLU, National Life of Vermont, public 
relations vice president; and Clarence 
Oshin, CLU, Home Life of New York, 
treasurer. Michael P. Coyle, CLU, 
Phoenix Mutual, was chairman of the 
nominating committee. 

The following directors were nomin- 
ated to serve through June, 1959: Boris 
A. Del Monte, Home Life of New York; 
Jack D. Garfunkel, CLU; and Henry 
F. Silver, New England Life. Charles 
N. Barton, CLU, Union Central, was 
nominated to serve through June, 1960. 
Nominated to serve through June, 1961 
were John H. Ames, Mutual Benefit; 
Charles J. Buesing, Mutual Of New 
York; Warren E. Clark, Connecticut 
Mutual; Burton J. Diamond, CLU, 
Equitable Society; Jules Nassberg, Berk- 
shire Life; Kermit L. Updegrove, New 
York Life; Max H. Weis, Penn Mutual; 
and Murray White, Aetna Life. 

Serving on the nominating committee 
with Mr. Coyle were Walter J. Brennan, 
Provident Mutual; John H. Farrell, 
Aetna Life; Harry K. Gutmann, Mutual 
Of New York; J. Robert Lauer, Con- 
tinental American; Harold A. Loewen- 


heim, CLU, Home Life of New York; 
Jack Macfadden, The Prudential; Ned 
A. Miller, Connecticut Mutual; and 


Max Weis, Mutual. 


CLU, Penn 
























































V. P. and Agency Director 


Allen Studios 
HOOGEN BOOM 


AART 
Aart Hoogenboom has been named 
vice president and agency director of 
the American Life Insurance Associa- 
tion of Bridgeport, Conn. With 15 years 
of life insurance experience, Mr. 
Hoogenboom has been in management 
and home office work for the past seven 
of those years. He has been associated 
with Phoenix Mutual, New England 
Life, United States Life and Security- 
Connecticut. 

A member of the NALU, Mr. Hoogen- 
boom has been active in the Life Super- 
visors Association in New York and the 
General Agents and Managers Confer- 
ence. 
















lerson 


LIFE INSURANCE COMPANY 





Mr. 
4:% 


Puts more sales punch in 
Jefferson Standard Adver- 
tising — Sales Promotion. 
Mr. 4%, registered as a 
Service Mark in the U. S. 
Patent office, is for the ex- 
clusive use of Jefferson 
Standard agents. 


Viandard 


Home Office: Greensboro, N.C. 











Fly 2,000 Tulips To 
Canada Home Office 

HOLLAND LIFE NEW QUARTERS 

Prince Bernhard Attends Ceremonies 


In Toronto; Company’s Third 
Year in Commonwealth 








The 150-year old Holland Life which 
after three years of operation in Canada 
has more than $17,500,000 insurance jn 
force, opened its Holland Life Building 
this month. It is at 1130 Bay Street, 
Toronto. This is the third time home 
office has moved since company began 
operating in Canada. 

A feature of the home office cere- 
monies was the appearance of His Royal 
Highness Prince Bernhard of the Neth- 
erlands as guest of honor. The Royal 
Dutch Airlines flew 2,000 tulips for the 
opening. 

Prince Bernhard was presented with 
a paperweight consisting of a macassar 
ebony slab on which is mounted a case 
and a silver embossed map of Canada 


and a silver plate memorializing the 
events. The position of Ottawa, where 
Princess Margaret of the Netherlands 


was born, is indicated by a golden cradle 
with the birthday date inscription and 
the position of Toronto by a ruby in a 
gold setting. The case in which the 
paperweight is embedded has a golden 
key ornamented with a maple leaf and 
the symbol of Holland Life. 

The company has Canadian_ branch 
offices in Toronto, Montreal, Hamilton 
and Vancouver. 





Massachusetts Mutual’s 
Leaders Club Conference 


The 16th Leaders Club conference of 
Massachusetts Mutual Life was_ held 
this week at the Hollywood Beach Hotel, 
Hollywood, Fla. Some 768 representa- 
tives qualified to attend, and the total 
attendance exceeded 1,200. Major ad- 
dresses were given by President Leland 


J. Kalmbach; Executive Vice President 
Charles H. Schaaff, CLU; Robert L. 
Wood, CLU, general agent at Los An- 
geles; and Jack W. Colter of Mont- 
gomery, Ala. 

Vice President Kenneth W. Perry, 
CLU, conducted the Court of Honor, 


at which awards were presented for 
outstanding production accomplishments 
during 1957. Meyer L. Balser, Atlanta, 
moderated a panel on selling the cor- 


porate market, and Lawrence E. Simon, 
New 


general agent at 300 Park Ave., 
York, lead a similar session on sales 
ideas. A special seminar for the wives 


in attendance was conducted by Mrs. 
John Humphries, wife of the company’s 
Atlanta general agent. 

Officers of the Massachusettts Mutual 
Agents Association are: Barry B. 
Stephens .. Los Angeles, president; 
Richard J. Katz, Rochester and Ewing 
Carruthers, CL U, Memphis, vice presi- 
dents; and Charles S. Motz, Atlanta, 
treasurer. The secretary post has been 
vacant since John E. Mann, CLU, was 
appointed general agent at Harrisburg. 





J. H. Filer Appointed 


Aetna Assistant Counsel 


John H. Filer has been appointed by 
the board of directors of Aetna Life to 
the post of assistant counsel, effective 
bei 4. Mr. Filer is now a partner in 
the New Haven, Conn., law firm of Gum- 
bart, Sorbin, Tyler & Corbin, with 
which he has been associated for the 
past seven years. A graduate of DePauw 
University and Yale Law School, he was 
admitted to the Connecticut Bar in 1950 
and served for a year as law clerk to 
Judge C. C. Hincks, now of the Circuit 
Court of Appeals. He is a member of 
the American, Connecticut and New 
Haven County Bar Associations. 

Mr. Filer was elected to the Connecti- 
cut State Senate in 1956. He is a mem- 
ber of the Legislative Council and the 
Connecticut Commission on Revision of 
the Corporation Laws. 
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Western & Southern 
Launches New Plans 


MAXIMUM ISSUE NOW _ $400,000 
New Policies Are Multiple Option Whol> 
Life, Juvenile Estate Protector, 
Income Protector 

Western & Southern Life 
new insurance plans announced by 
President William C. Safford. 

The Multiple Option Whole Life plan 
is basically a whole life policy with a 
minimum $25,000 amount. It contains 
options which permit the insured (ages 
20-35) to exchange the policy after 20 
years to a Life Paid-up at Age 65 or 
an Endowment at Age 65 plan at guaran- 
teed premium rates. The exchange for 
ages 36 to 65 is to the Life Paid-up at 
Age 85 or the Endowment at Age 85 
plan at the end of 20 years or at age 
Because of the high mini- 


has three 


75 if sooner. 


mum amount, the policy has a_verv 
favorable net cost. It also has cash 
values at the end of the first year at 
every age. 

The Juvenile Estate Protector plan 
is basically a Life Paid-up at Age 65 
plan with an increasing benefit. For an 


initial amount of $1,000, the benefit in- 
creases to $3,000 at age 18 and to $5,000 
at age 21. There is no increases in 
premium at either age. The cash values 
increase very rapidly to age 21 and are 
available for educational purposes at that 
time. Accidental Death Benefit equal to 
the benefits under the policy is avail- 
able as is the Owner Waiver of Pre- 
mium benefit. A unique feature of this 
plan is an option at age 35 to exchange 
the policy tor a Retirement Income at 
Age 65 policy at very favorable rates. 
This option is valuable for a young man 
who wishes to begin his retirement 
program. 

A new series of decreasing term plans 
called Income Protector are especially 
designed for the young family man and 
home owner. They are available in 10, 
15, 20, 25 and 30 year terms. The pre- 


miums are level for the full term of 
the policy. A minimum initial amount 
of $10,000 is required. The policies 


provide for exchange to a permanent 
form of insurance without evidence of 
insurability for 80% of the amount in 
force. 

It was also announced that the com- 
pany’s maximum account limit for Ordin- 
ary insurance has been increased from 
$200,000 to $400,000 and that the company 
will now retain up to $200,000. 


Berkshire’s New Division 


For General Insurance Men 

3erkshire Life, which established a 
separate brokerage division under Super- 
intendent of Agencies Lyman R. Whelan 
two years ago, has taken another step 
in the same direction with the organi- 
zation of a special leaders’ club for 
general insurance men only. 

The new “Brokerage Triangle Club” 
will have a different set of qualification 
rules from its companion Triangle Club 
lor the company’s career agents. Recog- 
nizing that the different type of opera- 
tion of the general insurance business 
influences the character of life insurance 
production, Berkshire has lowered the 
case requirement for qualification and 
rused the amount of required premium 
Proportionately for the new club. Gen- 
eral insurance men will continue to be 
eligible, as in the past, for the com- 
Pany's two top honor organizations—the 
President’s Club and Vice President’s 
Club—on an equal basis with all Berk- 
shire’s representatives. 

The first meeting of the new Broker- 
age Triangle Club will be held in Wash- 
ington, D. C., next February. The agenda 
lor this meeting will be designed around 
the special interests of general insurance 
men. Berkshire’s products and_ sales 
a as related to a portfolio of various 
ok of coverage, and current trends in 

Ines of insurance will be discussed 


y experts at this meeting. 





Five Colonial Employes 
Mark 25th Anniversary 


Five employes who marked a quarter 
of a century or more of service with 
Colonial Life of America were honored 
at a Spinners Society luncheon at the 
Hotel Suburban in East Orange. This 
society is an association of fifty-four 
active and inactive Colonial home office 
employes who have had a minimum of 
25 years of service. 

The five employes 


honored at the 


luncheon were Marie Olsen, 
accounting; Constance Billing, 
policy service; Leslie F. Kroeger, ad- 
ministrative assistant; James Darcy, 
home office inspector; and Anthony 
Lagana, home office inspector. 

Richard B. Evans, president of Colo- 
nial Life, presented a savings bond to 
Miss Olsen on the occasion of her 40th 
anniversary, a wrist watch to Mr. Lagana 
on his 30th anniversary, and gold service 
pins to Miss Billing, Messrs. Kroeger 
and Darcy marked their 25th 
anniversaries. 


debit 


who 


agency 


Pan-American Life Names 
L. B. Herring in Austin 


Appointment of L. B. Herring, III, as 
general agent in Austin for Pan-Amer- 
ican Life of New Orleans, has been an 
nounced by Kenneth D. Hamer, 
president and agency director. A native 


vice 


Texan, Mr. Herring was district man- 
ager for Tennessee Life and prior to 
that he was an agent for the Great 


National Life. He is a graduate of the 
University of Texas and holds a B.B.A. 
degree in zoology. 





HIS JOB: To broaden your life and brighten your future—through science 
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THE MUTUAL BENEFIT L 





IFE INSURANCE COMPANY, NEWARK, NEW JERSEY 













































Mutual Benefit Life’s job: 


TRUE 


SECURITY 


FOR YOUR CLIENTS 
AND YOU 


Just as the scientist and engineer use the 
tools of today to build a better tomorrow, 
so does the Mutual Benefit Life man shape 
the future of his clients and himself. 

In his case the tools are the most up-to- 
date and comprehensive sales aids in the 
life insurance field. 


Mutual Benefit Life provides him with: 


Audio-visual presentations, each thor- 
oughly sales-tested before he gets them. 


Merchandising and educational material 
to reach the most lucrative individual 
prospects, such as: 


a. SELECTIVE GROUP MERCHANDISING— 

An advanced prospecting and selling con- 
cept to put him in intimate contact with 
the business and professional leaders of 
today—and tomorrow. 


b. MEDICAL FIELD KIT AND “MD” PLAN— 
complete guides to the monied medical 
market. 


c. SELECTIVE INCENTIVE PLAN — 

Brand new comprehensive packaging of 
one of today’s hottest selling ideas. Meets 
the needs of the many businesses who find 
the usual employee benefit plans inadequate. 


Add to these the unique sales approach of 
Mutual Benefit Life’s nationally advertised 
True Security. 


These and other advantages assure the 
Mutual Benefit Life man of a more produc- 
tive business life, a more predictable and 
rewarding future—True Security not only 
for his clients but for himself and his family 
as well. 


MUTUAL 
BENEFIT 
LIFE 


The Insurance Company 
for TRUE SECURITY 
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Made Publicity Supervisor 





EGLINTON 


DOUGLAS 


Douglas Eglinton has been appointed 
supervisor of publicity of State Mutual 
Life. A 1951 graduate of Oberlin College, 
he will ‘have responsibility for coordi- 
nation of all company publicity for the 
local and national press, and insurance 
trade publications. He will assist Direc- 
tor of Public Relations John D. Drum- 
mey, in other public relations projects. 

Mr. Eglinton joined State Mutual in 
1956 after a year and a half as public 
relations director of United Co-operative 
Society, Maynard, Mass. Formerly a 
training assistant in the home office 
personnel branch, he spent 37 months as 
a commissioned officer on active duty in 
the Atlantic Fleet Destroyer Force. 





Occidental Group Changes 


Six promotions have been made in 
Occidental Life of California’s group 
field force, according to H. D. Eagle, 
vice president in charge of Group sales 
and service. Promoted to associate re- 
gional Group manager were Robert E. 
Hansen, Grand Rapids, Michigan; Ben- 
jamin D. Ward, Phoenix, and Patrick 
M. Doran, Los Angeles. 

Mr. Hansen heads the company’s 
Group sub-office in Grand Rapids and 
has been with Occidental since Febru- 
ary, 1952. Mr. Ward joined Occidental 
in 1954 and has been in charge of the 
company’s Phoenix Group _ sub-office 
since June, 1956. Mr. Doran has been a 
member of the home office Group sales 
office since June, 1955, when he trans- 
ferred from Chicago. He has been with 
Occidental since 1949, 

Robert E. Anderson, Milwaukee, and 
V. Jack Trees, Dallas, were promoted 
to assistant regional Group manager. 
Mr. Anderson is in charge of the Mil- 
waukee Group sub-office and has been 
located there since March 1, 1956. Mr. 
Trees has been with the Dallas Group 
office since joining Occidental in Febru- 
ary, 1956. 

Lee Cozens of the Philadelphia Group 
office was promoted to Group sales 
representative. 





APPOINT E. P. HORNADAY 


American United Life announces ap- 
pointment of Emery P. Hornaday as 
agency manager of the company’s South 
Texas Agency. Mr. Hornaday’s office, 
in Harlingen, Texas, will serve San 
Benito, Brownsville and McAllen, Texas, 
in addition to Harlingen. 

Beginning his life insurance career in 
1953, Mr. Hornaday was a_ successful 
personal producer and entered the man- 
agement field in 1955. He is a graduate 
of Texas Christian University and the 
LUTC program and has attended South- 
ern Methodist University’s Institute of 
Insurance Marketing. 


Glens Falls Acquires 
National Life, Canada 


LATTER TO OPERATE IN U. S. 





Policies of Each Company To Be 
Offered By Joint Agencies In 
Both Countries 





Glens Falls Insurance Co. of Glens 
Falls, N. Y., has acquired a substantial 
stock interest in the National Life As- 
surance Co. of Canada by the purchase 
of 25% of the outstanding stock from 
Harold R. Lawson, according to a joint 
announcement by George D. Mead, 
president of the Glens Falls, and Mr. 
Lawson, president of National Life of 
Canada. In addition, a purchase offer 
is being made to minority shareowners 
of National Life of Canada. The exact 
amount of stock involved will not be 
known until shareowners have had a 
chance to consider the Glens Falls’ offer. 

It is planned that Mr. Mead and 
George I. Davis, chairman of the execu- 
tive and finance committee of Glens 
Falls, will become directors of National 
Life of Canada and that Mr. Lawson 
will join the board of the Glens Falls. 

This transaction contemplates the de- 

















Announcing — 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 





velopment of a program which will 
enable the agency organization of the 
Glens Falls and the National Life of 
Canada to offer fire - life - casualty 
coverages throughout the United States 
and Canada in keeping with trends in 
this direction. The National Life of 
Canada’s policies will be available separ- 
ately and also in complementary combi- 
nations with Glens Falls’ fire and 
casualty coverages. 


Background of Companies 


Mr. Mead and Mr. Lawson have stated 
that it will be several months before 
National Life of Canada is ready to 
operate in the United States. The com- 
pany is already licensed in several of 
the northeastern states and is proceeding 
to become licensed in other states, in- 
cluding New York. 

Glens Falls Insurance Co. was organ- 
ized in 1849 and operates primarily in 
the United States and Canada through 
83 field offices, 11 general agency offices, 
and 8,000 independent local agents. At 
the end of 1957 the assets of the Glens 
Falls exceeded $150 million, capital and 
surplus funds were $449 million, and 
premium volume amounted to $80 million. 

The company writes all types of fire 
and casualty insurance. 


The National Life Assurance Co. of 
Canada was incorporated in 1897 and 
scented canals eemneemmenal 











$185 Million in Force in Less Than 5 Years 


GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 















































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance} Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 8,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 | 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 | 284,900 156,356 286,200 244,400 | 161,422 

















ALL GUARANTEES 


(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 








in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 

Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fia. 


JAMES G. RANNI, PRESIDENT 
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MUTUAL BENEFIT LIFE 


is doing some unusual 
things in Group. 


If you have a possible Group case— 
why not call us at OXford 7-2950, 
Complete brokerage service. Special. 
izing in Split Dollar and Business In. 


surance. 








LEE NASHEM AGENCY 


Ea 42nd tree 





commenced business in 1899. Heretofore 
it has confined its business to Canada 
and the West Indies. Under the leader- 
ship of Mr. Lawson, the company’s life 
insurance in force has increased from 
$143 million in 1952 to over $268 million 
at the end of 1957, plus the equivalent 
of another $96 million in annuity con- 
tracts. Assets at the end of 1957 were 
about $41.4 million with capital and 
surplus funds amounting to $2.4 million 
During the past few years the Nationa 
Life of Canada has actively participated 
in meeting the growing demand _ for 
Group pension plans. 


Miami District Manager 

James Patrick O’Hara, Jr. has beer 
appointed a district manager in Miami 
for General American Life. He will be 
associated with the Miami Multiple 
Agencies headed by General W. R 
RKoemelmeyer. 

Formerly, a representative with Penn 
Mutual Life in Miami, Mr. O'Hara is 
graduate of Saint Bonaventure Univer- 
sity, Alleghany, N. Y. He is an active 
member of the St. Lawrence Roman 
Catholic Church, has served on Com- 
munity Chest drives and is president o/ 
the North Miami Beach Lions Club. 


PRUDENTIAL ANNIVERSARIES 

Managers of three Prudential district 
offices will celebrate company anniver- 
saries in May. They are Fred A. Schuler, 
Greensburg, Pa., who will celebrate his 
30th anniversary on May 7; John A. 
Schweitzer, Poughkeepsie, N. Y.,_ his 
25th on May 15; and Calvin E. Bedell, 
Manchester, Conn., his 25th on May 29 





HEARD On The WAY 








The Metropolitan Life has been given 
the United States Information Agency s 
Award for Distinguished Service in rec- 
ognition of the outstanding success 0! 
the “Books Abroad” campaign among 
the company’s home office employes last 
fall. The citation was accepted by Fred- 
eric W. Ecker, Metropolitan president, 
in behalf of the company. 

The original project was for the Metro- 
politan employes to contribute books 0 
establish 7 English-language libraries 
the Republic of the Sudan. The goal was 
7,000 volumes, but the final count wer! 
beyond that to 16,000. 

This permitted sending 9,000 books t0 
the Sudan and additional thousands t? 
libraries in Greece. The undertaking 
was part of President Eisenhowers 
People-to-People program to aid inter- 
national relations. 





Horace R. Smith, assistant agency vice 
president, Connecticut Mutual Life, has 
been elected president of Hartford Chap- 
ter of Chartered Life Underwriters. Ben 
L. Goldenberg, regional manager, Colum- 
bian National, is vice president, ane 
Frank P. Sheldon, Phoenix Mutual, 
secretary-treasurer. At the annual meet- 
ing May 8 principal speaker was Davis 
Gregg, president, American College 0 


Life Underwriters. : 
Unele Francis 
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(. M. Shanks Talk 


(Continued from Page 1) 


lems that beset all bureaucracies? This 
we must avoid at all costs, because no 
business can continue to exist and 
prosper simply because it is bhig,—no 
matter how big it is, it has to be man- 
aged intelligently, aggressively, and 
conscientiously, or it will fail. 


Increasing Costs 


“The third major cause of industrial 
decay has been the inability of the de- 
clining company to handle costs. Costs 
got out of hand as a result of faulty 
product design, outdated production and 
distribution methods or because man- 
agement was simply unable to cope with 
overhead pressures. The encroachments 
of increasing costs have driven more 
than one company out of business in the 
past, and the situation will grow worse 
in the future. With increased labor 
costs, a shorter work week, continuing 
inflation, an increasingly complicated 
tax structure and mounting raw material 
costs, the financial requirements of busi- 
ness will multiply, and management skill 
on this front will be more needed than 
ever before. The allowable number of 
mistakes will be reduced. 

“The insurance industry is certainly 
faced with some real cost problems, 
which can be overcome only by skilled 
management. We not only have the 
usual cost problems but have one problem 
not shared by other industries: the in- 
surance industry has, on its books, 
millions upon millions of dollars worth 
of policies issued many years ago which, 
because of unanticipated inflation, carry 
far less than their share of the cost 
burden. In our business a customer buys 
a product at a stipulated price and pays 
for it over a lifetime—and there is no 
way we can raise our premiums once 
the original transaction is completed. 
This makes the challenge for us that 
much greater. Costs can be a greater 
long-range threat to us than to other 
industries, and will require greater skill 
to find solutions. 

Problems Confronting Insurance 

“In reviewing what is—or may be— 
ahead for the insurance industry, there 
are two other general topics I would 
like to touch upon: first, What are 
some of the specific things the industry 
should concentrate on in the immediate 
future in order to solidify our position— 
and second, what will happen if we 
don’t move ahead at a satisfactory pace ? 

“Among the problems that we will 
meet head-on in the coming years are 
these four: 


(1) How can we reduce the cost of 
distribution ? 
(2) How do we solve our tax problem ? 
(3) How do we assure competent man- 
power at the top levels of management ? 
(4) What do we do about inflation ? 


“Distribution problems are not pecu- 
liar to our business. Progress must be 
made in simplifying and reducing the 
costs of distribution in virtually every 
field, because here is where a large part 
of the costs are created and, as a result, 
the place where the greatest economies 
should somehow be made. At the Pru- 
dential we took a step in this direction 
When we launched our decentralization 
Program. Decentralization does a great 
Many things for us, but one of the most 
Important is that it increases efficiency 
In the field. We as well as the rest of 
the industry can well afford to spend a 
considerable amount of time creating or 
Inventing other ways to make the sale 
and servicing of insurance more effi- 
cient and less costly. 

The problem of taxation is another 
that causes concern. As you all know, 
the Federal Government is now working 
on a tax formula for the insurance in- 
dustry, and there is no certain way of 
nowing where it will end. The task 
of Setting up an equitable formula for 
the industry is not easy. The insurance 
industry which is generally thought to 
é undertaxed, actually is more heavily 
taxed at both Federal and state levels 
than other savings institutions. One 





complicating factor in arriving at a work- 
able tax formula for the insurance in- 
dustry is that the mutual companies 
have no profits to tax, and accordingly, 
any tax is a direct charge on policy- 
holders—a direct tax on savings—a price 
that policyholders must pay for thrift. 
Creating a tax formula that applies 
equitably to mutual. companies and their 
policyholders, and at the same time to 
stock companies—who, of course, should 
and do make profits and distribute them 
to stockholders—is a most difficult as- 
signment. Certainly the least that is 
needed in this situation is widespread 
public — and Congressional — education 
about the nature of our business. 


Management Manpower Need 


“The problem of securing, holding and 
developing competent manpower for top- 
level management is one of our greatest 
problems, a problem common to all in- 
dustry. However, when one recognizes 
the increasingly vital role of the insur- 
ance industry in the economy, it becomes 
obvious that far more than our own 
health as an industry is at stake. I don’t 
know that our industry is less attractive 
to good men and women than other 
industries; I assume that it may appear 
less exciting than some from the outside, 
and it is a fact that insurance companies 
generally are not noteworthy for high 
salaries, bonuses, and stock participation 
plans—the latter, of course, being ruled 
out in mutual companies because there 
isn’t any stock to participate in. We 
must therefore look carefully at the 
incentives which we are capable of sup- 
plying, and do the best we can. The first 
job is to make the insurance industry 
a good and satisfying industry to work 
for. This is puredy a function of good 
management, but even with good man- 
agement it will require an outlay of 
money. We need good men—better men 
than we have had, on the average, ever 
before, and we will get them only if we 
maintain top-grade, far-sighted, imagin- 
ative management now. 


Inflation Continuing Threat 

“Finally, we are faced with the prob- 
ability that inflation will continue at a 
varying pace. Inflation hits us harder 
than most industries. In the first place, 
our premium on outstanding business is 
fixed for all time; second, inflation com- 
pounds all our cost problems; and third, 
it creates policyholder dissatisfaction 
because the benefits they receive fall 
short of what they though these benefits 
would provide when the original policy 
was taken out. All of us in the industry 
should fight inflation in every conceiv- 
able way, but should recognize that we 
probably will have to live with it. | 
don’t mean that our fight is destined to 
be futile. It won’t be. Concentration on 
the job of fighting inflation may not 
stop it in the predictable future, but we 
can retard it and some day we may 
bring it to a halt. In any event our 
efforts will go a long way in preventing 
the government from taking short- 
sighted measures, in difficult times, that 
will subsequently add fuel to the infla- 
tion fires. Slowing inflation down is next 
best to stopping it. 


Penalty For Not Doing Job 

“Now we come to one last and most 
important point: What is the penalty 
for not doing our job the way it should 
be done? In some businesses, there is 
a lot of elbow room for mistakes. In- 
efficiencies are slow catching up and 
taking their toll. But with us, there is 
no margin for failure. 

“For one thing, the size and import- 
ance of the insurance industry, and its 
commanding place in the economy, is 
an open invitation to demagogues. Our 
assets can be made to look dangerous, 
not because we have any tendency to 
misuse them, but simply because we 
have them. 

“On another front—providing ample 
coverage for the people of the country 
at reasonable rates—we could find our- 
selves wide open for government inter- 
ference. It is gnerally supposed that 
virtually everyone should have some 
sort of protection. To the extent that 
we can’t provide it, the government is 
likely to. Here again is a fruitful poli- 





Free Insurance With Heat 
Users of Esso Standard Oil for heat- 
ing homes will get free life insurance 
for the amount of their total season’s 
heating bill starting next September, 
through June 30, according to an an- 
nouncement of the company. 

The insurance will be written by 
Metropolitan Life covering the head of 
the household providing for payment 
of the season’s heating bills in event 
of death. 





Boston CLU Symposium 

The Boston CLU Chapter recently 
conducted an all-day symposium on new 
developments in estate planning for a 
capacity audience of 300 life under- 
writers, trust officers and attorneys. 

Moderator John P. Meehan, newly 
elected president of the Boston CLU 
Chapter, presented a panel of four na- 
tionally recognized authorities in the 
fields of advanced life underwriting and 
business and tax law. 

The will of the life underwriter, and 
attribution rules—S°c. 302-318—were dis- 
cussed by Joel I. Friedman, co-author 
of “Lasser’s Estate Tax Techniques” and 
member of the law firm of Nathan, 
Mannheimer. Asche, Winer and Fried- 
man, New York; Warren H. Eierman. 
vice president in charge of estates and 
wills, Hanover Bank, New York, handled 
planning for the corporate executive and 
joint tenancies: David Boyd Chase, 
senior partner, J. K. Lasser & Co., and 
the attorney instrumental in the re- 
versal of thie Casale case, discussed 
planning for the corporate owner and 
planning with trusts; Paul Brower, direc- 
tor of advanced underwriting for Mutual 


Of New York took the problems of 
corporate owned insurance and _ split 
funding. 





MIDLAND MUTUAL MEETING 

The General Agents’ Executive Com- 
mittee of Midland Mutual Life held its 
semi-annual meeting with officers of the 
firm recently at the home office in Co- 
lumbus. Sales programs and other mat- 
ters of interest to the company’s 500- 
member field force were discussed. 
Members of the General Agents’ Execu- 
tive Committee are George W. Klingen- 
smith, Pittsburgh, president; Herman O. 
Tice, Columbus; Randall G. Yeager. 
Warsaw, Indiana; Edward L. Ward, 
Wilmington, N. C.; Lewis Ashworth, 
Marion, Ohio; Lloyd T. _ Stillson, 
Youngstown, Ohio. 





tical issue that attracts everyone who 
would like something for nothing, and 
repels only those, a pitifully small minor- 
ity, who are dedicated to the principle 
that the government ought to stay out 
of competition with private business. We 
are going to have to find ways of pro- 
viding some kind of coverage for any- 
one who can afford to pay any reasoh- 
able premium—and fortunately that 
includes the vast majority of people. 
The only way to keep the government 
out of the insurance business—or keep 
the government from going any further 
into it, because it is already big business 
with the government—is to make it nec- 
essary for the government to expand its 
insurance services. This produces prob- 
lems for us particularly in accident and 
health insurance, which is difficult at 
best to manage, and where precedents 
have been set in England and Canada 
for government coverage. Private cover- 
age is already virtually impossible in 
both those countries in many of these 
categories. 

“If the insurance industry continues 
to grow, to be progressive, well managed, 
broad-gauged, and conscious of the job 
that has to be done, we should move 
into the greatest era we have ever 
experienced and solidify our position as 
a free enterprise institution. If we let 
old age and bureaucracy creep up on 
us, we are in for trouble. Our course 
is certainly clear. The fact that we are 
aware of the problems confronting us 
gives me confidence that we will find 
ways to solve them. What we do, not 
what the economy does, will determine 
what is ahead in life insurance.” 
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Executive Changes At Standard Life 


As announced briefly in The Eastern 
Underwriter last week, a number of ex- 
ecutive changes were made by Standard 
Life of Indiana at the last meeting of 
the board. 

Harry V. Wade, Sr., was made chair- 





HARRY V. WADE, SR. 


man of the board and also re-elected 
president of the company. Other officers 
re-elected were Robert B. Stewart and 


since 1937, becomes vice president and 
treasurer emeritus; H. Jerome Noel, head 
of agency force since 1951, is now vice 
president in charge of agencies. William 
H. O’Brien, Jr., was elected to newlv 
created post of vice president-advertising 


EDWARD H. STEIN 


and public relations. James F. Bash, 
home office attorney, becomes secretary 
of the company. 





H. JEROME NOEL 


A. Wolfe vice presidents and 
Dr. J. W. Canaday medical director. 
Edward H. Stein, secretary for 21 
years, was promoted to vice president- 
investments and E. J. Barker, treasurer 


Edward 


WILLIAM H. O’BRIEN, JR. 


H. L. Ligon who joined the company 
as its auditor in 1935 and then was made 
comptroller was elected treasurer. Louis 
H. Thomas was made assistant to the 
president. 








National of Vt. Sponsors 
Annual Maple Breakfast 


National Life of Vermont sponsored 
its 13th annual maple breakfast in con- 
junction with the annual convention of 
the Texas Mortgage Bankers Associa- 
tion in Galveston recently. 

More than 200 persons partook of the 
traditional Vermont maple _ breakfast 
featuring stacks of hot cakes smothered 


in the Green Mountain state’s finest 
maple syrup. 
Special guests included Norman P. 


Mason, Commissioner of Federal Hous- 
ing Administration; J. S. Baughman, 
president of Federal National Mortgage 


Association; John C. Hall, Frank J. 
McCabe, Jr., Walter C. Nelson, and 
Samuel E. Neel, president, executive 


vice president, vice president, and gen- 
eral counsel, respectively, of Mortgage 
Bankers Association of America. 

The gathering included National Life’s 
loan correspondents in the Southwest, 
representatives of title insurance com- 
panies, bankers, and officials of Federal 
Housing Administration “and Veterans 
Administration. 

L. Douglas Meredith, National Life’s 
executive vice president, welcomed the 
gathering and read a telegram of greet- 
ings from Deane C. Davis, company 
president. 

Hosts for the company included Addi- 
son C. Pond, supervisor of mortgages 
and real estate, Montpelier, Vt.; Neil 
Thomason and William V. Gresham, 
district supervisors of the company’s 
investment branch offices in Dallas and 
Houston, respectively, and Lester Blake- 
ly, assistant district supervisor, Dallas. 
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North American Accident 
Revises Life Portfolios 


In what is described as the most im- 
portant modifications in its life port- 
folio since it entered the life field in 
1945, North American Accident, Chicago, 
released major changes and several new 
policy forms to its field force effective 
May 1 in most states. 

The gradation of premium or so- 
called “Quantity Discount” principle was 
applied to many of the company’s exist- 
ing policies to enable agents in the field 
to sell larger amounts at lower cost 
than previously possible. At the same 
time, new payor benefits in the juvenile 
estate foundation plan were announced. 

In making the announcement, S. R. 
Rauwolf, vice president, pointed out 
that the revisions were the first in a 
series to be effected in North Amer- 
ican’s life kit this year. 

Earlier this spring in Chicago 22 of 
the company’s top life producers at- 
tended special preview sessions of the 
new portfolio and endorsed the changes. 
They were honored at a banquet in the 
Union League Club attended by officers 
and officials of the company. J. L. Fox, 
Sr., chairman of the board, gave the 
welcoming address. 

In January North American = an- 
nounced the creation of its new Group 
life and A. & H. department headed by 
William Morrissey. 





Animal Ins. Co. Includes 
Horses and Farm Animals 


Major expansion of animal life insur- 
ance coverage to include horses—from 
flat racers to farm animals—as well as 
cattle, was announced by the Animal 
Insurance Company of America. Under 
the company’s new program, all horses, 
including flat racers, trotters, pacers and 
polo ponies, and the farm livestock— 
mules, too—join the insurance eligibility 
circles of pedigreed dogs, hunting 
hounds, as well as cats with a genealogy, 
according to Milton M. Weiss, AICA 
president. 

As filed with the New York Insurance 
Department, the schedule sets annual 
life insurance premiums of from 44% 
for yearlings at auction sales to 8% for 
farm mares and registered draft stallions. 
Special short term coverage is applied 
to animals displayed at shows and 
exhibits. Rates of 14% for 15 days to 
34%% for three months include protec- 
tion for transportation. 

A special rate covering death by fire, 
lightning, and transportation only is 
available at a rate of 1% annually. 





For 
United Shades Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 














Indianapolis Life Now 


Licensed in Connecticut 


Indianapolis Life was approved to 
operate in the state of Connecticut, 
according to Agency Vice President 


Arnold Berg. This increases to 15 the 


number of states in which Indianapolis 


Life operates. Others are: Indiana, 
Ohio, Michigan, Wisconsin, Minnesota, 
South Dakota, North Dakota, Towa, 


Missouri, Illinois, Texas, Florida, Ken- 
tucky, and Colorado. 

Representing 
Connecticut are two recently appointed 
general Richters in 
Hartford and Joseph Supp in Danbury. 

Mr. Richters has been in the life 
insurance business since 1947. 


Indianapolis Life in 


agents — John E. 


He served 
in the Marines during World War II 
and during the Korean War. He is now 
a major in the Marine Reserves. 

Mr. Supp has been active in life in- 
surance sales since his graduation from 
the University of Connecticut in 1950. 
He has completed the LUTC course and 
has taught that course at Danbury 
Teachers College. He served in the Navy 


during World War II. 





GAMC Mid-Yr. Management 
Program in Booklet Form 


The “Ideas to Share” program pre- 
sented by the General Agents & Man- 
agers Conference of NALU at the recent 
mid-year meeting has been put into 
booklet form and distributed to all 
members of GAMC. The completed texts 
of the talks given by the five top 
speakers appearing on the program ap- 
pear in the booklet. 

Developing the theme of “Ideas to 
Share” were Stanford Y. Smith, CLU. 
director of manpower development and 
sales promotion, Liberty National, Bir- 
mingham, whose talk, “Ideas to Share.” 
set the theme for the conference; F. P. 
Horne, Great Southern manager, Houston, 
speaking on “Ideas That Motivate,” de- 
scribed how he builds and maintains 
morale in his agency; Edwin R. Jeter, 
CLU, field vice president, Equitable 
Society, Rock Hill, S. C., stated that 
“The Big Idea” in life insurance agency 
management is developing successful 
men; Lester S. Becker, general agent, 
Lincoln National, St. Louis, in his talk, 
“A Score of Ideas,” gave ideas that have 
worked successfully in his agency over 
the past 20 years; C. Carney Smith, CLU, 
Mutual Benefit general agent in Wash- 
ington, D. C., discussed the future of 
field management in his talk “Ideas tor 
the Future.” 
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Prudential Appoints Kerr 
Second Vice President 


GORDON S. KERR 


Election of Gordon S. Kerr to second 
vice president in The Prudential’s bond 
department was announced by Carrol M. 
Shanks, company president. Mr. Kerr 
general manager 
there since last July. He joined Pru- 
dential as general investment manager 
in 1956. In his new post, he will assist 
Vice President Monroe Chappelear in 
the administration of the department. 

Mr. Kerr had been investment director 
for the State of New Jersey. Earlier, he 
was with the underwriting department 
of Merrill Lynch, Pierce, Fenner and 
Smith. 

A graduate of the University of Chi- 
cago and a veteran of World War I], he 
lives in Princeton, N. J. 


has been executive 


Praises Hostess Training 


Of State Mutual Life 

The May 5 issue of Public Relations 
News commended State Mutual Life of 
America for an outstanding hostess 
training program. 

A corps of 50 hostesses—all employes 
—was selected and trained by Assistant 
Personnel Director David G. Muller and 
Director of Public Relations John D. 
Drummey to conduct guided tours 
through the company’s new home office 
at its dedication last November. 

The two-page case study of Public 
Relations News comments: “During the 
ten days (of the dedication), the host- 
esses averaged five tours a day each. 
Some 40,000 people visited the building. 
There were only two minor accidents, 
not a case of vandalism, and no dis- 
turbance of any kind.” 

rhe training program, lasting for six 
wecks, included specially prepared ma- 
terial on the building, the company’s 
history and development. A seven-page 
Suggested script for the tour was writ- 
ten. Lectures covered State Mutual’s 
organization and policies, tour  tech- 
niques, and how to handle questions and 
difficult situations that might arise. 

Maria Lombard, assistant tour man- 
ager of Rockefeller Center, New York, 
Spent a day with the girls and gave 
them many valuable tips on preparing 
for and leading the tours. State Mutual 
President H. Ladd Plumley explained 
to the hostesses the importance of the 
Job they were to undertake. 

The program has generated goodwill 
among many publics important to State 
Mutual,” concludes the study. “Requests 
for trips are still received from profes- 
sional, civic, service and educational 
groups and the corps of hostesses is 
eing kept active to take care of these. 
Letters praising the hostesses keep com- 
ing to President Plumley.” 


Midland Mutual Records 


Record highs in new business produc- 
tion for April have been announced by 
Midland Mutual Life. Field representa- 
tives placed in force during April $5,135,- 
000 of new life insurance, largest volume 
for a single month in the company’s 
52-year history and 81% ahead of the 
figure for April, 1957. For the first four 
months of 1958, the sales total was 23% 
above production for the same period 
last year. : 

A record mark was also achieved in 


Largest NW National April 


Sales of new Ordinary insurance in 
April were the largest of any April in 
the history of Northwestern National 
Life and put the first four months 12% 
ahead of the same period in 1957, John 
S. Pillsbury, Jr., president, reported. 





accident and sickness insurance, with 
new business for April 246% greater than 
the final tally in April, 1957. For the 
year to date, accident and sickness re- 
sults show a 74% gain over 1957. 


OCCIDENTAL LIFE SALES 

Occidental Life of California passed 
the $100 million mark in monthly sales 
for the first time in the company’s 52- 
year history as April sales of individual 
life insurance totaled $100,609,048. This 
surpasses the previous high of $95,957,584 
established in December of 1957 and ex- 
ceeds April sales last year by over $17 
million. 

Occidental sales for the first four 
months of 1958 total $362,391,109, repre- 
senting an increase of $35,965,759 over 
the first four months last year. 


THE MEN FROM MIDLAND MUTUAL” 


* 





Chester O. Sullivan, Midland Mutual's field-minded President. 


‘‘Our greatest asset...happy, successful field people’’ 


President Chester O. Sullivan defines the basic pur- 


pose of Midland Mutual: 


“Extending the benefits of personal insurance to 
an ever-increasing number of people.” 
Our greatest need in the accomplishment of this 


sive to the needs and problems of the field force. 


To find out more about the advantages of Midland 


purpose is an effective, well-trained sales organiza- 
tion. Our greatest asset will always be happy, suc- 
cessful field people — because they do the actual 


work of serving the public through our products. 
Midland Mutual offers rewarding careers in field 
management and underwriting—and provides 
the leadership and support to help field people 
achieve real success. The home office is staffed with 
capable, experienced individuals who are respon- 


THE 
MIDLAND 
LIFE INSURANCE COMPANY 
Dept. 2, Columbus 16, Ohio 


Mutual’s “Helping Hand” philosophy of operation, 
write to Charles E. Sherer, CLU, Vice President and 
Director of Agencies. 
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‘Society Of Actuaries Adopts 
Professional Conduct Guides 


Announcement of the adoption by the 
Society of Actuaries of a set of Guides 
to Professional Conduct has been made 
by its president, Henry F. Rood, vice 
president and actuary, Lincoln National 
Life. The Society, which has a member- 
ship of 1,700, is the professional organi- 
zation of life insurance and _ pension 
actuaries in the United States and 
Canada. Its members are _ principally 
employed in life insurance companies, 
consulting actuarial firms and govern- 
ment service. 

The Society’s Board of Governors con- 
sidered it desirable to put into written 
form the principles which its members 
have been voluntarily observing in their 
professional relations with their clients, 
employers, and others. The Guides were 
accordingly drafted by a committee und?r 
the chairmanship of Wilmer A. Jenkins, 
executive vice president of the Teachers 
Insurance and Annuity Association. Al- 
though the actuarial profession has been 
singularly free of instances of unprofes- 
sional conduct over its 69-year history 
it was thought that the adoption of an 
official written statement might assist 
in maintaining the high standards of the 
profession and in clarifying the actuary’s 
responsibilities to society at large, to 
his client or employer, and to his pro- 
fessional associates. 


Fourteen Points 


The Guides deal with precepts and 
principles that are intended as aids to 
members of the Society when they may 
encounter questions of professional con- 
duct. The 14 points covered in the 
Guides are as follows: 

1. The member will continually abide 
and be guided by the motto of the 
Society: “The work of science is to sub- 
stitute facts for appearances and demon- 
strations for impressions.” 

2. The member will promote a wider 
understanding of the significance of 
membership in the Society, and will 
maintain the high standards of the So- 
ciety by avoiding even the appearance 
of any questionable practice. 

3. The member will conduct his pro- 
fessional competition on a high plane. 
He will’ avoid unjustifiable or improper 
criticism of others and will recognize 
that there is substantial room for honest 
differences of opinion on many matters. 

4. The member will act in professional 
matters for each client or employer with 
scrupulous attention to the trust and 
confidence that the relationship implies, 
and will have due regard for the con- 
fidential nature of his work. 

5. The member will bear in mind that 
the actuary acts as an expert when he 
gives professional advice and he will 
give such advice only when he is quali- 
fied to do so. 

6. The member will not provide actua- 
rial service for, or associate profession- 
ally with, any person or organization 
if he has reason to believe that the 
results of such service or association are 
likely to be used in a manner inimical 
to the public interest or the interests 
of the actuarial profession, or to evade 
the law. 

7. The member will submit unquali- 
fiedly an actuarial calculation, certificate, 
or report only if he knows it to be 
based on sufficiently reliable data and on 
actuarial assumptions and methods that, 
in his judgment, are consistent with the 
sound principles expounded in the course 
of study of the Society, or in recognized 
texts, sources or precedents relevant to 
the subject at hand. In the absence of 
such knowledge, or if the member be- 
lieves that other expert review is also 
desirable, his submission will include 
appropriate qualification of his findings. 

8. The member wili recommend for the 
use of his client or employer, premium 
or contribution rates, dividends, stand- 
ards of valuation, or other related 
actuarial functions only if, in his opinion, 
they are based on adequate and appro- 
priate assumptions and methods. ff, 





nonetheless, other assumptions or meth- 
ods are specified by the clients or em- 
ployers, the member will include a 
qualification thereon in any applicable 
certification, communication, or report 
which he may be called upon to issue 
over his name. 

9. The member will not make or 
sponsor any actuarial calculation, certi- 
ficate, statement, report, or comparison, 
or give any testimony or interview on 
such matters, which he has reason to 
believe is false, materially incomplete, 
or misleading. 

10. Where appropriate for the objec- 
tive use of a certificate or report, or in 
any event on the request of his em- 
ployer or client, the member will include 
a statement of the principal actuarial 
assumptions and the general methods 
adopted for his computations. 

11. The member will recognize his 
ethica! responsibilities to the person or 
organization whose actions may be in- 
fluenced by his professional opinions or 
findings. When it is not feasible for 
the member to render his opinions or 
findings direct to such person or organi- 
zation, he will act in such manner as 
to leave no doubt that the member is 
the source of the opinions or findings, 
and to indicate clearly the personal 





O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 


11 West 42nd St., New York 36 
Telephone: Wisconsin 7-8266 











availability of the member to provide 
supplemental advice and explanation. 

12. The member will not serve more 
than one client or employer where a 
conflict of his professional interest may 
be involved unless there be a full dis- 
closure to all parties concerned, and 
such parties request and acquiesce in the 
engagement of his services. 

13. The member will sign actuarial 
recommendations, certificates and _ re- 
ports, if he be acting as an employe, 
only over a title conferred by his em- 
ployer if any title is used. Nevertheless, 
in any capacity, the member may append 
to his signature the designation: “Fellow 
of the Society of Actuaries” or “FSA,” 
or “Associate of the Society of Actuar- 
ies” or “ASA,” as the case may be. The 
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member will not use as a signature title 
the designation “Member of the Society 
of Actuaries.” The member will use a 
designation dependent upon elective or 
appointive qualification within the So- 
ciety, such as “President,” “Member of 
the Board of Governors,” or “Member 
of the Examination Committee,” only 
when he is acting in such capacity in 
behalf of the Society. 

14. The member will recognize his 
personal responsibilities under these 
guides whether he acts as an individual 
or through a partnership or his employer. 


Math Students Visit Cos. 


An area-wide program instituted by 
Mathematical Association of America 
and Actuaries Club of New York became 
effective this month when high school 
mathematics students visited home offi- 
ces of leading life insurance companies 
in New York and New Jersey. Purpose 
of the program was to introduce the 
students to essentials of a mathematical 
career in insurance. 

At Mutual Of New York William H. 
Schmidt, second vice president and as- 
sociate actuary, welcomed the students 
who were from Far Rockaway High 
School and Grover Cleveland High 
School in Ridgewood, N. J. Brief talks 
were made by Edward H. Wells, vice 
president and actuary, and Andrew C. 
Webster, vice president for selection. 








Mumpower Made Gen’! Agent 


Security Mutual Life, Binghamton, 
N. Y. recently announced the appoint- 
ment of Olin Francis Mumpower as its 
general agent in Bristol, Va. Mr. Mum- 
power is a graduate of Emory and 
Henry College of Emory, Va., and served 
from 1942 to 1946 with the Army, where 
he earned a commission. 

Mr. Mumpower has been active in the 
insurance field, first as an agent and 
then, from 1951 to 1958, as supervisor in 
Bristol for Atlantic Life. From 1936 to 
1940 he was a salesman and partner in 
the BristolMaytag Sales Co. and from 
1940 to 1942 held the post of classification 
officer for the United States Department 
of Justice, assigned to the Federal Peni- 
tentiary in Atlanta. 





Ohio Ass’n Elects 


William W. Wray, CLU, general agent, 
John Hancock, Cincinnati, was elected 
president of the Ohio Association of 
Life Underwriters at its 1958 annual 
convention held recently in Cleveland. 
Mr. Wray will assume his presidential 
duties on July 1, succeeding Gilbert C. 
Templeton, CLU, Toledo. 

Other officers elected at the business 
session of the convention were: Vice 
Presidents: Samuel S. Loyer, Bankers 
Life, Columbus; D. Warren Rollins, 
John Hancock, Youngstown; Gilbert J. 
Wellman, CLU, Commonwealth, Lima; 
David Good, Prudential, Akron; and 
Cal Grier, Connecticut Mutual, Middle- 
town; and secretary-treasurer, Charles 
H. Campbell, Equitable of New York, 
Ashland. 





HEAR VICTOR R. GOLDBERG 

Victor R. Goldberg, CLU, general 
agent for Mutual Benefit Life in Hemp- 
stead, New York, recently addressed the 
Camden, Ni: Association of Life Under- 
writers, His topic was “Mutual Funds 
and Life Insurance.” 
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W. H. Kee, Former Manager 
For Mutual Of N. Y., Dies 





WILLIAM H. KEE 


William H. former manager of 
the Brooklyn Mutual Of 
New York, died at his home recently in 
Morristown, N. J., at the age of 71. He 
had undergone surgery shortly before 
his death. He is survived by his wife. 

Mr. Kee joined MONY as a field rep- 
Brooklyn in 1923. He 
as a leading under- 


Kee, 


agency for 


resentative in 
established himself 
writer, qualifying for company produc- 
tion honor groups, and was promoted to 
manager of the Brooklyn agency in 1934. 
He retired from his managerial post in 
1952, but continued with MONY as a 
field underwriter for the Newark agency. 
He had been active in the field until his 
final illness. 


Great-West Ceremonies at 


New Head Office Building 


Premier Douglas Campbell of Manitoba 
set in place a “date-stone” during cere- 
monies held recently at the new head 
oflice building of Great-West Life. About 
100 people were present, including mem- 
hers of the company’s board of directors, 
officers, and representatives of the staff. 

D. E. Kilgour, Great-West Life vice 
president and managing director, placed 
a record box behind the date-stone. The 
box contained, among other items, a 
microfilm listing of company officers, 
staff, and members of the field force; 
editions of both Winnipeg dailies ; photos 
of downtown Winnipeg; specimens of 
current policies and rate books; a high- 
way map of Manitoba; and 1958 minted 
coins of Canada and the United States. 

Also taking part in the ceremony were 
Joseph Harris, president, Great-West 
Life; H. E. Sellers, chairman of the 
board; and the Rev. Canon John Ble- 
Wett of neighboring All Saints’ Church. 

Invited guests included representative 
otlicers from each division of the com- 
Pany, the president of the staff club, a 
representative of the company’s retired 
Personnel, a representative from the 
branches, and representatives from the 
architects, general contractor, and sub- 
contractors, 

The building was started in March, 

‘/ and is expected to be finished in the 
late Spring of 1959, 





AETNA NAMES BOURASSA 
Vern A. Bourassa was been promoted 
to assistant general agent of Aetna Life 
at Flint, Mich. Mr. Bourassa joined 
etna Life in 1955 as a representative 
e the Saginaw general agency and the 
ollowing year was named district man- 
ager of the agency’s Flint office. He is 
4 graduate cf Tri-State College. 


Shanks National Chairman 
United Community Fund 


Carrol M. Shanks, The 
Prudential, has accepted appointment as 
chairman for United Com- 
munity Campaigns of America, the 
world’s largest voluntary fund-raising 
effort for health and welfare 
Mr. Shanks will head the national pro- 


president, 


national 


services. 


motion campaign in behalf of the fall 
campaigns of 2,100 United Funds and 
Community Chests. Last year these 
united community campaigns — raised 
$412,000,000 in support of 27,500 volun- 
tary health, welfare and_ recreation 
agencies serving 72,300,000 people. Many 
united community campaigns, in addition 
to raising money in support of local 
agencies, include Red Cross, USO, funds 
for crippled children and funds to fight 
heart disease, cancer and other deadly 
illnesses. 


DISTRICT GROUP MANAGER 

New York Life has announced the ap- 
pointment of William F. Lynch as dis- 
trict Group manager of the Butte, Mon- 
tana Group office. Mr. Lynch has been 
with New York Life since 1956. Prior to 
this appointment he home 
Group representative in New York. 

A graduate of Fordham University, 
Mr. Lynch served in the Air Force from 


1951 to 1955. 


was office 





Recently some 85 of N/W National’s leading 
producers gathered at the Edgewater Gulf 


Hotel for a preview of spring and a look-see 


at ideas meant to make their 1958-and-future 


years even better than record-breaking 1957. 


Under the theme, “Organizing for Growth,” 


they engaged in helpful exchange of ideas, 


heard practical talks on a variety of sales 


and market-building topics, enjoyed a round 
of golf and a dip in the pool, and went home 


reaching for new horizons. Growth made 


possible through such Leaders Conferences 


is another reason for the high regard in 
which our agents hold the N/W National 


franchise and the opportunities it represents. 


N/W NATIONAL 


ife Insurance for Living 
BOX 929, MINNEAPOLIS 40, MINNESOTA 


NORTHWESTERN NATIONAL LIFE 


INSURANCE COMPANY ° 


MINNEAPOLIS, 


MINNESOTA 























Western & Southern Staff Changes 


Several 


changes in the executive or- 
ganization of Western and Southern 
Lite were announced by President Wil- 


Beverly Hills; and 


divisions as may 
Harry I. Bloom was ap- 


Western Division, 
such other 


be established. 





EUGENE W. BATES 
liam C. Safford following a meeting of 
the board of directors. 


Eugene W. Bates, vice president, was 





WILLIAM R. BURNS 


appointed director of actuarial opera- 
tions and over-all charge of the firm’s 
Ordinary and Weekly Premium Actu- 
arial Division. Clifford H. Folz, vice 
president, was made director of regional 
operations and over-all charge of the 
Southeastern Division, Asheville, N.C.; 
Mid-Continent Division, St. Louis; 
Southwestern Division, Galveston; and 





Name Westgate Chairman 
Of Agency Officers R. T. 


Grant Westgate, agency vice president, 


Ohio National Life, is the new chair- 
man of the Agency Officers Round 
Table of the Life Insurance Agency 
Management Association. Mr. West- 


gate was elected recently in Hot Springs, 
Va., at a meeting of the chief agency 
officers from the association’s larger 
member companies. He succeeds Sayre 
MacLeod, vice president of Prudential. 

Elected to the AORT committee for 
three-year terms were: Perry T. Carter, 
vice president, Travelers; George Dun- 





CLIFFORD H. FOLZ 


pointed comptroller of the company. 
Mr. Bloom will be responsible for estab- 
lishing and maintaining accounting data 





HARRY I. BLOOM 


and processing for the entire company 
and will have under his direction, gen- 
eral accounting, cost accounting, field ac- 
counting, auditing, systems and methods 
and data processing. Associate Actu- 
ary William R. Burns was named direc- 
tor of the Weekly Premium Actuarial 
Division. 


‘ 





bar, vice president in charge of agencies, 
Mutual of Canada; and R. Radcliffe 
Massey, vice president, John Hancock. 

Retiring from the committee are Karl 
Ljung, vice president in charge of agency 
operations, Jefferson Standard; Charles 
H. Schaaff, executive vice president, 
Massachusetts Mutual; and H. I. Weir, 
vice president and director of agencies, 
London Life. 

Mr. Westgate has had a fong career 
with Ohio National, moving up through 
the ranks in the agency department. In 
addition to being agency vice president, 
he is also a member of board of directors 
of the company. He has been on the 
Agency Officers Round Table Committee, 
of which he has just been elected chair- 
man, since 1956, 


hereafter 


Big Government Trend 
Biggest Threat Today 

PAUL CLARK URGES LONG VIEW 

John Hancock Chairman Sees Short 


Term Depression; Inflation Still 
Major Problem 








Boston—“The integrity of the Ameri- 
can dollar and a renewal of our faith in 
our own free enterprise system are 
absolute requirements for our continua- 


tion as leaders of the free world,’ Paul 
F. Clark, chairman of John Hancock 
Mutual Life, told a dinner meeting of 
University of Pennsylvania Club of New 
England at the University Club. 

“The trend toward big government, 
big spending and dollar depreciation 
must be stopped,” Mr. Clark said. “A 
sound economy and a strong defense 
are absolutely inseparable, particularly 
when you are preparing for defense 
over a period of years and you do not 
know how long that period is to be. We 
must keep our financial house in order 
if we are to keep our defenses strong.’ 


Mr. Clark referred to the present 
recession as a “corrective adjustment 
which will in due course enable us to 


realize the growth implicit in the lives 
we are living.” He said that, measured 
by the Federal Reserve Bank index, the 
recession may be more than half com- 
pleted in time, and considerably more 
than half in depth, and that the point 
of maximum depth may occur in May 
or June of this year. He noted that 
the rate of decline is already beginning 
to show signs of slowing up, and that 
by the end of 1958, an upward movement 
should be in process. 


Warns Against Short-Range View 


Mr. Clark warned against taking the 
short-range view in periods of recession, 
adding that to place undue attention on 
day-to-day figures of employment and 
production is to magnify the situation 
out of proportion to its actual signifi- 
cance in the long-range pattern of the 
nation’s economic growth. 

“Too much emphasis is currently being 
placed on unemployment,” Mr. Clark 
said, noting that the March figure for 
unemployment was 5,198,000, a decrease 
of 25,000 over February, and that April 
figures show still further improvement. 
“But,” he said, “there were in March 
62,311,000 employed, an increase of 
323,000 over February. 

In a strong plea against further ex- 
tension of government unemployment 
insurance programs Mr. Clark | said, 
“Some economists say that we have the 
choice between creeping inflation and 
full employment, and sound money and 
substantial unemployment. I say to you 
that history reveals no such choice. 
Creeping inflation, sooner or later, starts 
to gallop, and when it does, measures 
must be taken to brake it. 

“Under the capitalistic system we have 
to have periods of adjustments such as 
we are going through at the present 
time. If we could go on having higher 
and higher wages, and higher and higher 
prices, all the benefits of specialization 
would be lost. 

“As long as you have a system in 
which everybody is free to make his 
own decisions and in which large 
amounts of borrowed money are _ in- 
volved, and in which people are at 
times over-optimistic and at other times 
over-pessimistic, you are bound to have 
swings.” 


IOWA ASS’N OFFICERS 

Don Repass, general agent for Minn- 
esota Mutual Life at Waterloo, Ia., was 
elected president of the Iowa State 
Association of Life Underwriters at the 
recent annual meeting held at Daven- 
port. C. R. Johnson, Equitable Society, 
Spencer, was elected ‘first vice president; 
Charles A. Holman, Connecticut General, 
Des Moines, second vice president; and 
Gerald Malone, New York Life, Ames, 
secretary-treasurer. 

The 1959 annual 
held at Waterloo. 


convention will be 


Gets N. Y. Group Post 
For Massachusetts Mutual 





Arthur Johnson 
SHAPIRO 


ROBERT 


Massachusetts Mutual has announce 
the appointment of Robert Shapiro a 
Group pension representative in its eas! 
ern regional Group office in New York 
He will assist regional Group pensior 
manager Donald 1). Libby and his staf 
with the design, sale and service 0! 


Group pension and profit-sharing plans 

Mr. Shapiro was born in Jersey Cit) 
and was graduated from Rutgers Uni- 
versity in 1954. An Army veteran, he had 
three years of administrative experience 
in sales and public relations prior t 
joining the Massachusetts Mutual 1 
November, 1957. 


Conn. Gen’! Pays Honor to 
Its First Group Client 


The Hartford Courant, oldest news 
paper of continuous publication 1 
America and first to provide Group lif 
insurance for employes, was honored }) 
Connecticut General Life which under 
wrote the Group life plan May 1, 1913 
It was Connecticut General's first Grou; 
and one of the earliest on recor 
country. At a luncheon. in the 
insurance company’s home office, Cor 
necticut. General President Frazar_ b 
Wilde presented an inscribed barometer 
to John R. Reitmeyer, president and 
publisher of the Courant. “Forty-five 
years ago,” said Mr. Wilde, “Connecticu! 
General took its first step into the fiel 
of Group insurance. Ever since then i! 
has been a matter of great pride to the 
company and to all of its representative: 
throughout the United States that thi 
Courant was our first Group client.” 

Other Courant associates attending 
the luncheon included John Sudarsky 
vice president and treasurer; Henry | 
Conland, vice president and _ assistatl 
secretary; Edward W. Downes, assistat! 
treasurer; and Thomas R. Barrett, per 
sonnel. 


case 
in the 





D. K. Swinnerton’s New Post 


Douglas K. Swinnerton has been ap- 
pointed assistant secretary of acific 
Mutual Life, according to an announce: 
ment by T. S. Burnett, president. He will 
assume this new position in addition 
to his present post as claims managet, 

Mr. Swinnerton started in Pacific 
Mutual’s home office claims departmet! 
in 1929 and served in field claim offices 
from 1933 until the war. Prior to his 
promotion to manager of claims in 1953, 
he served as planning and coordinatine 
manager. During World War II he ws 
with the Marine Corps 6th Division in 
North China. 


May 23, 1959 
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Manager in Syracuse, N. Y. 
For State Mutual Life 
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ARTHUR J. TYLER 

has been appointed 
State Mutual in 
B. Long, vice pres- 


Arthur J. 
manager for 
N. Y., Joe 
ident, has announced. 

Mr. Tyler graduated from Miami Uni- 
versity of Oxford, Ohio 
the United States Air 
World War II. He 


surance s five 


Tyler 
agency 


Syracuse, 


and served with 
during 
life in- 


Force 
the 


years ago as a per- 


entered 
busines 
producer following several 


sonal years 


successful sales 


field. He 


outstanding 


experience in the 


industrial has established an 


record in insurance sales. 


American National Sets 


New Production Record 


New production in April by the field 
forces of American National, Galveston, 
totaled $65,385,040 of regular Ordinary 
business and establshed a new record 
for the month, The total was greater 
than for any April in history and was 
$13,956,985 greater than for April 1957; a 


271% increase. 

The gain for April continued a trend 
begun in January and the new business 
of the American National in 1958  ex- 


ceeds that produced for the same period 
Ii any previous year. The total regular 
business through April amounted to 
$236,634,200; a $14,941,133 gain over its 
best previous similar period. New appli- 
cants this year total 52,460 as contrasted 
with 45,135 for the same period in 1957. 

Total of new premiums and insurance 
volume for Industrial, accident and health 
and other types of insurance, are larger 
than for the same period of last year. 


New Life Plan Offered 


Southern Provident Life of Dallas is 
now offering a new preferred whole life 
plan, it was announced by Eugene U. 
McCardle, president. 

Southern Provident’s preferred whole 
life plan may be written on persons who 
are standard or better than standard 
risks from age 18 to age 60 inclusive. 
The benefits under this plan are essen- 
tially the same as those of Ordin: iry life, 
while the premium payments are less. 
Preferred whole life has the additional 
benefit of a non-forfeiture value at the 
end of the second policy year for ages 
39 through 60. 

The minimum amount of insurance that 
will be issued to an applicant for pre- 
ferred whole life is $10,000. Term and 
family income riders may not be at- 
tached. However , Waiver of premium and 
doubie indemnity endorsements may be 
attached, : 


Ohio National To Build 
New Home Office Building 


Ohio National Life, Cincinnati, 
start construction this fall on a 
$4,000,000 home office 
nouncement was made by 
Rey Dodson. The completion of 
building is scheduled for the late sum- 
mer of 1960 and will be located on Wil- 
liam Howard Taft Road in the Mount 
Auburn section of Cincinnati, not far 
from Ohio National’s present site. 

To be constructed of limestone, 


will 
new 
building. An- 
President M. 
the 


metal 


and glass, the completely air-conditioned 
structure will present a three-story fa- 
cade marked by an imposing main en- 
trance. The main mass of the building 
will offer 306 feet by 72 feet of work 
area om each floor. 

The main entrance will open into a 
large reception lobby, two stories high, 
facing the entrance court to the west. 
The 5% acre site provides ample accom- 
modations for the parking of 200 cars 
initially. The building will have a gross 
floor area of some 146,000 square feet. 

The design of the building permits 
future expansion in several stages, with 
an equivalent addition to parking ca- 
pacity. 





PREPARING FOR WIDOWHOOD 


Fannie Hurst, Lillian Joseph and 


Herald-Tribune Financial Editor 
on TV Program 


Theme of a TV May 
“How to Prepare for Widowhood.” 
lian L. Joseph, Home Life, 
life insurance. Moderator 
Hurst, and other 
Donald Rogers, editor, 
York MHerald-Tribune. Mrs. 
stressed importance of a woman urging 
her husband to carry a_ well-rounded, 
adequate insurance program.’ 


13 was 
Lil- 


represented 


program 


was Fannie 
was 


New 


Joseph 


guest panelist 


financial 
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Your Business | | 


Consider these features: 


Your client signs a note for the total amount of 


his annual premiums plus a small additional charge. 





The Chase Manhattan pays your client's premiums for 


om AU]| MN Z-Xol atl aimole hZelala-e 
immediately.) 


(You collect full commission 


b Cole] anal it 1a) aud-1 Loh ZW ial-M Glalokt-W ilolslatchitola iia! 
convenient instalments over a period of one year. 
In many: instances your client saves money under 


this plan. 


The Chase 


akenals 


ehacelam olgeh alot. ihi-Mlalilicelale mai ialoleh; 


ost to your client covering unpaid balance of 
his note up to $10,000 


Underwriters ore tnvitid f6 Con ON aihout 
obligation for further details, and literature 


to be distributed:to policyholders. 


Call “Instalment Credit Division” 


HAnover 2-6000, Ext. 377 


THE 


CHASE MANHATTAN BANK 


CHARTERED 1799 


—The Chios: Manhattan Insurance Premium Budget Plan. 
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NOT A SIMPLE OPERATION 
North American Reassurance Co. has 
performed a service to the business in 
publishing a brochure describing Group 
insurance, and written by Wendell Milli- 
best known of the 
with 


The 


man, one of the 
American actuaries and 
two of the leading life companies. 
booklet covers 60 pages. 


formerly 


In view of the number of new compa- 
nies organized to write life insurance 
and the fire companies which are enter- 
ing the field through purchase of already 
existing companies a section of the book 
sure to have wide reading is the one 
which describes problems involved in en- 


tering the Group field. 


Mr. Milliman calls attention to some 
facts which companies should take under 
consideration if they enter the field. One 
is that no new entrant into Group can 
outset to compete on 


already 


expect at the 
equal terms with the companies 
established in that field. He discusses 
the investment which must be made in 
He calls 


order to enter the Group arena. 


attention to the emphasis which must 


be placed on serviceeand notes that as 
individual insurance 


contrasted with 


Group insurance is much more fre- 


quently bought than sold. He comments 
on the fact that the technique and pro- 
cedures involved in selling and admin- 
istering Group differ from those for in- 
dividual insurance and it must be recog- 
that 


substantial 


nized inevitably there will be a 


diversion of time of execu- 


tive personnel required to handle the 
problems arising from entering this par- 
ticular field. Finally, saying that profit 
margin from Group insurance is small 
he alleges a new entrant must be content 


with limited objectives. 


In view of all of these situations Mr. 
Milliman believes it is wise for a com- 
pany to consider carefully what its objec- 
tives would be if it did embark on writ- 
ing Group and in what market it is most 
apt to have success commensurate with 
its investment. He then points out some 
of the several different ways of reaching 
objectives. 


As to whether a company entering the 
Group field should establish a self-con- 
tained Group department or should inte- 
grate its Group operations with corre- 
functions in its Ordinary de- 
“will probably be dependent on 
expects to enter the field 
Mr. Milliman, “or 
whether it expects to confine its activi- 
ties to available to it 
through connections of its directors, offi- 


sponding 
partment 
whether it 
aggressively,” writes 


business readily 


cers and substantial agents. 


It will thus be seen that Group insur- 
successfully entered 
careful consideration of a tre- 
mendous number of problems. No one 
picture of 


ance cannot be 


without 
what 


has given a clearer 


the pros and cons are. 





Philip F. Howerton, general agent for 
the Connecticut Mutual Life in Char- 
lotte, N. C., has been elected moderator 
of the General Assembly of the Presby- 
terian Church in the United States. Mr. 
Howerton, ruling elder of First Presby- 
terian Church in Charlotte, is only the 


ninth layman to he chosen moderator 
in the 98-year history of the denomina- 
tion. It is the top post in Southern 


Howerton’s father, 
R. Howerton, 
1907-08. 


Presbyterianism. Mr. 
the late Rev. James 
served as moderator in 


ee ee 


Frazar B. Wilde, president of Con- 
necticut General Life, has been elected 
to the board of governors of the Flight 
Safety Foundation, Inc., a non-profit 
organization devoted to the promotion 
of safety in aviation. Mr. Wilde is also 
president of the Life Insurance Asso- 
ciation of America, a panel member of 
the Special Studies Project of the 
Rockefeller Brothers Fund, and a di- 
rector of the Defense Orientation Con- 
ference Association. 


* * * 


Al B. Richardson, vice president, pub- 
lic relations, Life of Georgia, has been 
elected president of the Atlanta Chapter 
of the Public Relations Society of Amer- 
ica, 

* * x 


H. Ladd Plumley, president of the 
State Mutual Life Assurance Co. of 
America, has been re-elected to the na- 
tional board of directors of the U. S. 
Chamber of Commerce. 


a New York 





















Fabian Bachrach 


ROLAND H. LANGE 


Roland H. Lange of the Hartford Fire 
has been elected to the newly created 
post of assistant to the president. He 
will continue as a vice president of the 
company. Mr. Lange has been associated 


with the Hartford Fire since 1930 and 
vice president since 1934. 
x ox Ok 

Charles L. Yeager has been named 


secretary-treasurer of 
Inc., a general insurance agency in Buf- 
falo, N. Y. He was previously treasurer 
of the organization. 


* * * 


Robert D. Knapp, Jr., has been elected 
president of the Twenty-Five Year Club 
of New York City Division—New York 
Fire Insurance Rating Organization. 


Edward J. Fiore is first vice president; 
Thomas O. Williams, 
dent; 
Rieder, 
Kaleda, 


second vice presi- 
Alice Franklin, secretary; Frances 
treasurer; and Edward M. 
sergeant-at-arms. 





VINCENT COFFIN 
Vincent B. Coffin, CLU, senior vice 
president of Connecticut Mutual Life, 


has been elected chairman of the board 
of National Travelers Aid Association. 


He recently completed a two-year term 
as president of the organization. 





Yeager & Co., 

























Arthur Johnson 


STANWOOD R. SEARLES 


Stanwood R. Searles, formerly a secre- 
tary of the Springfield Insurance Com- 
panies of Springfield, Mass., has been 
advanced to vice president and will be- 
come head of the Eastern departmental 


office. He joined the group in 1950 as 
superintendent of the casualty claims 
department, becoming secretary in 1955. 


* * * 





HARTWELL 


JOHN M. 


The Universal Insurance Co. of New 
York has elected John M. Hartwell to 
the board of directors. Mr, Hartwell, 
who is president of Piedmont Advisory 
Corporation, is also a member of the 
steering committee of the Daycroft 
School Foundation and serves as special 
assistant to the finance committee chair- 
man of Vick Chemical Co. 


* * a 


Norma J. Austin, agent for [Pension 
Funds Co., has been elected president 
of women’s group of Detroit Life Under- 
writers Association. Serving with Miss 
Austin for the coming year are Mae D. 
Keene, Pension Funds Co., as first vice 
president; Helen M. Pulan, Ruben Gold 
Agency, Massachusetts Mutual, secon 
vice president; Mae L. McCall, Con- 
necticut General, secretary, and Judith 
M. Krome, State Mutual, treasurer. 
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Pace College 
New 


many 


downtown 
where 


On the edge of the 
York insurance district 
years ago no less than 11 daily news- 
papers were concentrated in a few blocks 
a business school now occupies an entire 
It is Pace College, a 
chartered 


16-story building. 
degree-conferring institution 
by the Regents of the University of the 
State of New York and really consisting 
of three schools: Accountancy Practice, 
Business Administration Liberal 
Arts. Its address is 41 Park Row. 

Pace College, formerly called Pace In- 


and 


stitute, was originally located in the old 
New York Tribune Building and then 
for a time continued in 
quarters, The Institute was organized 
under its present name in 1906 by Homer 
St. Clair Pace and Charles Ashford Pace 
as a school of accountancy and business 


various rented 


administration. Originally it was an eve- 
ning school until 1919 where a day pro- 
gram was initiated in response to a de- 
mand for full-time study in the field of 
business which followed World War I. 
When Homer Pace died in 1942 he was 
succeeded as president by his son Robert. 
Vice president and provost of the college 
is Dr. Edward J. Mortola. Chairman of 
the college’s insurance and estate de- 
partment is Adjunct Assistant Professor 
James O. Boisi. Among those who give 
lectures on insurance are Melvin J. 
Geiger, Frank B. Narney, Leonard R. 
Davis and Frank B. Tullis. 

Robert Pace joined the advertising 
department of the College in September, 
1924, and has been on the Pace staff as 
secretary and then as_ president ever 
since. From 1924 to 1933 Mr. Pace was 
business manager of the “American Ac- 
countant” and was also associated with 
the management of the Plandome Press, 
Inc. He has been a partner in the pub- 
lishing firm of Pace & Pace since 1942. 

Currently, Mr. Pace is a member of 
the Advertising Club of New York, a di- 
rector of the Downtown Manhattan As- 
sociation, and East Side Chamber of 
Commerce, a member of Committee on 
Lowe: Manhattan of New York State 
Chamber of Commerce, and_ section 
chairman of the Citizens Committee to 
Keep New York City Clean. He is the 
recipient of the William Randolph 
Hearst Memorial Medal Award and the 
Good Citizenship Gold Medal of t'- 
Sons of the American Revolution. He 
Was in the Army for three years. 

Dr. Mortola, born in New York City, 
attended Regis High School and as a 
Student was a violin soloist. In 1936 he 
returned to the school as music director. 
‘ntering Fordham University in 1934 
le was graduated with a B.A. degree. 
While at Fordham he was leader of the 
school band; a member of Student 
Council, College Orchestra and Glee 
lub; and an officer of a variety of 
campus organizations. He has degrees of 
M.A. and Ph.D. He has taught math- 




















ematics in Townsend Harris High 
School, Fordham University, Cooper 
University, and St, Peter’s College. He 
was also on the graduate faculty and was 
registrar of School of Education, Ford- 
ham University. During World War II 
he was a Lt. Commander in the Navy. 

Dr. Mortola came to Pace in 1947 as 
assistant dean. He was made dean in 
1949, provost in 1951, and vice president 
in 1954. Presently he is chairman of a 
Manhattan Community Planning Board. 

Professor James O. Boisi, a native 
New Yorker, received his Arts degree 
from Brooklyn College in 1939 and his 
LL.B. from the ¥ordham University 
School of Law in 1942. In May, 1957, he 
was appointed director of real estate of 
New York Central Railroad. He was 
for 14 years with Amend and Amend, 
attorneys. He is a member of the labor 
section of the American Bar Association. 

From 1906 to 1927 the ‘major subjects 
taught at Pace were accounting and law 
along with supporting courses in eco- 
nomics, business, English and_ speech. 
During the succeeding years, the course 
offerings were strengthened by the in- 
clusion of additional liberal arts and 
business subjects, resulting in 1935 in the 
development of a four-year day and six- 
year evening diploma program geared 
toward preparation for the CPA pro- 
fession. 

In 1948 the day and evening programs 
were expanded to meet the requirements 
of the State Education Department for 
the purpose of granting the Bachelor of 
Business Administration degree. 

In 1950 further expansion of the curri- 
culum was effected and a liberal arts 
program was initiated. Majors in Eng- 
lish and social science were the primary 
areas developed but the new offerings 
also included arts, sciences and lan- 
guages. In February, 1953, the Charter 
was again amended and authority was 
given to grant the Bachelor of Arts 
(B.A.) degree. The insurance and real 
estate course were introduced in 1937. 

x * x 


Oldest Insurance Company 


The oldest insurance company in the 
world is Sun Insurance Office, Limited, 
of London. In 1960 it will have been in 
existence two and a half centuries. The 
chairman is C. G. Randolph. His an- 
nual repert reveals that the total pre- 
mium income of the company exceeds 
£20 million. Furthermore, it had in 1957 
a vear of substantial progress. In com- 
menting on the business in this country 
Chairman Randolph said: 

“In the United States the process of 
improving the quality of our portfolio 
and expanding our business in selected 
areas and classes has continued. The 
results are modestly encouraging, for 
in a year when losses from fire have 
been particularly severe, we have been 
able to show an improvement. I would, 
however, stress that underwriting con- 
ditions in the United States continue to 
be exceedingly difficult, and the pros- 
pect of consistent profit is not very 
hopeful.” 

In the United States John C. Trap- 











ROBERT S. PACE 








EDWARD J. MORTOLA 





hagen has resigned from the American 
Investment Committee and Richard G. 
Barker has been appointed in his place. 
Mr. Trahagen joined the committee on 
its formation in 1941, having been a 
trustee since 1933. Said the chairman: 
“We owe a great deal to him for the 
part which he has played in our affairs 
and especially for his wise counsel in 
investment matters.” 

Among the retirements of senior of- 
ficals is included that of W. S. Mieville, 
manager of overseas fire department. 

Discussing changing conditions in 
marine insurance the chairman said: 

“I mentioned last year that in the post- 
war period the marine market had been 
fortunate in freedom from major casu- 
alties, and whilst this was certainly the 
case until the end of 1954, the following 
two years indicated that the cycle was 
changing and this has been borne out 
by the year under review, when in the 
last few months there was a consider- 
able number of heavy casualties. This 
will obviously have its effect on the 
future results of our underwriting, and 
taking into consideration the fact that 
the cost of repairs to ships is still rising 
and our premium income is likely to fall 
owing to so many vessels being out of 
commission, the outlook for hull under- 
writing in the future is not encouraging. 

“With the contraction in hull pre- 
miums, competition on the cargo side 
of the market has become more intense, 


and there seems little hope that this * 


position will improve until certain un-, 
derwriters, through recurring losses, 
are forced to realize that current rates 
are quite inadequate, bearing in mind 
the very wide cover which is today af- 
forded in the insurance of cargo. 

“However, we have a well spread ac- 
count which will place us in a strong 
position to meet the problems surround- 
ing marine underwriting in these next 
few years.” 

* * * 


Actress Collin Wilcox 


Collin Wilcox, whose mother was a 
niece of the late Jennie Sue Daniel, for 
some years on editorial staff of The 
Eastern Underwriter, is the Broadway. 
actress who was chosen on April 21 as 
winner of the Clarence Derwent award 
for this season’s “best performance in 
non-featured roles.” That was in “The 
Day the Money Stopped,” the Maxwell 
Anderson-Brendan Gil] dramatization of 
Mr. Gill’s novel. 

In this show Miss Wilcox made her 
Broadway debut. She had acted in mid- 
western and southern stock companies, 
directed by her father. In 1957 she 
toured with Luther Adler in “A View 
from the Bridge.” 


1958 Railroad Yearbook 


Yearbook of Railroad Information, 
1958 edition, has made its appearance. 
Number of employes last year was 987,- 
000. Not a cheerful picture is painted 
in the preface to the volume. It reads: 

“Inflation, declining business activity, 
and other adverse forces dominated the 
railroad scene in 1957. Traffic declined, 
wage and other costs continued to rise, 
and net earnings were down. Freight 
carloadings in 1957 were 6% below those 
of 1956 and passenger miles were down 
8%, while increased operating costs more 
than absorbed revenues provided by a 
slightly higher level of rates and fares in 
effect during the year. The rate of re- 
turn earned by the railroads in 1957 ap- 
proximated 3.35% on the net investment 
in their properties, a return lower than 
that earned in any of the seven preced- 
ing years except the 3.28% return earned 
in the recession year 1954. 

“The impact of adverse economic fac- 
tors on the railroads was especially pro- 
nounced in the late months of the year. 
A growing awareness of the seriousness 
of the railroad situation and the need 
for remedial action was manifested by 
the announcement on November 22, 1957, 
by the Chairman of the Senate Com- 
mittee on Interstate and Foreign Com- 
merce, that hearings would be held be- 
ginning in January 1958, “to look into 
the deteriorating railroad situation and 
its effect on the national transportation 
picture.” Indication was given that the 
hearings might place in better perspec- 
tive the essential role of the railroads 
in the nation’s transportation system and 
the constructive action needed to allow 
them to achieve more fully their true 
potentials of transportation economy 
and service to the public. 

“A highlight of 1957 operations was 
the installation by the railroads of more 
new freight cars than in any of the past 
30 years, with the single exception of the 
year 1948. Class I railroads placed in 
service more than 88,000 new freight 
cars, which after allowing for old cars 
retired, resulted in an increase of 39,- 
COO in total freight car ownership. These 
freight car purchases, together with other 
capital improvements, brought total capi- 
tal expenditures for additions and better- 
ments to a near-record level of approx- 
imately $1.4 billion in 1957. 

“Congress in 1957 again had before it 
the recommendations made in 1955 by 
the Presidential Advisory Committee on 
Transport Policy and Organization. Cer- 
tain of these proposals were enacted into 
law, but no action was taken on the Com- 
mittee’s fundamental recommendations 
for revision of rate making policy in 
order to provide more equal competitive 
conditions among the various modes of 
transportation.” 
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Miller Elected President And Black 
Vice President Of National Board 


Harry W. Miller, general United 
States attorney and chief officer of the 
Commercia) Union-Ocean Group, yester- 
day was elected president of the National 
Board of Fire Underwriters. He succeeds 
J. C. Hullett, president of the Hartford 





HARRY W. MILLER 


President 


Fire. Kenneth E. Black, president of 
the Home Insurance Co., is the new 
vice president of the National Board. 

Mr. Miller is one of the top execu- 
tives in the property-liability insurance 
fields, is a popular figure and a leader 
in many activities. 

He is president and director of the 
Stock Company Association, a trustee 
of Underwriters’ Laboratories, Inc., past 
chairman of the governing committee 
of Reporting Form Service Office, Inc., 
vice president and a director of the 
National Board of Fire Underwriters 
Building Corp., and a director of General 
Adjustment Bureau, Inc., Underwriters 
Salvage Co. of New York, Underwriters 
Salvage Co. of Chicago, Western Ad- 
justment and Inspection Co., Sanborn 
Map Co., and the Insurance Society of 
New York. 

Mr. Miller is a past president of the 
Eastern Underwriters Association and 
a past chairman of the board of govern- 
ors of the Factory Insurance Association. 
He has served as chairman of the 
National Board’s executive committee, 
the conference committee with other 
insurance companics and the fire pre- 
vention and engineering standards com- 
mittee, and has been a member of the 
actuarial bureau, adjustments and public 
relations committees of the National 
Board. Presentiy, he is a member of the 
laws and fire prevention committees. He 
is also chairman of the fire patrol com- 
mittee of the New York Board of Firc 
Underwriters. 

Mr. Miller, who was born in Rich- 
mond, Va., joined the Commercial Union 
Assurance in 1914. Five years later the 
company appointed him special agent 
at Syracuse, N. Y. In 1935 he was ap- 
pointed secretary and in 1938 he became 
the company’s assistant U. S. manager, 
in 1948 its U. S. manager, and in 1953 
-eneral U. S. attorney of the Commer- 
cal Union-Ocean Group. 

For many years a leader in the in- 





surance business, Mr. Black is at present 
chairman of the National Board’s special 
i on industrial uses of i 
and chairman of 


He also is a former member 





Vice President 


of the Nuclear 


vice chairman of the American Insurance 
; former president of General 


the National Board of Fire 
Building Corp. 
He is also a member 


Glens Falls Reduces 
Underwriting Loss 


IN FIRST QUARTER RESULTS 





Premiums Down Slightly, But Invest- 
ment Income Gains 10.8%; Mead Sees 
Little Drop in Loss Severity 





George D. Mead, president of the 
Glens Falls, reported to the directors 
May 16 at Glens Falls, N. Y., that 
operating results for the first three 
months of 1958 produced a slight de- 
crease of 18% in premiums written, a 
10.8% gain in investment income, and 
a reduction both in underwriting loss 
and in total net loss as compared to 
the same period for 1957. 

Premiums written for the first quarter 
were $19,191,768, as compared to $19,- 
552,113 for the same period of last year. 
Income from investments developed a 
gain of 10.8% for a total of $877,405. 
The loss from underwriting was $1,053,- 
309, as compared to $1,654,000 for the 
first three months of 1957, and the total 
net loss was $87,276, as compared to a 
loss of $857,136 a year ago. 

After allowing for the payment of 
shareowners dividends of $325,000, the 
capital funds were $45,154,070, on March 
31, compared with $44,949,936, as of De- 
cember 31, 1957. 

Mr. Mead points out that the im- 
provement in underwriting results is not 
due to any important change in the 
frequency or severity of claims, but is 
occasioned principz lly by a reduction in 
the reserve for unearned premiums re- 
sulting from adjustments in reinsurance 
portfolios. It is apparent, he states, that 
more rate increases or drastic improve- 
ment in accident prevention are badly 
needed if the prevailing trend of high 
loss ratios is to be checked. 

Two New Directors 

Harold R. Lawson, president of the 
National Life of Canada, and H. A. 
Kroeger, a partner in the industrial 
management firm of A. & H. Kroeger, 
were elected to membership by the 
hoard. These two new directors replace 
Karl E. Prickett and Sidney M. Henry 
who have resigned. 

The board approved payment of the 





directors of the Western Adjustment 
and Inspection Co., Underwriters Salv- 
age Co. of Chicago, and the Insurance 
Society of New York. He is a trustee 
of Underwriters’ Laboratories, Inc. 

In addition to these affiliations, Mr. 
Black is a member of the board of 
directors of Beekman-Downtown Hospt- 
tal and the Atlantic Coast Line Railroad 
Co. He is a trustee of the Harlem Sav- 
ings Bank and a member of the board 
of directors of the Chemical-Corn Ex- 
change Bank. 





Insurance Company of North America, Philadelphia 


NORTH AMERICA 


LEADS 
IN REINSURANCE, 100 


A stable market for you 


INSURANCE BY NORTH AMERICA 














WANTED: MUTUAL CO. 


Long - established Baltimore, 
Md. Stock Agency desires to 
give substantial volume to mutual 
representation for all lines. All 
inquiries invited and will be ac- 
knowledged. Write Box 2614, The 
Eastern Underwriter, 93 Nassau 
Street, New York 38. 











regular quarterly dividend of 25 cents a 
share on the capital stock of the Glens 
Falls Insurance Co., payable on July 

to stockhelders of record as of June 13, 





LYMAN A. McINTYRE DIES 





Vice President of | Sovingield Companies 
Stricken at Atlanta, Ga., While 
On a Business Trip 
Lyman A. McIntyre, Jr., 50, vice pres- 
ident of the Springfield Companies, died 
May 19th of a heart attack in Atlanta, 
Ga. He was on a business trip to the 

companies’ branch office. 

Mr. McIntyre was elected a vice pres- 
ident of the Springfield Companies and 
transferred from Chicago to Springfield, 
Mass. in 1957. He had had_ supervision 
over the companies’ departmental offices 
in Springfield, Chicago, San Francisco, 
and Toronto. 

Mr. McIntyre was born in Reinbeck, 
Towa, January 23, 1908. After attending 
high school in Reinbeck he was gradu- 
ated from Northwestern University and 
joined the Chicago staff of the Spring- 
field in 1926. He was elected resident 
assistant secretary at Chicago in 1946, 
resident secretary in 1948, and resident 
assistant vice president in 1955. 

Mr. McIntyre leaves his wife, Mrs. 
Madeleine Hatten McIntyre; three sons, 
Lyman, III, Robert, and Scott; his 
father, Lyman A. McIntyre, Sr. and two 
sisters. 

RAYMOND T. SWEENEY RETIRES 
Former U. S. Manager of Caledonian 
Was 37 Years With Company Now 
Taken Over by the Peerless 

Dudley W. Orr, president of Peerless 
Insurance Co., announces that Raymond 
T. Sweeney of Hartford, for 37 years 
associated with the Caledonian Group of 
Hartford and their successor Peerless of 
Keene, N. H., having become eligible for 
full retirement benefits under the estab- 
lished plan of the company, has ne 
at his own request effective July 1. He 
will continue to make available to Peer- 
less as a consultant the benefits of his 
long experience and wide acquaintance 
in the fire insurance field. 

Mr. Sweeney was formerly United 
States manager for the Caledonian. Born 
in Boston in 1896 he entered insurance 
with Robert A. Boit & Co., agency in 
Boston in 1915, Later he was with the 
William A. Hamilton & Co. agency and 
joined the Caledonian as special agent in 
New England on April 1, 1921. He ad- 
vanced through the field and home office 
at Hartford and in February, 1942, be- 
came U. S. manager of the Caledonian 
and the Netherlands. 


Boston Boat Monors 
Pres. DeWitt of Travelers 


Over 800 insurance men and _ their 
friends as well as city and state officials 
paid tribute to J. Doyle DeWitt, presi 
dent of The Trav elers Companies, at the 
93rd anniversary, “Man of the Year” 
dinner of the Boston Board of Fire 
Underwriters. 

Mr. DeWitt received the Albert Bow- 
ker Man of the Year Award in recogn!- 
tion of his long service and many contfl- 
butions to the insurance industry. He 
was selected for the honor this yeat 
chiefly because of the new 16-story Trav 
elers Insurance Building presently being 
constructed in the heart of the insurance 
center in Boston. 
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Public Relations Program Bringing 


Better Understanding Of Insurance 


The public relations program of the 
National Board of Fire Underwriters 
continues to bring about better public 
understanding of the fire insurance busi- 
ness and the need for greater fire pre- 
vention and safety. This was reported 
by Roland H. Lange at the 92nd annual 
meeting of the National Board of Fire 
Underwriters yesterday at the Hotel 
Commodore. Mr. Lange is vice presi- 
dent of the Hartford Fire and chairman 
of the public relations committee of the 
National Board. 

Mr. Lange said that in order to ac- 
complish its major objectives the Na- 
tional Board’s public relations depart- 
ment prepares a variety of material on 
fire safety intended for wide public 
distribution and, in addition, supplies all 
inquiries, as well as public media of in- 
formation, with facts and figures that will 
lead to better appreciation and under- 
standing of the services rendered by the 
capital stock insurance industry. 


Aid Before Hurricanes 


When “Hurricane Audrey” threatened 
the Gulf Coast last summer, data on 
protecting life and property were sent to 
the press, radio and TV in the Gulf 
area for release to the public. Special 
releases also were distributed in the 
fall when “Hurricane Esther” threatened 
the same area. 

A special news feature showing the 
part played by capital stock insurance 
companies when such disasters as_tor- 
nadoes, hurricanes, hailstorms and wind- 
storms strike was given wide distribu- 
tion to the press last summer. The re- 
lease was designed to help readers 
understand the role played by insurance 
in helping to rebuild communities struck 
by devastating storms. 

In cooperation with the U. S. Weather 


Bureau, two one-minute “spot” films 
emphasizing tornado precautions were 
produced for television showing. Two 


hundred and fifty copies of the “spots” 


were distributed to TV _ stations. One 
film emphasized basic tornado safety 
precautions, while the other stressed 


the value of volunteer community warn- 
ing systems in spotting and reporting 
tornadoes, 


Fire Prevention and Other Safety 
Campaigns 


_Requests for Fire Prevention Week 
literature and posters demonstrated the 
continued growth and effectiveness of 
local campaigns. Materials distributed 
totalled in excess of 18 million pieces, in 
response to over 7,500 individual re- 
quests, Single orders from communities 
are being received in larger numbers 
each year for supplies, indicating a trend 
to unified planning and ordering for 
Fire Prevention Week observance. 
Nearly 1,500,000 Fire Prevention Week 
Posters were distributed, 500,000 of 
which were imprinted for and distributed 
by Organizations outside the insurance 
business. Forty thousand were displayed 
M post offices throughout the country. 
Among the materials available during 
Fire Prevention Week this year was an 


illustrated question-answer pamphlet 
The Do-Littles’ House” designed for 
elementary school students. Nearly 


2,000,000 were distributed. Revised edi- 
tions of “Your Fire Safe Home” and 
Your Farm and Fire Safety” also were 
available, Fire Prevention Week dis- 
tribution also included 1,000 mats of the 
Poster for local newspaper use, 17,000 
Sets of radio spot announcements, and 


8 one-minute film trailers sent to TV 
Stations, 


Holiday Safety Precautions 
During the Holiday Fire Safety Cam- 
Paign, 1,800,000 copies of holiday safety 
Precautions pamphlets were distributed, 


principally by local agents. Spot an- 
nouncements were requested by 846 
radio and TV stations, compared to 415 
the previous year. “The Happy Chief,” 
a six-minute film on safe practices relat- 
ing to the Christmas tree, was shown by 
160 TV stations during the holiday sea- 
son. Over 1,200 mats of the holiday fire 
safety cartoon were requested by editors 
of newspapers and magazines. 

“Clean-Up—Don’t Burn Up!” is the 
title—and the message—of a new pam- 
pllet prepared for distribution during 
Spring Clean-Up Week. Nearly 700,000 
were sent out this year. Spring Clean-Up 
spot announcements were ordered by 700 
radio and TV stations and cartoon mats 
were requested by 825 publications. 

Approximately 35,000 “Fact Sheets” 
were distributed prior to each of the 
three campaigns to weekly and daily 
newspapers, magazines, radio and TV 
stations, the industrial and trade press 
and fire chiefs. The “Fact Sheets” con- 
tain news and feature stories, speech 
material, a fire safety cartoon and an- 
nouncements of available materials, tied 
in with each campaign. Material in the 
“Fact Sheets” is reproduced widely in 
all media. 

Fire safety actiyity, however, is not 
confined to the three major campaigns. 
Throughout the year requests are re- 
ceived for material to be used in fire 
safety drives. A _ particularly effective 
field is that of education, with fire pre- 
vention material supplied to students in 
all grades for use in their various 
courses. 


Success With Films 


Two new films were added to the 
film library during the past year. Com- 
pleted for release in May were a 14%4- 
minute color film depicting damage and 
recovery from “Hurricane Audrey” and 
a 12'%4-minute black-and-white TV ver- 
sion of “These Are the Facts,” a film 
recounting services provided to the pub- 
lic by stock insurance companies through 
the National Board. 

The “Audrey” film titled, “Disaster 
File—Hurricane Audrey,” was pre-viewed 
May 14 in New York by press repre- 
sentatives, TV_ station personnel and 
representatives of the insurance industry. 
Illustrating how insurance dollars help 
rebuild communities struck by disaster, 
the motion picture utilizes film originally 
taken by the General Adjustment Bur- 
eau, Inc., expanded and edited to serve 
a nation-wide audience. 

The new TV version of “These Are 
the Facts” is titled “Above and Beyond,” 
referring to the services provided by 
stock companies “above and beyond the 
contract.” 

Bookings of National Board films 
totalled 9,477 in 1957, as compared to 
6,500 in 1956. Bookings resulted in nearly 
23,000 showings to a combined audience 
of approximately 2,700,000 persons. Tele- 
vision film showings numbered 330. 
Prints of films in the possession of re- 
gional associations and field clubs also 
were in constant use. 

Comments on reaction cards indicate 
that films shown to school groups are 
very successfully integrated into gen- 
eral fire safety study and result in mo- 
tivating fire prevention activity at both 
school and home. Films such as “The 
First Five Minutes” shown to employe 
groups brought the following typical 
replies: “We are organizing our own 
fire brigade”; “We have used the films 
to train the fire brigade at ten of our 
mills’; and “This is one of the best 
training films that we have ever shown.” 


Kits for College Students 


Specimen insurance policy kits were 
furnished without charge to students in 
accredited college and university courses 
in insurance, as well as those in CPCU 
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and Insurance Society courses. Ad- 
vanced kits, including specimen policies 
in the fire, casualty, surety and accident 
and health lines, were prepared in con- 
junction with the Association of Cas- 
ualty and Surety Companies and the 
Health Insurance Institute. The kits 
included copies of “A Career for You 
in Insurance.” Approximately 11,000 ad- 
vanced kits were distributed. 

General kits were prepared jointly with 
the Casualty Association, the Health 
Insurance Institute and the Institute of 
Life Insurance, and included specimen 
policies in the casualty, accident and 
health, life and property lines. Approx- 
imately 12,300 were distributed. Both 
kits were prepared in consultation with 
the American Association of University 
Teachers of Insurance. 

The National Commission on Safety 
Education of the Nationai Education 
Association recommended both “The 
Careless Family” and “What Do You 
Know About Fire” for use in the schools. 
Arrangements were made to include 
“The Careless Family” in a safety edu- 
cation packet distributed to teachers 
and administrators by the Commission. 

Cooperation in the Boy Scouts’ “Safety 
Good Turn” campaign was encouraged 
and leaders were advised that copies 
of “Your Fire Safe Home” and the 
“Home Fire Safety Check List” will be 
available for use during Fire Prevention 
Week. 

Requests are received continuously 
for two publications used in educational 
training — “Risks We Face” and “A 
Career for You in Insurance.” “Risks 
We Face” is designed to give the reader 
a non-technical survey of property in- 
surance and “A Career for You” de- 
scribes career opportunities in casualty 
and fire insurance and suretyship. 

Four envelope stuffers on subjects of 
interest to the insuring public were made 
available for distribution in March for 
use in the field. The two-color leaflets 
included: “The Tragedy of Under-Insur- 
ance,” stressing the need for adequate 
insurance; “As Near As Your Phone,” 
recounting the services of independent 
local agents; “What a Property Insur- 
ance Company Does,” outlining the 
services provided policyholders and the 
general public by capital stock insurance 
companies; and “Homes, Businesses, 
Jobs Restored!” illustrating capital stock 
fire insurance in action when damage or 
destruction occurs. 

The first “Property Insurance Fact 
Book,” a 40-page compilation of facts 
and figures relating to property insur- 
ance, was published in late April. The 
“Fact Book” is intended as a reference 
book for those who may write or talk 


about property insurance, publicize the 
business or have occasion to use facts 
and figures on catastrophies or other im- 
portant fields of loss. Initial distribution 
was to editors, insurance professors and 
libraries, as weli as member companies 
and field men. 


National Advertising 


National advertising again empha- 
sized the services of the independent 
local agent or broker and the value of 
capital stock insurance. The series of 
six two-color ads appeared in the Sat- 
urday Evening Post, Time, This Week 
and Farm Journal, reaching an estimated 
50 million readers, 

The advertisements themselves were 
written to arouse the curiosity and inter- 
est of readers. Individual ads stressed 
the need for adequate insurance, the ad- 
vantage of package policies and the 
value of additional living expense insur- 
ance, as well as the services of local 
agents, 

More than 1,500 orders were received 
for “tie-in” advertising mats to be used 
in local advertising. Over 2,000 agents 
requested all types of “tie-in” materials, 
which included posters, radio and TV 
spot announcements, logotypes and de- 
cals of the Standard Protection Seal and 
advertising mats. 

The under-insurance campaign, which 
was inaugurated in March, 1957, and 
broadcast on radio and TV for 13 weeks, 
has had continuing effect throughout the 
year. The basic theme of the campaign 
has been stressed in company advertis- 
ing and promotional material. In addi- 
tion, many articles have appeared in the 
public press emphasizing the need for 
adequate insurance. The regional organ- 
izations, in continuinng to stress this 
theme, created a demand by agents for 
the envelope stuffer “Important Notice” 
and requests for the stuffer are still 
being received from banks for distribu- 
tion to depositors and borrowers. 





Jordan, Lebanon, Syria 


War Rates Withdrawn 


British underwriters have announced 
that cargo insurance war rates on ship- 
ments te and from Jordan, Lebanon and 
Syria have been withdrawn, according 
to Johnson & Higgins, international in- 
surance brokers. 

Rates will be named only on applica- 
tion to insurance underwriters on each 
shipment, a Johnson & Higgins spokes- 
man stated. This action reflects the con- 
cern of British underwriters over the 
tense situation currently prevailing in 


the Middle-east. 
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National Building Code Continues 
In Demand, Gallagher Says 


Building Code of the 
National Board of Fire Underwriters 
continues in heavy demand, C. M. 
Gallagher told the annual meeting. Mr. 
Gallagher is United States manager of 
the Atlas Assurance, and chairman of 
the National Board’s committee on con- 
struction of buildings. 

According to Mr. Gallagher, reports 
were received during the year of 59 
adoptions of the complete code and 62 


The National 





C. M. GALLAGHER 


adoptions of the abbreviated code. The 
total number of adoptions of the vari- 
ous editions is now more than 1,125. 

During the year amendments were is- 
sued to include more up-to-date provi- 
sions on use of new materials and meth- 
ods and to make the exit provisions con- 
sistent with changes adopted in the 
Building Exits Code of the National Fire 
Protection Association. 


Other NBFU Publications 


A number of codes, suggested ordi 
nances and other publications related 
to building construction are also pub- 
lished by the National Board. The 
NBFU staff includes engineers who are 
available for consultation with city offi- 
cials and others on all pertinent mat- 
ters in this field. 

A new booklet entitled “Building Loss 
Possibilities from Fire and Natural Haz- 
ards” was published for the particular 
benefit of those having an interest in 
the continued usefulness of buildings 
such as architects, builders and those 
having a financial interest. The booklet 
explains the factors affecting loss possi- 
bilities from fire, earthquakes, floods, 
lightning, termites and windstorms. It 
has been well received by life insurance 
companies and building and loan associ- 
ations. The American Institute of Archi- 
tects has made arrangements for it to be 
sent to all members of the Institute. 

Information was collected during the 
year from member companies on fail- 
ures of radio and television towers for 
use by a committee of the Radio-Elec- 
tronics-Television Manufacturers Asso- 
ciation working on a revision of that as- 
sociation’s Standard for the Design of 
Towers. The loss information was very 
helpful in improving design standards. 


Engineering Visits 


During the year NBFU staff engineers 
visited 85 cities, four counties and two 
state governments to confer with offi- 
cials on problems related to adoption or 
enforcement of building codes. 


Staff engineers have been active in 
committees of the American Society for 
Testing Materials, American Standards 
Association and National Fire Protec- 
tion Association dealing with building 
construction. Some subjects continuing 
to receive attention are fire retardant 
treated lumber, smoke vents in build- 
ings, cooling towers, and fire tests for 
surface flame spread characteristics of 
building materials. 

Technological advances in the develop- 
ment of new materials and methods of 
construction have led to the introduc- 


tion of aluminum domes and air sup- 
ported plastic structures. These struc- 
tures have features which introduce 


some unique fire protection problems. 
Development of code requirements to 
provide for safe use of these structures 
has been initiated in order to maintain 
the recommended code as up-to-date as 
possible. 


Membership Now 217 


Membership of the National Board 
of Fire Underwriters now totals 217. 
The names of the 13 companies joining 
last year are as follows: 

American Fidelity, Car & General, 
Cavalier Insurance Corp., Constellation 
of New York, Continental Casualty, 
Equitable Fire, Hudson Insurance Co., 
New Amsterdam Casualty, Nordisk Re- 
insurance, Peerless Insurance Co., Pre- 
mier Insurance Co., Transportation In- 
surance Co. and United States Casualty. 

The report of the committee on mem- 
bership was presented by J. R. Robinson, 
president of the Phoenix Assurance. 





Sharp Increase in 
Arrests for Arson 


TOTAL OF 3435 IS REPORTED 


Convictions and Acquittals Down Slight- 
ly; Substantial Increase in Inland 
Marine Recoveries 
arrests 


A sharp increase in arson 


was reported by the National Board at 
its 92nd annual meeting. 

“For the last four years, the number 
investigations made has de- 
creased each year, but this the 
number has increased over last year by 
166, making a total of 3,435,” the report 
that “the number of 
rests increased also by 24.” 

The report was made by John New- 
lands, chairman of the National Board s 
committee on incendiarism and = arson. 
Mr. Newlands is general attorney of the 
Scottish Union & National of Hartford. 

According to Mr. Newlands the num- 
ber of arson convictions, however, was 
seven less this year than the previous 
year, but, also, there were six fewer 
acquittals. This, he observed, bears out 
the general impression that the number 
of incendiary fires set to collect insur- 
ance has been somewhat more than last 
year, but not to any substantial or gen- 
eral extent. 

The so-called “recession,” Mr. New- 
lands said, has not reached, to date, deep 
enough to give rise to many additional 
fraud fires, which will doubtless come 
about unless the economic trend is re- 
versed, 


of arson 
year 


said, adding ar- 


Inland Marine Recoveries 
One of the pleasing features of the 
last year, Mr. Newlands added, has been 
the very substantial increase in the re 
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coveries had in inland marine cases, the 
total reaching $430,763. 

Inland marine investigations in the 
past year have been featured by the in- 
creased activity of the Federal govern. 
ment in investigations of this character. 
The participation of Federal agents in 
investigations of this sort is particu- 
larly valuable in that it eliminates the 
effect of local political influence or 
unsatisfactory law enforcement proce- 
dures. Close and harmonious coopera- 
tion between National Board agents and 
both Federal and local officials has been 
maintained. 

The number of such cases investigated 
during the past year was 642, or 43 
more than were made in 1957. 

During the year Purdue University 
conducted its annual arson seminar 
Agents of the National Board partici- 
pated in that program as well as in a 
number of others conducted by other 
colleges and = universities throughout 
the country and by fire marshals in a 
number of states. 


FIRES REACH RECORD HIGH 
Losses Exceed Billion Dollars in 1957; 
Matches-Smoking Major Cause With 
Misuse of Electricity Next 
Although there were fewer fires in the 
United States last year, losses increased 
to a record high, surpassing the billion 
dollar mark for the first time in history 
The number of fires totaled 847,396, or 
2% less than the 865,561 reported for the 
preceding year. Losses totaled $1,023,- 
190,000, or 3.4% more than the $989,290),- 

000 reported for 1956. 
In commenting yesterday on_ these 
facts at the 92nd annual meeting of the 


National Board, E. H. Forkel said that 
last year’s losses represented a 58% 
increase over those for 1947, when they 
amounted to $647,860,000, and the con- 
tinuing upward spiral for the last 10 
years is a cause of real concern. Mr. 
Forkel is chairman of the National 


3oard’s committee on statistics and ori- 
gin of losses and president of the Na- 
tional Fire of Hartford. 

The committee’s analysis of National 
Board statistics showed that “matches- 
smoking” continues as the major cause 
of fire and “misuse of electricity” is 
second, 

In addition, the committee made 
known for the first time the results of 
its study on causes of ignition and ma- 
terial ignited: 25% of the fires were 
started in structural parts of buildings 
and other structures. Cloth and = other 
fibre products (22%) were second; fur- 
niture and fixtures (13%) third; and 
grease, fats, parafin and similar flam- 
mables (12%) fourth. These four classi- 
fications accounted for nearly three- 
fourths of all materials ignited. 

Study of the factors involved in large 
fire losses showed the principal causes 
of the development of small fires into big 
ones to be, in order of importance: de- 
layed discovery, highly combustible in- 
teriors, water supply deficiencies, and 
building and structure (structural defi- 
ciences). 


Scholarships Awarded 


Six scholarships, made possible by 4 
grant of the National Board of Fire 
Underwriters, have been awarded by 
the American Institute of Architects. 
This is the fifth such grant of $4,500, 
which the National Board has made to 
the institute. : 

The recipients, selected by the insti- 
tute’s committee on awards and scholar- 
ships from among candidates nominated 
by the deans of accredited architectural 
schools, are as_ follows: Charles 
Coiro, Jackson Heights, N. Y.; Kenneth 
L. Kraemer, Plain, Wis.; Lawrence H. 


Mason, Murray, Utah; Douglas G 
Smith, Lawrence, Kans.; Grover B. 
Tarbox, Troy, N. Y., and Jack D. 


Whiteley, St. Petersburg, Fla. 
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- Hullett Address 


(Continued from Page 1) 
the business have been served by a highly 
qualified and widely respected engineer- 
ing staff. This work has grown from 
the early development of recommended 
sianidians or good practice rules to the 
present-day evolution of conflagration 
and other catastrophic potentials of vital 
interest to the underwriter. More re- 
cently, the establishment of a research 
division has served our membership well 
in this decade of rapidly expanding 
technology. 
Many NBFU Services Today 

“The essential work performed by the 
National Board in the spheres of ac- 
counting, actuarial service, adjustments, 
building standards, legislation, public re- 
lations and statistics, in addition to those 


already mentioned, are well-known. 
These involve services to the business 
that can best be done through coopera- 


tive action and include services to the 
community, the state and the nation 
that stand as ever-living contributions 
to the American way of life which the 
capital stock insurance business has pro- 
vided and should continue to provide,” 
Mr. Hullett stressed. 

“Of inestimable value is the informa- 
tion developed and furnished the mem- 
bership by the several departments of 
this board. It is fortunate that we have 
such a facility within the business. Our 
long history through periods of stress 
and strain attests to the high regard 
placed on the organization by the busi- 
ness as well as by the public. It is 
especially important to us at a time 
such as this. 

Underwriting Results 


“Many factors combine to produce the 
unfortunate results of the past few years. 
Mention of certain new concepts and 
new developments in the business do not 


imply condemnation of them all. Some 
have been progressive, but let us hope 
that we shall always be able to accu- 


rately distinguish progress from change 
—they are not synonymous! 

“A year ago I mentioned that at no 
time during the last five years had the 
underwriting profit in the fire insurance 
business amounted to the permissible 
margin. The loss ratio during that five- 
year period showed a mounting upward 


trend which has continued during this 
year. 
“In 1957 the losses incurred aggre- 


gated 63.6% of premiums earned, result- 
ing in an underwriting loss of 5.5% as 
compared with an underwriting loss of 
3.4% the preceding year. 

“Speaking in terms of the last five- 
year period 1953-1957, the underwriting 
profit on this same basis was one-half 
of 1%. The steadily worsening experi- 
ence is reflected in the drop from a 2.6% 
underwriting profit for the five-year 
period 1952-1956. Truly, a profit of one- 
half of 1% on underwriting is inadequate. 

“The basic tools provided by the board 
in services of vital importance include 
the evaluation of catastrophic potentials, 
such as municipal reports and research 
bulletins on new hazards; loss informa- 
tion data and services of the arson de- 
partment in the field of moral hazard; 
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and statistical data reflecting experience 
in recent years as well as the long-term 
past. We cannot overestimate the value 
of such a facility and its ability to serve 
as the spokesman for the membership,” 
continued President Hullett. 


Public Welfare vs. 


“So often do pressure groups approach 
the legislators, both state and Federal, 
and promote causes designed to give aa- 
vantage to their special interests that 
we are faced with a confusion of legis- 
lation. The result is unequal regulation. 

“We have seen proposals by special 
groups affecting directly our interests. 
As an example—proposals for so-called 
equality of taxes on insurance companies 
should always be carefully scrutinized to 
determine whether they would provide 
equality or favored treatment for a 
special group. 

“All of us had the satisfaction of 
knowing that the National Board’s posi- 
tion on problems which come before it 
reflects our traditional desire to aid the 
public welfare. We seek no favored 
position nor do we want others to be 
granted the advantage. Our business is 
basically a conservative yet progressive 
one. It is axiomatic that we must main- 
tain the public confidence both as to 
the quality of our product and the relia- 
bility of our service. 


Self-Interest 





Responsibility of Leadership 
“We look forward to further advances 
and are fully aware of the need for 
serving the business and the public by 
progressing with the times. Our strength 


33 Lewis Street - 





mindful 
of the need for employing that strength 
with full realization of the responsibility 
which goes with leadership. 

“Let us continue in the furtherance of 


is evident. We must be ever 


the aims and purposes of this unique 
body so that the capital stock insurance 
companies which comprise the member- 
ship may receive the benefit of its serv- 
ices and, in turn, furnish our insureds 
and the public with the related services 


which have done so much to enhance 
our standing,” President Hullett con- 
cluded. 


Adjustment Committee’s 
Work With Catastrophes 


Olaf Nordeng, chairman of the com- 
mittee on adjustments of the National 
Board of Fire Underwriters and vice 
president of the Aetna Casualty & 
Surety, said at the 92nd annual meeting 
of the National Board, that probably the 
most publicized activity of the committee 
is its work in connection with castas- 
trophes. 

During the past year ten occurrences 
of sufficient size to be classified as 
catastrophes by the National Board have 
occurred. None was of a nature that 
warranted the establishment of a Na- 
tional Board supervisory office, although 
due consideration of that course of action 
was given in several instances by the 
disaster committee. 

Among the more severe catastrophes 
last year were the tornadoes at Kansas 
City, Mo., in May; Springfield, Ill., and 
Fargo, N. D., in June; and Hurricane 
Audrey in Louisiana and Texas the 
latter part of the same month. 

On-the-ground surveys of the damage 
produced by these storms were made by 
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Harvey Named Secretary 
Lester S. Harvey, president and direc- 


tor of the New Hampshire Fire, Granite 


State Fire and American Fidelity, was 
elected secretary of the National Board 
at the 92nd annual meeting. Mr. Har- 


vey is a member of the National Board's 
executive committee, membership com 
mittee, and laws committee, a former 
member of the fire prevention and engi- 
neering standards committee, and a for- 
mer member and chairman of the arson 
committee. 
Mr. Harvey, 
NN. Hi, as: a 


who lives in Manchester, 
trustee of Colby Junior 
College, president and trustee of the 
Merchants Savings Bank, a director of 
the Merchants National Bank and _ the 
Public Service Company of New Hamp- 
shire. He a director of the 
eral Adjustment Bureau, Inc. 


also is Gen- 


members of the staff following the Kan- 
sas City and Springfield tornadoes and in 


connection with Hurricane Audrey. The 
adequacy of adjustment facilities was 
ascertained and the staff made them- 


selves available to all adjusting segments 


of the business for consultation and 
advice. An active part was taken in 
connection with public relations activi- 
ties. 

The day to day adjustment of losses 
presents special problems which come 
to the attention of the committee on 


adjustments and considerable attention 
is being given to them. As typical of 
such activities, the committee reviewed a 
report of a demonstration on the Pacific 
coast by the Air Force of the effect sonic 
boom may be expected to have on build- 
ing structures, 
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Control Of Hazardous Welding Is 
Objective Of Suggested Ordinance 


Control of hazardous welding and cut- 
ting operations, cause of numerous large- 
loss fires, is the objective of a new ordi- 
nance being recommended for municipal 
adoption. Formulation of the suggested 
ordinance follows many years’ effort to 
curb the hazard through educational 
measures. 

According to S. Dwight Parker, the 
suggested ordinance was developed by 
the department of fire prevention and 
engineering standards of the National 
soard following meetings with interested 
agencies. Mr. Parker is president of 
the Springfield Fire & Marine and chair- 
man of the National Board’s committee 
on fire prevention and_ engineering 
standards. 

The ordinance is written so that it can 
be used as an amendment to the Fire 
Prevention Code of the National Board, 
which has been adopted by over 1,100 
communities throughout the country 
Mr. Parker said. The ordinance de- 
scribes safety measures necessary in 
welding and cutting operations and pro- 
vides for a system of permits to be 
issued by municipal fire prevention 
bureaus to those carrying on these 
operations. 


Engineering Dept. Divisions 


Mr. Parker pointed out that during 
the past year the organizational plan 
of the engineering department has been 
completed and that the department now 
consists of three divisions: municipal 
survey, codes and standards, and _ re- 
search. 

The division of municipal surveys, the 


largest as regards staff, surveys and re- 
ports on the municipal fire protection of 
U. S. cities exceeding 25,000 in popula- 
tion. This activity commenced in 1904 
following a series of city conflagrations 
culminating in the great Baltimore fire. 
It was felt that a careful engineering 
survey of a city covering water supply, 
fire department, fire alarm, building laws, 
hazards, structural features leading to 
conclusions regarding the conflagration 
hazard would help the companies in their 
underwriting and would furnish city offi- 
cials with a true picture of the con- 
dition. 

These reports accompanied by maps 
are complete, detailed and accurate and 
in recent years have included catas- 
trophe potentials beyond the original 
field of fire. They are furnished to city 
officials with recommendations so ar- 
ranged as to outline an improvement 
program. By application of the Stand- 
ard Grading Schedule the grade of pro- 
tection is classified numerically and the 
result is used by most rating bureaus in 
their work. 

During the past year surveys were 
conducted in 72 municipalities. In addi- 
tion, Nations il Board engineers, individu- 
ally and in cooperation with other or- 
ganizations, also prepare various codes 
and standards and important technical 
pamphlets that are distributed without 
charge to those having responsible in- 
terest. 


Fire Prevention Code 


Ninety-seven communities last year 
adopted the Fire Prevention Code in its 
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complete form and 32 other communities 
adopted the code in its abbreviated form. 
Total number of adoptions of various 
editions now is over 1,116 an increase 
of about 129 over a year ago. 

During the year three new standards 
as recommended by the National Fire 
Protection Association were adopted and 
published. In addition, 17 others were 
revised and 17 Special Interest Bulletins 
were issued. Eleven were revisions to 
bring material in earlier bulletins up to 
date. Five were on new subjects issued 
as replacements of obsolete bulletins. 
One was a new bulletin. 

Tests were also conducted at Under- 
writers’ Laboratories, Inc., under spon- 
sorship of the committee to provide in- 
formation for a study of possible modi- 
fication of the procedure used in the 
tunnel test for measuring flame spread 
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and fuel contributed. 

In the research division the scope of 
technical subjects and associated fire, 
explosion and life hazard problems cov- 
ered has grown in variety and in impor- 
tance. Requests from member affiliates 
and their insureds, as well as state and 
municipal authorities for safety opinion 
and guidance in handling and storage of 
hazardous material and processes are 
continually on the increase, Mr. Parker 
said. 

Attention has been given to technical 
and fire prevention and protection mat- 
ters associated with the current nuclear 
power program and the growing utiliza- 
tion of spent nuclear fuels and radio- 
active materials as intensive radiation 
and ionizing sources. Activities on this 
problem include membership on the re- 

(Continued on Page 30) 
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White Says Bigness Of Insurance Is 
Reducing Needed Personal Contacts 


Bigness is posing a problem for the 
insurance industry, Morton V. V. White, 
Allentown, Pa., member of the executive 
the National Association 
of Insurance Agents, said May 15. 
Speaking at the annual meeting of the 
Arkansas Association he pointed out 
that since the nation came out of the 
depression of the ’30s, insurance, along 
with every vital business, has been 
growing. 

He said growth has come so fast that 
“you can only impart your feelings for 
another through a wave of a hand in- 
stead of visiting. I’ve been researching 
and I’m totally convinced that the same 
deplorable condition that exists between 
me and my good friend is the principal 
cause of the ‘current unpleasantness’ 
in our business,” he said. 

Mr. White said he could remember 
when the president of any one of the 
companies he represented knew all of 
his special agents. “Most company pres- 
idents would be hard put today to name 
you 75% of their field men. Chances 


committee of 


are, he won’t even get a chance to 
meet 50% of that unnamed 25% until 


the kid wins a watch or a trip around 
the world in a production contest. That’s 
what bigness does,” he said. Mr. White 
pointed out that there is nothing wrong 
with bigness if you control it. 

“Time was, when the executives of 
our leading insurance companies did 
convene frequently and at length. To- 
day, if 10 of them can spend a day to- 
gether, it will have to be arranged two 
months in advance and they’ve got a 
flight schedule in their hands while 
they meet,” he said. 

He pointed out that the rate makine 
bureaus and executive committees of 
company representatives too often fail 
to meet except at long intervals. In 
filing rates there often is a problem 
in the failure of these representatives 
to meet with the Insurance Commis- 
sioner himself. 


Comraderie Disappearing 


“What’s become of that old com- 
raderie that used to exist between us 
and our field men?” he asked, investi- 
gating other areas of weakening per- 
sonal contact. “Remember how you used 
to bring your favorite special agen! 
home for dinner and a night with what 
was referred to as the bosom of the 
family ?” 

There is no substitute for that kind 
of closeness in bringing about under- 
standing and loyalty between agent and 
company, Mr. White said. He said the 
new field man can well afford to re- 
ceive some “counsel and advice of 
their peers.” 

Mr. White said that next to the 
producer he believed the “Special” is the 
most important cog in the wheel. “He 
was the line of communication that 
kept our ranks solid in this business 
for generations. When the field man 
had a finger deep in the rate and form- 
making pie, life was sweet,” he de- 
clared. “Since the bigness took him out 
of it, and the slide-rule took over, the 


distance between the producer and the 
rates has been entirely too great,” he 
said. 

Mr. White said he agreed with a 
recent statement that too many “com- 
pany-agent squabbles” are breaking out 
all over. He said that soft-talking, sen- 
sible conferences must be held with “our 
principals” and that only through such 
contacts made by sensible people, can 
ill-advised eruptions in this business be 
prevented. 

Stressing the need of a continuing 
public relations program by the various 
states, Mr. White pointed to the na- 
tional advertising program of the NAIA, 
as a means by which the local agent, 
by tieing in, could present his “best 
face” to his townspeople. 

“Lastly,” said Mr. White, “do some 
serious, independent thinking about 
yourself, your shop and your customers 
Are they getting all they’re entitled 
to? Are you giving them what they 
really want, or just something as good 
as your competition? I think our busi- 
ness has been in much worse circum- 
stances than these many times in the 





John C. Olson Dies 


John C. Olson, a vice president of 
Worthington, Sill & Morgan, Buffalo, 
N. Y., insurance agency, died May 8 
after a long illness. He joined the old 
firm of Worthington & Sill 48 years ago. 
He had been an officer of the firm about 
30 years, first as treasurer, and more 
recently as vice president. He was a 
former officer of the Buffalo Board of 
Fire Underwriters. 
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Middleman on the Totem Pole 


Used to be “Middleman” was not a nice word, but this 


Brokers’ Assn. Backs 
Continuous Policies 


COVERAGE REDUCTIONS HIT 


Action by Companies in Reducing 
Commissions Opposed; Ladd of 
Boston Reelected President 





Expanded use of the continuous-type 
policy was recommended by the board 
of directors of The National Association 
of Insurance Brokers at the conclusion 
of the three day meeting in Los Angeles 
last week. The directors urged adoption 
of this form of policy for such personal 
coverages as automobile, dwelling and 
other appropriate lines, stating that such 
a step by the stock insurance carriers 
would be an effective means of reducing 
expenses for the benefit of the insuring 
public. 

This action resulted from a year-long 
study of the matter by the National 
Association and its local member asso- 
ciations. The board stated that prompt 
action should be taken by the carriers 
on this subject, coupled with a separate 
agreement between insurer and broker 
that so-called “expirations” should re- 
main the property of the broker. 


Package Dwelling Policy 


The association product research com 
mittee presented its draft of the general 
principles to be recommended to the 
Multi-Peril Insurance Conference in 
connection with the issuance of a new 
“package” dwelling policy. The directors 
approved the draft, and Melvin A. 
Holmes, chairman of the committee, was 
instructed to present the draft to the 
Conference and continue in efforts to 
press for adoption of the recommenda- 
tions which, it was felt, would be to the 
advantage of the insuring public. 

Action of some insurance companies in 
reducing coverage during the policy 
period also received considerable atten- 
tion of the directors. As such practices 
“are not in the public interest,” a resolu- 
tion was adopted condemning them and 
urging the insurers involved to “reinstate 


such coverages which were withdrawn 
on a basis tantamount to. unilateral 
action.” 

The special committee on insurance 


coverage of commercial use of atomic 
energy reported its continuing work in 
conferences with the stock company 
pools and government agencies in this 
field, and listed its recommendations 
both for revisions of policy forms and 
for revised language in pending legisla- 
tion. In view of the rapidly expanding 
use of radioactive by-product materials 
on the part of many small and large 
industries, and the fact that certain 
“grey areas” remain in the coverage 
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provided, the directors ex- 
tended the term of this committee for 
another year, so that this important 
subject would continue to be followed 
closely. 

Action by insurance companies in re- 
ducing the brokers commission on auto- 
mobile lines provoked considerable 
discussion. It was agreed that commis- 
sions continued to be a matter of nego- 
tiation and agreement between the 
broker and the insurer and were also 
part of a study of the entire expense 
factor. The board received reports from 


presently 


its local associations as to individual 
action to be taken by them on_ the 
overall problem and voted continued 


assistance on the national level. 
Officers and Directors 
Merlin J. Ladd of Boston, was re- 
elected president of the association for 
a second term at this 24th annual meet- 
ing. Ira S. Brander, Los Angeles, was 


elected a vice president. Reelected 
were: Frank E. Mueller, Jr., Chicago, 


vice president; Alexander Heid, Jr., New 
York, treasurer, and Barclay Shaw of 
New York law firm of Palmer, Serles, 
Delaney, Shaw and Pomeroy, secretary. 

New directors elected were Vincent 
Nuccio, Los Angeles; Clyde H. Scott, 
St. Louis and Harry Healy, San Fran- 
cisco. Reelected as directors were Rich- 
ard A. Archer, Los Angeles; Oliver 
Blase, St. Louis; Ira S. Brander, Los 
Angeles; Issac H. Curtiss, Chicago; 
Freeman Davison, Jr., Boston; Roswell 
C. Dunn, Atlanta; Melvin A. Holmes, 
New York; M. J. Ladd, Boston; Charles 
E. Mathewson, Jr., New York; G. Fd- 
ward Nichols, New York, and Charles 
Page, San Francisco. 

The directors elected the following as 
members of the governing committee for 
the ensuing year: Messrs. Brander, 
Davison, Healy, Heid, Holmes, Ladd, 
Mathewson, Mueller, Nichols, Nuccio 
and Scott. 
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Wikler, Hults Comments 
On Steingut Bill, Rates 


MADE AT AGENTS’ CONVENTION 





Wikler Says New Corporation on Auto 
Cover Will be Operated in a 
Prudent, Business Fashion 





Insurance Superintendent Julius S. 
Wikler and State Senator William Hults 
presented some interesting comments on 
the Steingut bill, passed into law at the 
1958 session of the New York State 
legislature, to provide that the unin- 
sured motorist endorsement will become 
a provision of the new standard contract 
that is to be adopted by the New York 
Department, when they addressed the 
annual convention of the New York 
State Association of Insurance Agents 
at Syracuse. Their views were in replies 
to questions at a press session. 

On the Steingut bill Mr. Wikler said 
that administration “is spelled out right 
in the Steingut bill. It is to consist 
initially of the Superintendent calling 
a meeting of all carriers authorized to 
do business in the State of New York. 
These carriers, by classes, are to elect 
six directors—and by classes means two 
directors will be representatives of those 
companies that are members of the stock 
rating bureaus, the National Bureau; 
two will be members of the Mutual 
Rating Bureau; one will be an indepen- 
dent stock company and one will be an 
independent mutual company. 

“These six, when elected by their 
respective classes, will then constitute 
the board of directors of the corpora- 
tion. It will be their function and duty 
then to organize their particular com- 
pany by electing a president and the 
necessary officials to operate the com- 
pany. 


Will Not be a Frankenstein 


“With respect to it becoming a Frank- 
enstein this company will be wholly 
operated and dominated by the com- 
panies themselves. The money they 
spend will be reimbursed by assessments 
to the particular companies and, as 
prudent business men, we expect them 
to operate this company in a prudent, 
business fashion. 

“The Steingut bill provides that the 
uninsured motorist endorsement, as_ it 
Is now commonly called, will become a 
provision of the new standard form 
contract that is to be adopted by the 
Department. We have Regulation 35 
which sets forth the minimum provi- 
sions of the automobile liability contract 
permitted to be sold in this state. Very 


shortly we are going to have a hearing 
within our state to determine those 
provisions and the exact language of the 
so-called uninsured motorist endorse- 
ment to be incorporated in the new 
Regulation 35 as amended. That will 
become the minimum standard policy 
permitted to be sold. 


To Be Guided by Hearing 


“With respect to the current unin- 
sured motorist endorsement form at- 
tached to the family policy that is sold 
today it is a very broad form and covers 
the people with respect to any accident 
they may have anywhere in the United 
States. Our bill, the current bill we are 
dealing with, does not have language 
that expressive. We are going to hold 
a hearing. I will be guided by what 
I hear and the expressions and views 
that will be expressed at this public 
hearing. If it is narrowed only to in- 
clude those accidents or incidents occur- 
ring within the State of New York, then 
that endorsement will still have value.” 


Hults on Steingut Bill 


Senator Hults stated that “I didn’t 
agree altogether with the Steingut 
amendment or bill and I introduced a 
bill that came out of the research of 
the committee known as the ‘Assigned 
Case Plan” We added the uninsured 
motorist endorsement to that and 
thought we had a very good plan to be 
set up. That was introduced under my 
name. However, near the end of the 
session, we introduced another bill which 
was more or less a collection of the 
Hults bill and the Steingut bill in hopes 
we could get it through rules and get 
it passed. All three bills passed the 
Senate. The Steingut bill had already 
passed the panel and we had some 
commitment, if we passed the other two 
bills, that they would be given considera- 
tion on the Assembly side. 

“We passed all three bills therefore. 
However, the two bills known as the 
Hults bill and the Rtles bill bogged 
down in the Assembly Rules Committee 
so the Steingut bill was the only one 
that went to the Governor. We felt it 
was too bad that at least two of the 
other bills didn’t go down because we 
think if the Governor had held a_hear- 
ing on those, possibly there might have 
been a decision a little different from 
what we have at the present time. 

“However, I feel very definitely since 
the Steingut bill now is law we should 
give it a fair chance and then, if it 
doesn’t operate in the way we feel it 
should, it will be time to make changes. 
I am sure we will watch it very closely. 

am sure the Superintendent is going 
to watch it very closely. 

“If he feels, after it has had an oppor- 
tunity to work for awhile, that it is not 
successful, he as Superintendent will be 
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very willing to make sure certain changes 
are made that he will recommend. I feel, 
since it is a law, we should give it a 
fair chance and try it out and go on 
from there.” 


Wikler on Rating Projections 


Discussing rating procedures Supt. 
Wikler told the agents: 

“Supt. Holz stated many times—over 
and over again—that he was not bound 
by any decision of a prior Superinten- 
dent. I would like to quote that. 

“With respect to the determination as 
to whether a two-year period is a proper 
period or a longer period is a proper 
period, I think each filing must rest 
on its own facts. It is the duty of the 
Department to review every filing to 
see whether or not it has credibility; 
whether the period is long enough—the 
base broad enough—the facts capable 
of determination. If two years suffice in 
some areas, two years will be used. If 
five years are necessary, five years will 
be used. Each filing must rest upon its 
own broad base. 

“Most Bureaus are acquainted with 
what the Department desires or deems 
necessary. The mere fact that two years 
has been used on prior occasions does 
not mean that the exact same formula 
was followed in each filing. It is not 
a mathematical calculation of two years 
by itself and just doing simple arith- 


NAIA Names Committee 


To Study Commissions 
Formation of a commission study com- 
mittee of the National Association of 
Insurance Agents is announced by Pres- 
ident Louie E. Woodbury, Jr., of Wil- 
mington, N.C. The committee was 
named to review the National Associa- 
tion’s policy on commissions and other 
related matters. 

Paul H. Jones, executive committee- 
man of Tucson, Ariz., is named chair- 
man. Committeemen named are Nation- 
al State Directors H. P. Glover, Jr., 
South Carolina; Howard Gescheidler, Jr., 
Indiana, and Arthur L. Schwab, New 
York. These will form the nucleus of 
the committee. Other members may be 
named later. 





metic. 

“Within the two years there are differ- 
ent theories that are used in evaluating 
the projection. These different theories 
have shifted from filing to filing within 
the same Bureau. So merely quoting 
two years as an arbitrary number of 
years is not the answer; nor is it con- 
clusive. Rate-making is not that simple. 
It is not a mere mathematical or arith- 
metical computation. Different projec- 
tions and different theories in evaluation 
are used.” 








Watch for the man with... 
“THE BUFFALO PLAN’ 


EVERY 





AGENT NEEDS 








SPECIAL. SERVICE! 


... and every one of our‘more than 2,000 independent, 
responsible Fire and Casualty Agents gets special, indi- 


vidual service. 


After 90 years of continuous operation, we are vitally 
aware of the urgent need for broad coverage policies .. . 
package forms .. . necessary local interpretation of your 


specific needs. 


The ‘BUFFALO’ is not only aware of the need, but has 
done something about the situation. Why not look into 
“THE BUFFALO PLAN” today? Send the coupon for 
your FREE COPY OF “The High Road’’ and see for 
yourself the many advantages presented by “THE BUF- 


FALO PLAN”. 


BUFFALO INSURANCE COMPANY 


220 Delaware Avenue 


Buffalo 2, New York 


Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N. Y. 


I’m interested in providing better cover :ges and improved services. 
Please send, without obligation a copy of “The High Road” which 
explains “THE BUFFALO PLAN”. 


Name 


Street 


Agency 
City, Zone, State 
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Goes to Home Office of 


American Insurance Co. 





Site 
AE Ee aes ors) 





Handy & Boesser 

EUGENE C. RICHARD 
R. Z. Alexander, president, American 
Insurance Co., announces at Newark 
that Eugene C. Richard, vice president 
in charge of the New York office, has 
been transferred to the head office oper- 
ations department. In addition to assist- 
ing Vice President D. P. McKay with 
departmental administrative matters Mr. 
Richard will direct the company’s nation- 
wide production activities for all lines. 
Mr. Richard’s insurance career covers 
a span of 48 years. Prior to joining the 
American in 1938 as manager of the 
company’s New York office he had held 
important executive positions with sev- 
eral leading insurance companies, had 
worked in the agency field and, for a 
period of five years, had conducted his 
own local agency. He was elected a vice 
president in 1955. He is a leading figure 
in New York insurance circles and serves 
as vice president and board chairman of 
New York Board of Fire Underwriters. 





Fire Prevention 


(Continued from Page 27) 

actor safety standards committee of the 
American Standards Association, which 
undertaking is to develop codes on the 
location and safe construction of nuclear 
reactors, and preparation of fuel re- 
processing and waste disposal plants. 

\ssistance was provided in field in- 
vestigations to municipal fire chiefs and 
state fire marshals covering such prob- 
lens as manhole explosions due to over- 
loaded underground electrical utilitv 
services; leaks in natural gas distribution 
mains, emergency protection for storage 
and transportation of high-energy fuels 
for guided missile experimentation: 
chemical exothermic decomposition of 
nitrophosphate fertilizer materials; ex- 
plosive “soot cleaner” preparations and 
flammability of synthetic detergent for- 
mation. 

Underwriters’ Laboratories 
Close contact with Underwriters’ Lab- 


oratories, has continued. The minor 
testing program functioned _ satisfac- 
torily. This program, financed by the 
National Board, permits inspection 
bureaus and other bodies representing 
members to have tests conducted for 


them by the Laboratories. These tests 
generally involve such things as the 
flashpoint of hazardous liquids, sus- 
ceptibility of certain materials to spon- 
taneous ignition, explosion character- 
istics of certain dusts, and other matters 
requiring tests that can be readily con- 
ducted. In each instance it is specified 
that the test results do not in any way 
imply listing by the Laboratories. 

From time to time special tests of 


greater magnitude are conducted by the 
for the 


Laboratories National Board. 





Geo. Blossom, Jr. Luncheon 
Host to Leonard Peterson 


George Blossom, Jr., chairman and 
president of Fred S. James & 'Co., one 
of Chicago’s largest general insurance 
brokerage firms, was in New York on 
Wednesday with some of his key of- 
ficers to be the host at a testimonial 
luncheon his agency tendered to Leon- 
ard Peterson, vice president of Home 


Insurance Co., who is retiring from 
active business after a long and busy 
career. 

The luncheon party, held at the Bank- 
ers Club, New York, was attended by 
top level officers of the Home includ- 
ing Harold V. Smith, chairman, and 
Kenneth E. Black, president. It was a 
happy occasion for Mr. Peterson. 

Fred S. James & Co. has had over 
25 years of continuous representation 
of the Home. In 1954 when its 25th 
anniversary with the company was ob- 
served, Mr. Blossom was complimented 


on the agency’s unusually good record 
in the previous 5-year period. On a 
premium volume of $1,002,460, losses 
were $333,043 for a loss ratio of 32.7%. 
No other agency in the Chicago depart. 
ment had duplicated this record in that 
period, he was advised. 


NAUA Cuts Acquisition 


The National Automobile Underwrit- 
ers Association this week at its annual 
meeting voted to reduce the acquisition 
cost feature in the rating formula from 
25% to 20%. 














2. Set 2 tab and 1 decimal position on stub—standard data posi- 
tion the same on all policies. (3 positions instead of 7 or more, 
no “weaving” back and forth—typing area designed for utmost 


convenience and efficiency). 





Write” policies. 


What a difference 
a form can make! 


‘*SHORT WRITE’” 
POLICIES 


... are SO easy to prepare... 
... with only one standard format for — 


AUTOMOBILE > BURGLARY » COMPREHENSIVE DWELLING 
HOMEOWNERS - INLAND MARINE ° LIABILITY 


4. Insert in separate jacket—-window opening shows policy no., 
insureds name and address, policy term, agency. (No typing 
necessary on jacket) NOTE: text is guaranteed on “Short 












1. Insert Reddi-Snap carbon loaded declarations in machine. (no 
hand-interleaving of carbons, out of line typing, left-out pages). 





3. Snap the forms out, discarding carbons—clear copies for home 
office, agent, certificate of insurance, PLUS cards for any inter- 
office system (if desired)—ALL IN ONE TYPING. 
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5. Fold and insert in special window envelope showing insured’s 
name and address—seal and stamp. (No duplicate typing of 
envelopes, no chance of error). 


Samples and complete information on time-saving ‘Short Write’’ on request to Dept. E 


RECORDING & STATISTICAL CORPORATION 


176 Broadway. BEekman 3-4434 


55 Wm. T. Morrissey Blvd. AVenue 2-8007 
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A.W. Marshall Heads Managing 
Gen’l Agents Assn.; Quin, Jr. Chairman 





Photo by Guy Fergason 


A. W. Marshall of Newark (left) with William Leigh of Little Rock, Ark. 


As highspotted in The Eastern Under- 
writer last week A. W. Marshall, head of 
his own managing general agency in 
Newark, N. J., is the newly elected presi- 
dent of American Association of Man- 
aging General Agents. This is the 35th 
anniversary year of his agency—A. W. 
Marshall & Co., one of the largest in 
New Jersey. 

His fellow officers in AAMGA are 
Charles F. Zehnder, Jr., Nashville, Tenn., 





Helen Goodrich President 
Queens County Agents 


Helen K. Goodrich was elected presi- 
dent of the Insurance Agents Associa- 
tion of Queens County at the annual 
meeting last evening, May 22, at An- 
tun’s Restaurant, Queens Village, N. Y. 
She will succeed Seymour G. Schwartz. 
Other officers elected were: first vice 
president, Calvin Raff; second vice pres- 
ident, Edwin J. Fritz; third vice presi- 
dent, Cliff Wicke; secretary, Abe Eisen- 
stein; treasurer, Ken Haslam; directors, 
Mr. Schwartz and Benjamin Hemley. 

Installation of new officers will be on 
June 17, when a dinner-dance is sched- 
uled, 


Orange County Agents’ 
Annual Meeting May 28 


Alfred R. Cosh, secretary-treasurer of 
the Orange County Association of Insur- 
ance Agents, announced that the annual 
meeting will be held May 28 at the 
Maplehurst Inn, Cornwall, N. Y. This 
will be a dinner meeting. 

Deputy Superintendent Walter — F. 
Brooks of the New York Insurance De- 
partment will be guest speaker. Herbert 
S. Brewer, of Lockport, president of the 
New York Association, will install the 
new officers, Lewis Feder, president of 
the Newburgh Associates, will also ad- 
dress the gathering. 


Anchor Club Mass and 


Communion Breakfast 
Insurance Anchor Club 421 held its 
nineteenth annual Mass and Communion 
breakfast on Sunday, May 18. William 
-00n was committee chairman, Very 
Reverend Francis J. Connell, C.SS.R., 
S.T.D., LL.D., from the Catholic Univer- 
sity of America, Washington, D, C., 
author of a number of books, and one 
of the first speakers on the Catholic 
Hour and frequently on TV was the 
Principal speaker at the breakfast. 
“ass was celebrated in the Church of 
St. Francis of Assisi in New York City 


and the breakfast followed in the Hotel 
Statler, 





and Reed Pennington, Denver, Colo., 
both elected vice presidents, and Langdon 
C. Quin, Jr., president of Hurt & Quin, 
Atlanta, Ga., who was named chairman 
of the executive committee. 

Herbert Cobb Stebbins of Denver, 
Colo., secretary-treasurer of the associa- 
tion for the past 27 years, who retired 
from office at the annual meeting last 
week at the Broadmoor, Colorado Sprines, 
was presented with a TV set. His 
successor is B. L. Udell, Phoenix, Ariz., 
who heads his own agency in that city. 

C. F. Zehnder, Sr., father of AAMGA’s 
new vice president, and Mrs. Zehndor 
received congratulations at the conven- 
tion on the recent oservance of their 
golden wedding anniversary. Another 
couple with the same milestone were 
Mr. and Mrs. W. L. Braerton of Denver. 
Mr. Braerton is a partner in Braerton, 
Simonton, Brown, Inc., one of Colo- 
rado’s largest agencies. 


Thomas of Hartford 
President of NFPA 


CHIEF OF FIRE DEPARTMENT 





Succeeds Neale of National Board; Bush 
of National Board First Vice President; 
Bugbze on Aircraft Fires 





Henry G. Thomas, chief of the Hart- 
ford, Conn. Fire Department, was this 
week named president of the National 
Fire Protection Association. He is the 
first fire department chief to head the 
62-year-old organization, which held its 
annual convention in Chicago with some 
2,000 international leaders in fire safety 
in attendance. A veteran of 41 years’ 
service in the Hartford department, he 
succecds John A. Neale of New York, 
chief engineer of the National Board 
of Fire Underwriters. 

Other officers named include Loren S. 
Bush, San Francisco, chief engineer of 
the Board of Fire Underwriters of the 
Pacific, first vice president; J. Sharp 
Queener of Wilmington, Del., manager, 
safety and fir> protection division, E. I. 
du Pont de Nemours Co., second vice 
president, and Hovey T. Freeman, Provi- 
dence, R. I., president, Manufacturers 
Mutual Fire, secretary-treasurer. 

Reelected chairman of NFPA directors 
is Richard E. Vernor of Chicago, man- 
ager, fire prevention department, West- 
ern Actuarial Bureau. 


Directors Named 


Named to the board of directors for 
three-year terms are: Warren J. Baker, 
manager, technical department, Insur- 
ance Co. of North America, Philadel- 
phia; W. H. Forristall, general manager 
Factory Insurance Association, Hart- 
ford; Jerome Lederer, managing di- 
rector, Flight Safety Foundation, New 
York; William L. Miller, chief, Los 
Angeles Fire Department, and John H. 
Redmond, assistant vice president and 
manager of operations, Koppers Co., 
Inc., Pittsburgh. 

Named for a two-year term to fill a 
vacancy on the board was Paul C. Lamb, 
safety administrator, Lever Brothers 
Co., New York. 

In a report to the NFPA membership 
during the session, Percy Bugbee, gen- 
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American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 
Tel.: WHitehall 4-7600 

















eral manager of the association, disclosed 
current moves to bring tozether all 
segments of the aviation industry to 
attack the growing problem of aircraft 
fires in flight, in crashes and on the 
ground. The NFPA, he said, has already 
pioneered a great deal of effective work 
in this field. 

Other areas where the reduction of 
fire hazards is imperative is in the 
building construction industry, he pointed 
out. The industry now suffers millions 
of dollars in annual losses from fire. 

Mr. Bugbee also reviewed the long- 
term NFPA campaign to educate chil- 
dren in fire safety, which uses .the well- 
known character of Sparky the Fire Dog. 


FUND 


OF EXPERIENCE 

















A Combination 


of Many Men... 


A claims man has the smile of a 
friend, the brain of an account- 
ant, the eyes of a hunter, the 
stamina of an athlete and the pa- 
tience and understanding of a 
doctor. 

Group these qualities with ex- 
perience and you get the overall 
picture of a seasoned claims man 
from The Fund Insurance Com- 
panies. Because he’s backed by 
a FUND OF EXPERIENCE, he 
has the knowledge and authority 
to settle a loss and make pay- 
ments promptly. 

He’s on the spot quickly, too, 
because he operates from one of 
the hundred well-staffed local 
offices that blanket the United 
States and Canada. 

Why not let this FUND OF 
EXPERIENCE go to work for 
you? The coupon below will ar- 
range a get-together with The 
Fund representative in your area. 








Fireman's Fund Insurance Company 
Fireman's Fund Indemnity Company 
Home Fire & Marine Insurance Company 
National! Surety Corporation 


To: THE FUND INSURANCE COMPANIES 
Production Department * Home Office 
3333 California St., San Francisco, California 


| would like to meet your FUND representa- 
tive. 


Name 





Address 








City 
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L. A. Mack Dies at 74; 
Well Known Publisher 


“WEEKLY UNDERWRITER” HEAD 





Retired to Chairman in 1955 After Long 
Career; Associated With “Weekly 





Underwriter” Since 1897 
Laurence Alexander Mack, prominent 
in the insurance publishing field for 


many years as publisher of “The Weekly 
Underwriter,” one of the leading insur- 
ance trade magazines, died May 13 in the 
North Shore Hospital, Miami, Fla., a 
month after he had been seriously in- 
jured in an automobile accident. He 
was 74 years old. At the time of his 
death he was chairman of the board of 
The Underwriter Printing & Publishing 
Co. of New York City. 

Mr. Mack and his Miss 
Margery Mack, were injured in an auto- 
mobile accident in Miami on April 13. 
His daughter is making satisfactory re- 
covery. Mr. Mack resided in Montclair, 
N. J., and in recent years spent his 
winters at Fort Lauderdale, Fla. 


Became President in 1913 


Born August 31, 1883 at Hornell, N. Y., 
he was educated at Morris High School, 
New York City, and graduated from 
Ithaca, N. Y. High School in 1902. He 
entered newspaper work in Ithaca, in 
1901, on the staff of “The Ithaca Daily 
News.” He was on the staff of “The 
Perth Amboy (N.J.) Republican” and 
later was circulation manager of “The 
Ithaca Daily News,” 1902 to 1904. On 
May 15, 1904, he joined the staff of “The 
Weekly Underwriter,” as its business 
manager and as secretary of The Under- 
writer Printing and Publishing Co., and 
was elected president November 1, 1913. 
He retired, and was elected chairman 
of the board, April 19, 1955. 

He married Edith Kimball Buckley of 
Essex, Mass., December 3, 1927. Mrs. 
Mack died in 1952. He was a member of 
the Society of Mayflower Descendants, 
Society of Colonial Wars (New York and 
Florida), the Society of The Cincinnati 
(Connecticut), Sons of the Revolution 
(New York and Florida), Colonial Or- 
der of the Acorn, Insurance Society of 
New York, Drug and Chemical Club 
of New York. 

Mr. Mack first saw “The Weekly Un- 
derwriter” office in 1890, when he was 
seven years old, just prior to his fam- 
ily moving to Washington, D. C., where 
they lived for four years. Upon the 
family’s return to New York in 1894 Mr. 
Mack’s father joined “The Weekly Un- 
derwriter” staff and was elected secre- 
tary. Mr. Mack related a few years ago 
that in 1897 he substituted as office boy 
for one week and addressed by hand the 
wrappers for the out-of-town mail, in- 
dexed the letter book and ran errands. 
On Saturday he delivered “The Weekly 
Underwriter” to insurance offices located 
south of Fulton Street. 

In 1900 Mr. Mack’s father died and his 
brother, Wilfred W. Mack, left his stud- 
ies at Cornell University in his junior year 
to join the staff of “The Weekly Under- 
writer.” It was through his brother’s 
efforts that Mr. Mack was enlisted four 
years later, and on May 15, 1904, that 
he began work with the paper as secre- 
tary and business manager occupying 
the same desk and chair that had be- 
longed to his father. 

In November, 1913, Mr. Mack bought 
control of The U nderwriter Printing 
& Publishing Co. and became president. 
The following year his brother returned 
to the paper after having been with 
“The Insurance Field” of Louisville for 
seven years. Wilfred Mack was vice 
president and editor; he died in 1926. 

On April 19, 1955, majority stock con- 
trol of the corporation was purchased 
by Donald E. Wolff, who had been exec- 
utive vice president. Upon Mr. Wolff’s 
succession to the presidency. Mr. 


daughter, 


Mack was elected chairman of the board 
of directors. 


Smith Foresees Insurance 


Surging to New Heights 
Bradford Smith, Jr., executive vice 
president of the Insurance Company of 
North America, told a gathering of in- 
dustrial realtors in Pennsylvania that 
insurance will “surge ahead to even 
greater attainment even though it cur- 
rently as a whole is passing through an 
unprofitable cycle.” Mr. Smith was 
speaker at Industrial Realtor Day at the 
third _anniversary week celebration of 
the Fort Washington Industrial Park 


on the Pennsylvania turnpike at Fort 
Washington. 

Mr. Smith forecast that by the end of 
the year, assets of insurance companies 
will total 130 billions of dollars, exceed- 
ing in value that of all farm lands and 
buildings in the United States totaling 
109.5 billions of dollars, and over half 
of the assets of all manufacturing in- 
dustries, except newspapers, for the year 
1956, which totaled $210.8 billion. He 
estimated that insurance premiums 
written by all companies during 1958 
will be in excess of 30 billion dollars, of 
which $13 billion will be for life insur- 
ance and $17 billion for other types. 





only with difficulty. 





NUMBER ONE IN A SERIES ON “UNDERSTANDING INSURANCE” 
(Reprints available in folder form) 


Agency Service 


Insurance protection as we know it today in this coun- 
try would not be possible without the services of the 
independent loca] insurance agent. In some communi- 
ties property owners would be able to obtain protection 


The local agent must be many men in one. He must 
be, first of all, a merchant. He operates what is essen- 
tially a department store of coverages. From his wide 
inventory, he must be able to select the precise cover- 
age the purchaser needs—anywhere, any time. 


The local agent must be a counselor. He must analyze 
many complex factors and develop custom-tailored pro- 
tection for his clients, promptly and economically. 


The local agent is a trustee of the insurance buyer's 
interests. He must be an alert, dependable spokesman 


for those interests when a loss occurs. And the com- 
panies he represents respect this trusteeship. 


Because he is independent, committed financially to 


no single organization, the local agent can advance his 
clients’ interests vigorously and boldly at all times. 


Agency service means that the insurance buyer’s pro- 
tection needs will be handled efficiently, economically 
and with complete integrity. 


THE LONDON GROUP 


THE LONDON ASSURANCE + THE MANHATTAN FIRE & MARINE 
GUARANTEE INSURANCE COMPANY 


& 
Executive Office 


55 JOHN STREET, NEW YORK 


Regional and Branch Offices 
SAN FRANCISCO « LOS ANGELES « CHICAGO « INDIANAPOLIS 
RICHMOND e LANSING 











Marks 30th Anniversary 


With Excelsior of N. Y. 


FORREST H. WITMEYER 


Forrest H. Witmeyer, president. oj 
Excelsior Insurance Co. of Syracuse, 
N. Y., celebrated his 30th anniversary 
with the company during the quarterl 
meeting of the board of directors on 
May 12. Although Mr. Witmeyer’s off- 
cial starting date with the company wa: 


June 4, 1928, it was decided to observe 
it early when the entire board was in 
session. 


President Witmeycr went to the Excel- 
sior the week preceding his graduation 
from Syracuse University. At that time 
the company was less than nine years 
old. He foresaw a good future for the 
company, reorganized by the late Fred- 
rick V. Bruns in 1925 as the American 
Agents’ Co. and brought with him 
enthusiasm, ambition and determination 
to succeed. 

He began with the company as de- 
velopment director; became special agent 
in New York, Pennsylvania and Ohio in 
1929 until the end of 1935; was recalled 
to the home office in Syr:z acuse as assist- 
ant to the president; then advanced t 
superintendent of agencies, secretary, 
vice president, a member of board and 
in 1946 he was elevated to president. 

Active in civic as well as insurance 
affairs, Mr. Witmeyer is a member of 
the Syracuse Board of Education, di- 
rector of Rotary, director Fair City 
Savings & Loan Association of Syra- 
cuse, director of Syracuse Communit) 
Chest. In the past he has served as 
president, vice president and treasurer 
of the board of trustees, Syracuse 
YWCA, past president of the University 
Club of Syracuse, was director and re- 
cording secretary, Syracuse University 
Alumni Association for nine years, 
member of university’s administrative 
board of athletics and was president, 
Eastern division, Delta Tau Delta fra- 
ternity. 


Bronx Brokers Elect 


Berns as President 

At the meeting of Bronx Insurance 

3rokers Association, Murray Berns was 
elected president; Lee H. Whitestone, 





vice president. Members of board 0! 
directors are as follows: William ] 
4 Brien, John Aubeck, George Roset 
Geo, N. Wohn, Daniel Fortnash, A. ® 


Tamor, David Kaplan, Dan Morgigno 
Rose Kosloff and Gerald Graubard. 
The Bronx Brokers held a mass meet 
ing May 15 at Theodore Roosevelt High 
School on the Road Aid program. Mr. 
3erns is a graduate of James Monroé 


High School in the Bronx and was infan- 
try radio operator during the secon 
war in the Italian campaign. He at 


tended New York University, the Inst! 
tute of Insurance, Aetna Life tr Lining 
school and the Institute of Real [state. 
He is past first vice president of the 
Bronx Broker’s Association and secre 
tary to the Joint Council. 
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LADD ON BROKER’S DUTIES 





President National Association Backs 

Higher Qualifications, “One-Stop” 

Insurance Service ; 

The primary responsibility of the in- 
surance broker to the public is “to sell” 
insurance, and his second responsibility 
is “to know our business,” brokers in 
San Francisco were told in a talk by 
Merlin J. Ladd of Boston, president of 
the National Association of Insurance 
Brokers, Inc. In speaking before a 
luncheon forum of the Society of Insur- 
ance Brokers at the Mark Hopkins Ho- 
tel, he confined his remarks to the prob- 
lems of operation in the personalized 
lines field and outlined five other “re- 
sponsibilities” which the broker should 
meet. 

Mr. Ladd urged brokers to “go to the 
state legislatures” to improve the quali- 
fications required to become an insur- 
ance broker which would result in higher 
professional standards and do away with 
the unqualified producer who damages 
the general reputation of the business. 
He also recommended that brokers en- 
courage young men in their offices to 
obtain the CPCU designation and to 
support the sponsoring American Insti- 
tute for Property & Liability Under- 
writers, Inc. by annual contributions. 

Other “responsibilities” | mentioned 
were those to use the knowledge previ- 
obtained, to sell the “entire 
program rather than a single 
policy,” to offer “one-stop insurance 
service,” to support the brokers’ local 
and national associations, and to be “an 


ously 
insurance 


efficient businessman.” a 

In urging the offering of “one-stop 
insurance service, he said that a broker- 
age office should aggressively sell life 
insurance as it does general lines. He 
suggested that an office take on a part- 
ner or new personnel if present per- 
sonnel was qualified to sell only one of 
these two types of insurance. 

The Society of Insurance Brokers also 
guest at the luncheon other 
officers and directors of the National 
Association of Insurance Brokers, Inc. 
from various parts of the country. 


had as its 


Fergason on Need to 
Attract Young Men 


Guy Fergason, of Fergason Personnel 
of Chicago, spoke on the need to attract 
young men to the business of insurance 
when he addressed the annual meeting 
of the American Association of Man- 
aging General Agents at Colorado 
Springs, Colo., last week. Speaking on 
getting desirable men into the local and 
general agency field and offering them 
chances at partnerships Mr. Fergason 
said: 

“If tomorrow's management is devel- 
oped to the point that a partnership 
interest is indicated, here are some inter- 
esting observations concerning the final 
step: 

“1. Have a definite plan for teaching 
him how you have built your agency 
and how you expect him to carry on. 

2. Be prepared to spend time with 
him discussing your customers and your 
plans for the future, 

“3. Give him some of your accounts 
to work on. Help him; you will be help- 
ing yourself. 

“4. Don’t be afraid the will steal your 
customers and open up his own agency. 
Treat him right and compensate him 
adequately and he will not leave. 

“If there is a definite training program 
and each partner cooperates in the pro- 
gram, persons can be found who will 
come into agencies in order to learn the 
Operations and take advantage of the 
Opportunities thus offered. An employe 
Should not be a partner when he first 
enters the agency. 

“However, in two or three years, a 
small interest in the agency with an 
opportunity to participate in the profits 
will be an effective incentive.” 





KELLER MANAGER AT TOLEDO 
_Western Adjustment and Inspection 
Co. has promoted J. R. Keller to man- 
ager at Toledo, Ohio. He was formerly 
Manager at Sandusky, Ohio. 


PLM INSTALLMENT PLAN 





Designed to Promote Better Insurance 
Coverage and to Increase Business 
of Company’s Agents 


Pennsylvania Lumbermens Mutual, 
Philadelphia, announces a plan for in- 
stallment purchase of fire and other 
types of insurance policies written. The 
company said it was designed to en- 
courage more adequate coverage of risks 


and to promote additional business for 
its agents. 

The PLM premium budget plan applies 
to one-year, three-year and five-year 
policies. Payments can be made monthly, 
quarterly, semi-annually or annually. 
Premiums of any amount are included 
in the plan, After writing a policy, the 
agent receives the premium currently 


and in full from the First Pennsylvania 
Banking and Trust Co., Philadelphia, 
through which the PLM plan operates. 













The policyholder makes his installment 
payments to the bank, 

The premium budget plan, said PLM 
President Fred H. Ludwig, makes it 
easier for the agent to sell the amount 
of coverage the assured actually needs 
and gives the agent a sales tool to pro- 
mote multiple-line writing. The agent 
receives his commissions on a current 
basis, reduces collection expenses, boosts 
premium volume, simplifies office pro- 
cedure, reduces his costs, has more time 
to serve his accounts and seek new 
business, 
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FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY + THE MARINE INSURANCE CO., LTD. « THE SEA INSURANCE CcO., LTD. 


LONDON ASSURANCE (MARINE DEPT.) * ALLIANCE ASSURANCE Co., LTD. 


Ocean and Inland Marine 2 


Life Insurance through Federal’s affiliate Colonial Life Insurance Company of America 


Aviation Insurance through Associated Aviation Underwriters 
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CHUBB & SON » Underwriters 


90 John Street, New York 38, New York 


Managers 


Fire and Automobile * 


column to support a roof. 
Similarly, one virtue or one 
talent is not adequate to serve 
the diverse requirements of 


today’s economy. 


True service is premised on the 
same basic rules that govern 
the endurance of architecture. 
If it is to resist the action of 
storm and time it must rest 
securely on its pillars of 


character, skill and experience. 


The organizational cornerstone 
of Chubb & Son was laid 

in 1882. It has grown since... 
not as a rambling structure but, 
. rather, as an example in the 
functional architecture of 


service. 
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Seymour, Reelected NAUA President, 
Foresees Higher Rates and More Cars 


The National Automobile Under- 
writers Association held its 28th annual 
meeting at the Hotel Statler in New 
York City on May 21. A. C. Seymour, 
deputy United States manager and ex- 
ecutive vice president of the Royal-Globe 
Insurance Group, was reelected presi- 
dent, Tudor Jones, vice president of the 
Aetna Insurance Co., was reelected vice 
president; and Mortimer E. Sprague, 
vice president of the Home Insurance 
Co., was reelected treasurer. 

In addition to these officers who also 
remain members of the board of direc- 
tors, nine directors were elected, five 
directors at large and four representing 
the regional territories. The directors 
at large are: Roger D. Billings, vice 
president, Great American; James L. 
Dorris, president, Hanover; C. J. Haugh, 
vice president, Travelers Indemnity; and 
T. B. Kelley, vice president and assistant 
United States manager, Commercial 
Union-Ocean Insurance Group—whose 
terms expire in 1960; also James M. 
Bugbee, vice president, Maryland Cas- 
ualty, elected for one year to serve the 
unexpired term of Harold E. Beyer, pres- 
ident of Motors Insurance Corporation, 
who has resigned as a director. ; 

In his report to the association Presi- 
dent Seymour stated there is little reason 
for optimism as to any downward trend 
in loss frequency, due to the style of the 
new autos expected this year and to the 
bad traffic accident record. He foresees 


higher insurance rates, and cited the 
efforts to achieve such rate improve- 
ment now. 


Regional Directors 

Regional directors elected are as fol- 
lows: East, F. A. Seiler, vice president, 
American Surety; Pacific Coast, A. J. 
Stocklmier, manager, Pacific Coast de- 
partment, London and_ Lancashire; 
South, A. G. Trundle, manager, Southern 
department, Aetna Casualty and Surety; 
West, Frank L. Ludington, manager, 
Western department, Atlas Assurance. 


Hold-over directors at large whose 
terms expire in 1959 are: Walter J. 
Christensen, executive vice president, 


Loyalty Group; George C. Peacock, vice 
president, Agricultural, and J. R. Robin- 
son, president Phoenix Assurance. | 

Other members of the board by virtue 
of their being past presidents, are: J. 
Victor Herd, chairman and president, 
America Fore Loyalty Group; Arthur 
L. Polley, vice president, Hartford Fire, 
and Wm. B. Rearden, president, Loyalty 
Group. Howard S. Omsberg continues 
as secretary and manager. 

President’s Report 

“The year 1957 was a painful one in all 
departments of our business—fire, cas- 
ualty and marine,” President Seymour 
stated. “Automobile physical damage 
insurance with which we are concerned 
showed an aggregate loss. We can see 
that the deterioration in experience 
started late in 1955, continued at an ac- 
celerated pace through 1956 and we 
would like to think, reached its peak 
in 1957. 

“The most important task of the asso- 
ciation was to secure proper rate adjust- 
ments, mostly increases, and practically 
countrywide. During 1957 and thus far 
in 1958 revised rates have been put into 
effect in all but two of the states and 
territories in which we are licensed. The 
increases have ranged as high as 17% 
statewide. More significantly, in 19 of 
these states rate adjustments were ap- 
proved in 1957 and again in 1958. In 
these states the combined effect is an 
average increase in excess of 20%. In 
the remaining states the first round has 





Vincent James, N.Y. 


A. C. SEYMOUR 


resulted in increases averaging nearly 
10%. The loss indications now under 
consideration call for further comparable 
adjustments, and rate filings will be made 
as promptly as possible. 

“In terms of dollars, the 1957 revisions 
added $70 million to the annual pre- 
mium income and the 1958 revisions 
thus far represent an additional $30 mil- 


lion. 
Rate Relief Badly Needed 

“We have no doubt that this rate relief 
was badly needed. The upward loss trend 
reflects primarily a steady increase in 
the average claim paid. This is, of 
course, the product of increases in cost 
of repair parts and of labor and of the 
shift to more complex automobile styl- 
ing,” said Mr. Seymour. 

“Comprehensive coverage is a ‘problem 
child’ chiefly because of glass claims, so 
many of which now involve expensive 
wrap-around, tinted windshields, and the 
like; in some territories rate increases 
exceeding 50% were necessary. We 
recognize that this is an acute and press- 
ing problem which perhaps is not sus- 
ceptible to correction by rate treatment 
alone. A special committee of the asso- 
ciation is studying it and expects to make 
its recommendations shortly. 





“During the past year important 
changes were made in the rating for- 
mula, The experience period was reduced 
from three years to two and new weight- 
ing factors of 70% for the later year and 
30% for the earlier year were adopted. 
In addition, use of the Cost of Living 
Index factor to adjust losses was dis- 
continued in favor of the Automobile 
Repair Index published by the U. S. 
Department of Labor. These modifica- 
tions have the effect of making the rat- 
ing formula more responsive to chang- 
ing conditions. Furthermore, following 
a special meeting of the membership, a 
specific catastrophe loading was included 
in the formula for the first time. 

“The changes in the fleet formulas 
reported last year have been introduced 
in every state except Michigan where we 
hope that current negotiations will result 
in the aguption of the program. 


Cooperation With Naticnal Bureau 


“The »ssociation and the National Bur- 
eau of Casualty Underwriters have made 
considerable progress toward establish- 
ing uniform rating and statistical defini- 
tions and codes. During 1957 this uni- 
form territorial program was adopted in 
26 states and territories and will be in- 
stituted in others as rapidly as possible. 

“The association and the National 
Bureau have cooperated closely in the 
matter of common effective dates. Since 
this is a subject which is of practical 
concern to both companies and agents, 
I think I should explain that while the 
program has advantages, it also has some 
important disadvantaves. Occasionally it 
means that one organization will inherit 
the problems of the other, leading to 
delays at best. When this has happened, 
recognizing that adequate rates are of 
first importance, we have by common 
consent gone our separate ways. 

“The first revision of the Family Auto- 
mobile Policy became effective in most 
states on May 1. This revision elimin- 
ated undesirable features which became 
apparent after the policy was in use. 

“A dealers’ program became effective 
in most states on May 1. This included 
changes in rates and the minimum pre- 
mium rule, the modification of forms, 
and the introduction of several new cov- 
erages in order to meet more exactly the 
dealers’ insurance needs today. ~ 

“There are 457 members and subscri- 
bers in the association and the volume 
of work handled by the statistical di- 
vision reached an all-time high in 1957 
when over 53% million punch cards were 
processed. The premium volume at $1,- 
068.000,000 was 6.2% greater than in 
1956. 

Rate Revision Troubles 

“The NAVA is a billion dollar organ- 
ization and one of its prime responsibil- 
ities is to try to maintain reasonable 
rate levels. As you have heard, it has 
been a year of intense activity and we 
were required to attend more hearings 
during the past 12 months than during 
the previous 10-year period. We are 
appreciative of the cooperation of the 
Insurance Departments and of the 
prompt recognition given to our needs 
in most jurisdictions, which is apparent 
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from the of rate revisions | 
have read. 

“But I would be less than honest if I 
did not say that we have been shocked 
and dismayed by the difficulties we have 
encountered in some states, While we 
realize that most questions have two 
sides—at least—we believe that the rate 
filings we made were substantiated by 
the supporting figures prepared in the 
accepted manner, Some of our. diffi- 
culties were caused by outside pressures, 
which makes us wonder whether we have 
told our story as effectively and widely 
as we should. We are not the only ones 
who are thinking along these lines and 
there seems little doubt that during the 
coming months public relations should 
be one of the foremost subjects for con- 
sideration,” President Seymour stressed. 

“The number of vehicles on the road 
continued to gain in 1957 with a new 
peak of 61,208,000 units. The trend 
towards two-car families is still increas- 
ing. We cannot doubt that companies 
and producers are faced with a con- 
tinually expanding market. 


New Model Cars 

“Informed opinion tells us that new 
model cars which the industry plans to 
introduce as early as September this 
year will be lower and larger, with bodies 
wider and longer, lots of chrome trim, 
more extensive use of glass and possibly 
more types with tail fins. The styling will 
be even more luxurious, with more 
sculptured effects. Labor costs will in all 
probability increase. Thus all the indi- 
cations point to still higher average 
claims costs. There seems to be little 
reason for optimism as to any downward 
trend in loss frequency until the public 
demands a degree of law enforcement 
to meet the traffic accident record. 
wish we could be more optimistic but the 
combination of rising costs and increas- 
ing automobile population with no ex- 
pectation of a miraculous change in ac- 
cident frequency just adds up to higher 
Insurance rates. 

Frame to Succeed Hall 

“Application for. retirement has been 
made by Actuary William D. Hall which 
has been approved by the board of di- 
rectors to become effective June 30, He 
has been a tower of strength in the as- 
sociation, He has earned respect for his 
wide knowledge of our business and for 
his integrity. On behalf of the associa- 
tion I would like to express our appreci- 
ation for the important services he has 
rendered and to wish him many years 
of good health and happiness. 

“Dan Frame, who has been a senior 
member of the staff and Mr, Hall’s as- 
sistant for almost ten years, has been 
appointed to succeed him. He is well 
qualified to take over the added respon- 
sibilities that accompany his new title 
of Actuary and we wish him well. 

“It is customary to express thanks to 
the committees and to the staff and I do 
so very sincerely. I have always been 
impressed by the spirit which prevades 
the association and the indentification 
with its affairs which have characterized 
the many meetings of your committees 


(Continued on Page 41) 
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Supt. Wikler Rules on 
N. Y. Workmen’s Comp. 


CHANGES 25-YEAR PRACTICE 








WC Fund Experience Now to be Ex- 
cluded for Over-all Purposes in 
Board Computations 





New York Superintendent Julius S. 
Wikler on May 15 announced revisions 
in workmen’s compensation rates, order- 
ing that “not later than 60 days from 
the date of this decision, the rates... 
shall be adjusted to reflect the exclusion 


of the loss experience of the State In- 
surance Fund from the experience on 
which they are based for over-all rate 
level purposes.” 

The decision sets a precedent in that 
for over 25 years the New York State 
Workmen’s Compensation Insurance 
Rating Board included the experience of 
the Fund in its calculations of the over- 
all rate level. 

In his opinion Superintendent Wikler 
states that the function of the Superin- 
tendent in applying the statutory stand- 
ards is to look at the filings primarily 
from the viewpoint of the public. 

The opinion further pointed out that 
in the past 10 years the “premiums 
received by the stock and mutual com- 
panies were almost 72 million dollars 
more than they would have been if the 
Fund experience had been excluded and 
that for the past 24 year period the 
amount was more than $99,470,000. It is 
anticipated, therefore, that the money 
saved to the public as a result of this 
decision will be used in great measure 
to pay for the added benefits to injured 
workmen recently enacted into law with- 
out increasing. the insurance premiums 
paid by the employers.” 


Refers to Poorer Fund Experience 


He referred to a bill recently signed 
by Governor Harriman raising weekly 
compensation benefits for sick and in- 
jured workers from a maximum of $36 
to $45. 

“The inclusion of State Fund loss ex- 
perience which, over a period of 24 years, 
has been consistently poorer than the 
average loss experience of private car- 
riers, results in inflated premiums, which 
justifies the conclusion that the pre- 
mium rate filings are excessive,” Super- 
intendent Wikler said. 

Under Mr. Wikler’s order the com- 
panies must adjust their insurance rat- 
ings. Thereafter they must either lower 
them or maintain them despite in- 
creased benefits. 

In the course of a 15-page Opinion 
and Decision, Superintendent Wikler 
remarks that “for the purpose of dis- 
tribution of loss costs fairly among the 
large number of minor classifications 
included in the 700 Board classifications, 
with proper relativity, which determina- 
tions are made prior to and without 
relationship to the determination of the 
overall rate level, I see no fundamental 
reason why the Board should not con- 
tinue to use the State Insurance Fund 
loss experience for the determination of 
classification relativity.” 








Advance Ralph J. Gavin 


Ralph J. Gavin, formerly executive 
Special agent in Continental Casualty’s 
Chicago A. & H. special risks depart- 
ment, has been promoted sales manager 
of the commercial division of the com- 
pany. He joined the company in 1953 
and became recognized as the outstand- 
Ing commercial special agent in the Chi- 
cago A. & H. branch. He'graduated from 
-oyola University in 1951 with a degree 
IN Sociology. 








ANNUAL MEETING OF NELIA 





Featured Annual Reports and Elections; 
F. X. Boylan Named Assistant 
General Manager and Secretary 
The annual meeting of the Nuclear 
Energy Liability Insurance Association, 
held in New York May 13, featured elec- 

tions and annual reports. 

Aetna Casualty & Surety, Fidelity & 
Casualty and Maryland Casualty were 
re-elected to the governing committee 
for three-year terms. 

J. Dewey Dorsett was re-elected gen- 
eral manager; Richard C. Wagner, as- 
sistant general manager, and James B. 
Donovan, general counsel. Francis X. 
Boylan was promoted to assistant gen- 
eral manager and secretary. 

Other members of the governing com- 
mittee are Hartford Accident & Indem- 
nity, Indemnity Insurance Co. of North 
America, Royal-Globe Insurance Group, 
St. Paul Fire & Marine, Travelers In- 
demnity and United States F. & G. 





Alan F. Eifert Host to 


Great American Leaders 


Alan F. Ejfert, president of Eifert, 
French, & Co., entertained D. R. Acker- 
man, W. E. Newcomb, G. F. Michel- 
bacher, C. M. Close, W. J. Ahearn, S. 
iL, Seitrow,, 1. Hi: Bivan, and: C. J. Car- 
skaddan, all senior officers of the Great 
American Group, at a luncheon cele- 
brating the 25th anniversary of the 


founding of the Agency.. Mr. Ejifert and 
his sons were presented*a gift by the 
Great American Group commemorating 
25 years association as general agent. 
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EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


Introduces Another Service 
to the Insurance Industry-- 


GLASSMOBILE 


Frequently the basic cost of replacing glass is exceeded by 
the extras involved in making the necessary arrangements. 


Exclude the actual bill for repairs, and examine your hidden cost 
for lost adjusters’ time; the phone calls and the office paper work. 
Now—throw the "extras" out the nearest window and call GLASS- 


We make the phone calls, we identify the car and ascertain the 
loss, we make the repair WHEREVER the car may be—at the as- 
sured's home, garage, place of business—WE MEAN WHERE- 
EVER IT MAY BE—we issue the proof of loss—you just forget 
about everything except—THE VERY LOW COST. 


All prices can be found in the Auto Glass Dealers Association 
Catalogue. This is actual wholesale cost, representing a 25%, sav- 
ing to the companies. There is no additional charge for GLASS- 


GLASSMOBILE has available a complete stock of windshield, 
door, quarter and back glass, both clear and tinted. 


In order to provide the fastest and most complete service possible, we 
have three conveniently located plants to serve your needs. 


For information, or for immediate service, call or write to 


EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


JUdson 2-3340 


BRANCHES: Flushing, New York - - - - Hempstead, Long Island 


Rating Bureaus’ Reply Brief Argues 


Right to Test Supt.’s Rate Decision 


A reply brief has been filed in the 
automobile liability rates case, being 
heard in the Appellate Division of the 
New York Supreme Court, by the Na- 
tional Bureau of Casualty Underwriters 
and the Mutual Insurance Rating 
Bureau. 


Counsel for the National Bureau is 
James B. Donovan, Watters & Donovan, 
and for the Mutual Bureau, Henry J. 
Friendly of Cleary, Gottlieb, Friendly & 
Hamilton. 

The bureaus say that the reply brief 
has been made necessary by the “extent 
to which the Respondent has sought to 
raise issues outside the grounds for 
disapproval even purportedly specified 
by the Superintendent, has presented 
inaccurate or incomplete information 
from outside record, and has used autho- 
rities in an unjustified manner. A reply 
under such circumstances is doubly 
necessary,” the bureaus’ representatives 
state, in view of the importance of this 
case. 

Quotes James M. Cahill 


“The record shows that in 1956 accord- 
ing to Insurance Department statistics 
... the National Bureau companies alone 
sustained actual underwriting loss on 
automobile liability insurance in New 
York State of more than $24,000,000... 
The loss ratio for the first half of 1957 
based on losses reported by the com- 
panies under the statistical plan was so 
much higher than that for 1956 that it 
would indicate a rate level increase of 
15% for automobile bodily injury and 
property damage as compared with the 
pg requested in the filings of October, 
1957. 

“Furthermore, as testified by Witness 
Cahill (James M. Cahill, secretary, Na- 


New York, N. Y. 








tional Bureau) .. . ‘when the experience 
for the full year 1957 becomes available 
it will undoubtedly show a worse picture 
than that shown for the first six months 
of 1957. There is nothing to indicate 
a change in trend,” the reply brief states. 


Charge Irrelevant Issues Raised 


Under the heading “Irrelevant and Ar- 
tificial Issues Sought to Be Raised” the 
bureau document tackles Respondents 
effort to make it appear that rating 
organizations .. . are evil combinations. 
On the contrary, the bureaus indicate, 
Congress and the New York State 
Legislature (Ins. Law 181) specifically 
permitted their continued operation, and 
considered the desirability to the insur- 
ance-carrying public of predicating rates 
on experience of many companies. In 
fact, the bureaus contend, inadequacy 
of rates was the initial objective (1911 
Merritt Committee) of insurance regula- 
tion in New York. 

Also, they hold, “the Respondent would 
disregard the record” on the extent of 
competition in New York where 185 
separate companies wrote auto liability 
in 1956, with 20% written by a non- 
bureau company, the Allstate. This be- 
speaks vigorous competion both in rates 
and service. 


Burden of Explaining Departures from 
Standard Practice 


The bureaus in the reply brief also 
wish “to squelch the notion, wrongly 
attributed to us by Respondent, that 
the petitioners would make of the Super- 
intendent a mere computer, or have the 
State abdicate its responsibilities to the 
public in this field.” The bureaus say 
they take no such position, rather, urg- 
ing that (a) A Superintendent in dis- 
approving a filing must give written 
notice of disapproval “specifying therein 
in what respects he finds such filing 
fails to meet the requirements (of the 
Insurance Law) .. . and his disapproval 
must stand or fall on the grounds 
specified ...” 

(b) A Superintendent who would de- 
part from time tested rate-making prac- 
tices used by all his predecessors for 
over 30 years and by the Superintendents 
in 46 out of the 48 other states has a 
very heavy burden to explain satisfac- 
torily both what is wrong with these 
practices and why his new approach 
is better ... This applies to both of the 
grounds for disapproval which the Super- 
intendent still advances, his insistence 
on the use of five years’ experience 
instead of two, and his criticism of the 
established method of treating general 
administration expenses. The passage 
of the Compulsory Automobile Insurance 
Law is no longer seriously pressed as 
ground for disapproval, the Bureaus says. 

Finally, “before turning to matters 
which are in issue” the bureaus answered 
that Attorney General’s argument that 
the companies are in such good overall 
financial (investment income) condition 
that they really don’t need the rate in- 
crease. : 

The Bureaus point out that in his notice 
of disapproval the Superintendent raised 
no issue with respect to the companies’ 
financial condition or with respect to the 
allowance included in the expense pro- 
vision of 3.5% of premiums and con- 
tingencies, which is to be compared with 
the 5% allowance for this purpose in 
almost all other states and territories. 
Having failed to specify as a ground 
for disapproval, he is not entitled fo 
raise any question regarding such an 
issue at this late date. 

The bureaus’ reply brief states: “The 
Attorney General’s argument that a find- 
ing had to be made as to the over-all 
solvency of the companies is not only 
absurd on its face, but flies in the face 
of past pronouncements of the Insur- 
ance Department that its interest for 


(Continued on Page 39) 
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Travelers “Road Toll” Dramatizes 
1957 Grim Traffic Fatality Record 


“The Road Toll” is the title of The 
Travelers’ annual booklet published in 
the interest of street and highway safety. 
Since it was released a few weeks ago 
millions of copies have been circulated 
countrywide. It tells a grim story of the 
1957 toll of automobile fatalities and in- 
juries, pointing to 38,700 persons killed 
and 2,525,000 persons injured. 

A foreword by J. Doyle DeWitt, pres- 
ident of The Trayelers, and a message 
from Governor A. A. Ribicoff of 
Connecticut are featured in the issue. 

Most significant statistics in the 1957 
road toll are the 3.3% reduction in the 
number of deaths due to automobile acci- 
dents and the 6.6% increase in the num- 
ber of injuries. “It can, and probably 
will, be argued,” says “The Road Toll” 
editor, “that the decrease in fatalities 
indicates a definite improvement in the 
traffic accident situation. Unfortunately, 
we cannot share this optimism. To us, 
the 1957 figures are further proof that 
we cannot obtain a complete picture of 
the traffic accident problem by counting 
deaths alone.” 

It is further pointed out that in the 
20-year period from 1938 to 1957 the an- 
nual death toll rose from 32,000 to 38,- 
700, an increase of 20%. At the same 
time the number of injuries increased 
from 1,145,000 to 2,525,000 a gain of 
120%. During this period motor vehicle 
registration increased 128%. “Thus the 
total number of casualties has kept pace 
with the increase in car registrations 
and the fact that deaths have not risen 
proportionately is hardly a cause for 
rejoicing.” 

Gov. Ribicoff’s Recommendations 


In his guest editorial, “Bold Action or 
Reproach?” Governor Ribicoff recom- 
mended four steps which every citizen 
can and should take to make highway 





Top Management Changes 
Made by Gen’! of America 


A number of top management appoint- 
ments were made recently by General 
of America. R. J. Beech has been named 
eastern division manager, succeeding 
Floyd M. Robbins who was appointed 
vice president in charge of the company’s 
business development department. 

John B. Scurry was named vice presi- 
dent in charge of commercial auto and 
casualty department. He had charge of 
the company’s central division, St. Louis, 
since 1946. The expansion of the com- 
pany’s premium volume in this area from 
$1,000,000 a year in 1936 to over $26,000,- 
000 at present was attributed mainly to 
Mr. Scurry’s development. 





T. W. Michels Named 
Maryland Casualty V.P. 


T. W. Michels, resident vice president 
in charge of Maryland Casualty’s Pacific 
Coast offices, has been elected a vice 
president. He will have charge of all 
company’s operations in territories cov- 
ered by San Francisco, Los Angeles, 
Portland and Phoenix offices. 

Starting with the Maryland in 1925 
as special agent in the San Francisco 
office. Mr. Michels was appointed Los 
Angeles resident manager in 1934. His 
promotion to resident vice president at 
Los Angeles followed in 1946. He was 
named resident vice president in charge 
of Pacific Coast offices in 1953. 





COAL OPERATORS UP 
The paid-up capital of the Coal Oper- 
ators Casualty has been increased from 
$100,000 to $200,000 through the issuance 
of additional shares of $5 par value 


stock. The stock was sold at $7.50 per 
share. 





safety an issue of good government in 
their respective states. He advises: 

1. “Individually or through your citi- 
zens’ organizations, make known to your 
legislators your determination to see a 
strong highway safety program enacted 
in your state. Demand the formation of 
a working safety committee which will 
survey needs, recommend  improve- 
ments in regulations, and focus public 
attention on the urgency of the problem. 

2. “Insist on a program of safety edu- 
cation which begins in the grade schools 
and continues through a mandatory pro- 
gram of driver training before young 
people can receive their licenses. 

3. “Express your support of and will- 
ingness to abide by a program of motor 
vehicle law enforcement without ‘fix’ or 
‘favor.’ 

4. “Develop within yourself the habits 
of care, caution and courtesy behind 
the wheel.” 


President DeWitt’s Message 


President DeWitt of The Travelers 
pays tribute to Governor Ribicoff in his 
message, noting that his campaign in 
Connecticut of law enforcement against 
speeders has captured the imagination of 
the entire nation. 

Mr. DeWitt calls attention to the 
front cover cartoon (by Jerry Marcus) 
and the cartoons through the booklet as 
underscoring a single thought. This is 
that “accidents are caused by ordinary 
people of sound mind and good will. Be- 
fore the devastating crash they wanted 
nothing more than to get from one place 
to another. The toll they paid was more 
than the coin they handed to the collec- 
tor. It was injury, destruction, sometimes 
death.” 

Mr. DeWitt urged that all Americans 
join in a nationwide effort to reduce 
“this grim road toll” during the coming 
months and years. 





1957 Results of American 


Independent Reinsurance Co. 
Walter L. Hays, president of Amer- 
ican Independent Reinsurance Co. of 
Orlando, Fla., reported to stockholders 
at their recent annual meeting that the 
year 1957 could be regarded as “a year 
of achievement” for the company. “The 
biggest problem we have had to over- 
come was the effect of rapid growth 
(growing pains),” Mr. Hays said. 

He explained to stockholders that 
American Independent had had_ only 
one-third of its originally planned capi- 
tal with which to work (350,000 shares 
of the authorized 1,000,000 shares) and 
that no additions to capital have been 
made since 1956. Therefore, he recom- 
mended that the balance of the unsub- 
scribed shares of capital stock be sold 
at the most opportune time. Further- 
more, that these shares be first offered 
to present stockholders and then, that 
any remaining shares be offered to the 
general public. 

During 1957 the company’s assets in- 
creased by $575,040 to a year-end total 
of $2,651,815. Premiums written totaled 
$2,276,734, a gain of $934,849 over 1956. 
Reserve for unearned premiums stood at 
$665,490, an increase of $192,360. “In 
other words,” Mr. Hays pointed out, “a 
total of $192,360 of the 1957 income was 
plowed back into the “reserve for 
growth.” 

Reserve for losses and loss expense 
increased $64,381 to a total of $139,405. 

As to underwriting results, Mr. Hays 
observed that “on the adjusted earnings 
basis (after taking credit for equity 
in increase in unearned premium re- 
serve) from underwriting alone there 
would be a gain of $29,624. However, 
since 1955 it has been necessary to plow 
back $665,490 of our income into un- 
earned premium reserve because of in- 
crease in premium writings. Thus, the 





N. Y. INSURANCE LAW RULINGS 


Given by Attorney General Lefkowitz 
in Letter to Deputy Ins. Superin- 
tendent Raymond Harris 
Attorney General Louis J. Lefkowitz, 
in a letter dated May 1, has informed 
Raymond Harris, chief counsel and Dep- 
uty Superintendent, New York Insur- 
ance Department, on a number of mat- 
ters concerning the Code of Criminal 
Procedure and also New York Insur- 

ance Law. 

The Code of Criminal Procedure (Sec- 
tion 554-b) in regard to duration of term 
bonds given by foreign insurers pro- 
vides that every license “shall be for 
a term expiring on June 30 following the 
date of issuance, except that at any time 
after a licensed foreign or alien insurer 
has filed its annual statement, pursuant 
to Section 26 of Insurance Law, the Su- 
perintendent may issue to such insurer 
a renewal license for the next year, but 
every such renewal license is required 
to be for a term expiring on June 30 of 
the next year (Insurance Law, Section 
40, subd. 5).” 

Further the Attorney General’s letter 
deals with the authority of an insurance 
agent to do business. “The insurance law 
provides that any license issued to an 
insurance agent of any insurer engaged 
in the business shall be in effect 
during the time for which the insurer 
appointing such agent is licensed to do 
an insurance business in this State un- 
less sooner terminated, revoked or sus- 
pended. (Section 114-115).” 

In regard to a license to do business 
as a professional bondsman, Mr. Lef- 
kowitz’ opinion is that “the law requires 
a bond for the term for which the li- 
cense to engage in such a business is 
issued. In the case of foreign or alien 
insurers and their employes, officers and 
agents, the bond may be for the term 
commencing on the date of issuance of 
the original license, or, if the license is 
a renewal license, commencing on the 
date of the beginning of the renewal 
license period, and ending on the follow- 
ing June 30, and need not be withou: 
term.” 





ADOPTS NEW NAME 





Nationwide General Instead of Trans- 
America for New Company in 
Nationwide Group 
Nationwide General Insurance Co. has 
been adopted as the name of Nation- 
wide’s new company which will market 
merit-rated automobile insurance—dis- 
counts for safe driving and_ penalities 
for accidents. It was chartered last fall 

as Trans-America Insurance Co. 

This change was made to avoid a pos- 
sible conflict with similar names in the 
insurance field. The new name reflects 
the firm’s association with the Nation- 
wide Insurance Group of Columbus, O. 
Murray D. Lincoln, president, said the 
new company expects to begin actual 
operations this summer. 





SWISS CO. JOINS SURETY ASSN. 
The Zurich Insurance Co. of Zurich, 
Switzerland, whose United States 
branch is located at Chicago, has been 
elected to membership in the Surety 
Association of America. Another mem- 
ber of the Zurich-American Group, 
American Guarantee & Liability, has 
been a member of the association since 
December, 1939. This brings total mem- 
bership to 83 insurance companies. 





underwriting for 1957 showed a statutory 
loss of $47,319.” 

However, the company made a net 
gain from investments of $50,466, and on 
the adjusted earnings basis, net gain 
from investments and underwriting 
(without adjustment to Federal income 
taxes, if any) amounted to $80,090. 

Surplus at the year-end stood at 
$847,675 which, with capital of $350,- 
000, gave a surplus to policyholders of 
$1,197,675. 

All officers and directors of the com- 
pany were re-elected. 





W. M. Smiley Retires As 


General Reinsurance V. P, 

Ward M. Smiley, vice president of 
General Reinsurance Corp., who has a 
host of friends in the insurance world, 
retired May 1 under provisions of the 
company’s pension plan. 

Mr. Smiley has been with Gencral 
Re. since 1946. He began his insurance 
career more than 35 years ago as a 
bonding claims engineer with the old 
Southern Surety Co. after extensive 
experience in the contracting field, 
Later he was associated with National 
Union Indemnity Co. at Pittsburgh and 
with Home Indemnity at Columbus, Ohio, 

Mr. Smiley joined the Mellbank 
Surety Corp. of Pittsburgh in 1937 as 
vice president and remained as_ vice 
president and chief operating executive 
in the successor company, Mellon In- 
demnity Corp. 

On the merging of Mellon Indemnity 
with General Reinsurance, Mr. Smiley 
became an officer of the latter company 


with underwriting and claim handling 
responsibilities. For the past two years 
he has devoted virtually all his time 


to bond claim and loss prevention work 
He will continue to make his home in 
Uniondale, L. 





Insurance Buyers Meetings 


Scheduled for June-August 
The American Society of Insurance 
Management has scheduled the following 
insurance workshops for New York: 
General Insurance — developing — proper 
general insurance coverage, June 2-4; 
Fire and Business Interruption—cover- 
ing fire and business interruption risks, 
June 16-18; Liability Insurance—“Um- 
brella” and other new liability ap- 
proaches, June 16-18. 

Modern Corporate insurance manage- 
ment will be the subject of an ASIM 
workshop, August 11-15, in Colgate 
University, Hamilton, N. Y. 


UNINSURED DRIVERS’ FIGURES 





New York Bureau of Motor Vehicles 
Cracks Down on Residents and 
Out-of-State Motorists 
During March Commissioner Joseph 
P. Kelly, New York State Bureau of 
Motor Vehicles, revoked the driver's 
licenses and car registration. plates ot 
116 motorists, including 23 non-owners, 
for one year for operating uninsured 
vehicles. Of these, 104 were involved in 
accidents while their insurance was not 
in force, Twelve others, not involved 
in accidents, lost their licenses for one 

year for driving without insurance. 

During March, 56,152 30-day registra- 
tion revocations were issued for lapse ol 
coverage but subsequently 28,624 were 
rescinded when the bureau received 
proof that there was actually no_ lapse 
in coverage. 

At the same time, 17,605 owners vol- 
untarily surrendered their plates to 
avoid revocation. They may regain their 
plates without penalty upon presentation 
of new certificates of insurance. 

Out-of-state residents also lost their 
privileges to drive in New York State 
during March for failure to carry insur- 
ance, 750 of them being so penalized. 
These latter revocations have totaled 
2,887 during the first two months ol 
1958 since the law began its second yeat 
of operation. 





TWO WIN PROMOTION 

Roger M. Myrick has been transferred 
to Hartford from the Boston branch o!- 
fice of the Hartford Steam Boiler an 
will be assistant superintendent of the 
home office underwriting department. 
James E. Stapleton, now chief under- 
writer in Boston, succeeds him as office 
supervisor there. Both promotions be- 
came effective May 1. 





INSTALLS ALLSTATE ZONE V.P. 

In a ceremony last month in Kansas 
City, Stafford J. Robinson was installed 
as vice president of Allstate’s new west 
central zone. 
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Changes in Public 
Official Bond Field 


ANNOUNCED BY SURETY ASSN. 


Public Employes Blanket Bond Revised, 
Public School Employes Bond 
Introduced, May 21 





Two new developments in the public 
official bond field have been announced 
by the Surety Association of America, 
both effective May 21. These are the 
revision of the public employes blanket 
bond, and the promulgation of a new 
form of blanket bond designated the 
public school system employes blanket 
bond. 

The public employes blanket bond has 
been revised to eliminate the need for 
four separate blanket bonds. The four 
ins uring agreements of the revised bond 
form give coverage corresponding to that 
previously given under the four separate 
bonds, namely: honesty blanket bond, 
honesty blanket position bond, faithful 
performance blanket bond, and faithful 
performance blanket position bond. 

The new public school system em- 
ployes blanket bond is especially de- 
signed for public school systems and it 
vives coverage corresponding to that 
given under the public employes blanket 
bond with the addition of coverage on 
student activities. This new form is to 
be used only where the insured named 
in such bond is a school district or a 
board of education. The special provision 
relating to student activities expands 
the definition of “employe” to include 
any student enrolled in a schocl under 
the jurisdiction of the insured while 
handling or having possession of prop- 
erty or funds in connection with student 
activities or while handling or having 
possession ot United States Savings 
Bonds or stamps, or funds in connection 
with the purchase or sale of such bonds 
or stamps. Any loss of such property, 
funds, bonds or stamps through acts or 
defaults covered by the public school 
system employes blanket bond and com- 
mitted by any employe is deemed to be 
a loss sustained by the insured under 
such bond whether or not the insured 
is legally liable therefor. 


Continental Cas. nciiiaains 


Wiche in Chicago Branch 


Henry Lustgarten, resident vice pres- 
ident of Continental Casualty Co., has 
announced the appointment of Norman 
C. Wiche as liability underwriting man 
ager, of the Chicago branch office. Mr. 
Wiche was formerly manager, Kansas 
Citv branch office. 

Mr. Lustgarten, in commenting upon 
the promotion, stated that ‘ ‘Mr. Wiche’s 
excellent underwriting experience makes 
him ides ally suited for this position in the 
company’s largest lability branch opera- 
tion,” 

\ native of Fort Dodge, La., Mr. 
Wiche was educated at the University of 
lowa, He joined Continental in 1948 as 
an automobile liability underwriter. Be- 
fore being sent to Kansas City Mr. 
Wiche had advanced to assistant man- 
ager of the automobile and liability de- 
partments in the Chicago home office of 
the company. 


COLORADO RATES UP 11.3% 
The Mutual Insurance Rating Bureau 
has announced a statewide average in- 
crease of 11.3% for Colorado rates on 
private passenger automobile liability 

risks. The increase took effect May 7 








Five Allstate Promotions 

President Judson B. Branch of the 
Allstate has announced five executive 
appointments. Three district sales man- 


agers have been named: Thomas J. 
Condon in the Long Island regional 
Office; Francis S. Kane and A. Paul 


Williams in Dallas, Tex. 

Charles F. Faske was appointed ac- 
counting division manager at Hartford 
regional office and Donald J. McRae 
is the new. service manager for the 
office. 


Vancouver, Bea: 


New Excess Line Firm. 
Started in Philadelphia 


A new Philadelphia insurance firm de- 
signed to handle hard-to-place and un- 
usual casualty lines has been formed. It 
is the Associated Excess Underwriters, 
es with offices in the Suburban Station 

Building, 16th & Pennsylvania Blvd. 

Dealing through insurance agents and 
brokers only, the firm will specialize in 
solving unusual and problem lines. It will 
represent clients in dealing with British 
insurers. 

Thomas J. Sullivan, Jr., formerly asso- 
ciated with the Reliance of Philadelphia, 
is the local office manager. 





Vote to Study Traffic 
Problems, Not Rate Making 


Rejecting a proposal for an inyestiga- 
tion of the State Insurance Depart- 
ment’s rate-setting powers, the Florida 
State Legislative Council recently voted 
instead to direct its public safety 
committee to study traffic problems 
which result in increased insurance 
rates. 

A majority of the council turned 
down a request by Chairman Cliff Herrell 
of Miami to follow up a Dade County 
grand jury report which recommended 
the rate-setting probe. 

Mr. Herrell’s proposal, based on the 
jury recommendation, called for a special 
committee to determine whether the 
now-combined offices of State Insurance 
Commissioner and State Treasurer 
should be separated. Both are now held 
by J. Edwin Larson. 

Mr. Herrell also recommended that 
the committee look into the need for 
new legislation requiring public hearings 
on all applications for rate increases 
and that a study be made of insurance 
laws in other states. 


Joseph G. Cleary Joins 
New York Mutual Casualty 


Joseph G. Cieary has joined New York 
Mutual Casualty to take charge of its 
workmen’s compensation and public lia- 
bility underwriting. The announcement 
was made by William F. Dowling, presi- 
dent. 

Mr. Cleary was associated with New 
York State Insurance Fund for 22 years, 
his activities including accounting, ac- 
tuarial, and underwriting work. He was 
also connected with the cashier’s depart- 
ment of the Equitable Society. 

His extra curricular activities keep 
him even further informed in this busi- 
ness. Mr. Cleary served as fund repre- 
sentative on the classification committee 
and the rates committee of the New 
York Compensation Insurance Board. 
He has also worked with the Joint 
Legislative Committee on Fire Laws in 
connection with volunteer fireman 
coverage. 


O. G. Schmidt to Manage 
Louisville Office for F. & C. 


The Fidelity & Casualty, member 
company of the America Fore Loyalty 
Group, has appointed O. G. Schmidt as 
resident manager of its Louisville branch 
office. He succeeds Selwyn B. Hoag who 
retires after 28 years service. 

Mr. Schmidt joined the F. & C. in 
1936 at its home office in New York 
City, transferring in 1938 to the Louis- 
ville office as an underwriter. Succes- 
sively he served there as special agent, 
casualty superintendent and agency 
superintendent. In 1956 he was placed in 
charge of the Nashville office. 

Mr. Hoag began his insurance career 
in 1909 with a local agency. He joined 
the America Fore Group in 1930 with 
the Continental, transferring the follow- 
ing year to Fidelity & Casualty as resi- 
dent manager of Atlanta. He transferred 
to the Louisville office as resident man- 
ager in 1933, 














television 


YOU SEE AND HEAR ABOUT 
SECURITY... SERVICE. . . SAVINGS 
THROUGH AGENTS OF KEMPER COMPANIES 





Qe 


Jack Paar 
JACK PAAR SHOW 


David Brinkley 
NBC NEWS 


Chet Huntley 
NBC NEWS 


Kemper Insurance again backs its agents with 
coast-to-coast television shows on NBC. Every 
Wednesday evening on NBC NEWS... . and every 
Monday night on the JACK PAAR SHOW... each 


week until June 4. 


Each week, fourteen million viewers will hear the 
KEMPER INSURANCE story of countrywide 
service, and full line ‘facilities and savings oppor- 
tunities through policyholder dividends. 


Equally stressed are the advantages to the policy- 
holder of doing business through the American 
agency system. 


If you are interested in representing one of the 
progressive KEMPER companies, write N. C. 
Flanagin, Executive Vice President, Chicago 40. 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 
American Manufacturers Mutual Insurance Company 
Federal Mutual Insurance Company 
Fidelity Life Association (A Mutual Legal Reserve Company) 


divisions of KEMPER insurance 


Chicago 40, illinois 
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Employers Re. Shows 
Gains for First Quarter 


NET PREMIUMS’ AT _ $6,209,695 
Assets Ahead by $700,000 to $71,319,480; 
Policyholders’ Surplus Reaches 
Peak of $18,223,778 








Favorable results marked the operation 
of the Employers Reinsurance Corp. for 
the first quarter of 1958. Its writings in 
all lines (net as to reinsurance) for this 
period were $6,209,695 compared with 
$5,910,260 for the first quarter of 1957. 
Fire reinsurance showed a substantial in- 
crease in volume; self-insurance a small 
increase. In the libel and miscellaneous 
lines the gain was approximately 10%. 
In the casualty department all lines ex- 
cept auto P.D., miscellaneous liability 
and miscellaneous P.D. went ahead. Spe- 
cial accounts business, however, showed 
a substantial decrease, major portion of 
which resulted from reduction in pro 
rata reinsurance upon two accounts to- 
gether with reduction in portfolio rein- 
surance. 

The corporation’s assets in the first 
quarter increased approximately $700,000 
to a total of $71,319,480 on March 31. 
Cash at $3,040,676 was in considerably 
reduced amount because of investment in 
bonds of a portion of the funds held 
under reinsurance treaties. Bonds owned 
on March 31 totaled $55,963,313, very 
close to the total of bonds as of last 
December 31. Stocks held on March 31 
totaled $9,574,526 compared with $8,838,- 
454 last December 31. 

Uncollected premiums were close to 
the December 31 figure as were interest 
accrued and other admitted assets. At- 
tention is called to an additional asset 
item in the March 31 statement, that of 
“Securities deposited under reinsurance 
treaties—$1,452,404” which represents in- 
vestment of 75% of funds held for one 
of the Employers’ London reinsurers. 


Policyholders’ Surplus at Peak 


The corporation’s surplus to policy- 
holders reached a peak of $18,223,778 on 
March 31, compared with $17,069,669 last 
December 31, and representing an in- 
crease since December 31, 1951, of $11,- 
156,278. If bonds which are carried on 
the amortized basis were at market 
values on March 31, the policyholders’ 
surplus would have been reduced by only 
about $850,000. 

In its March 31 financial statement the 
corporation showed reserve for claims 
and claims expense of $31,170,776, which 
was only about $5,000 less than the total 
claims figure of last December 31. Re- 
serve for unearned premiums decreased 
about $750,000 and on March 31 was 
$16,074,781. Funds held under reinsurance 
treaties totaled $4,034,356, nearly the 
same as at the 1957 year-end. Reserve 
for taxes and other liabilities, however, 
were up from $1,417,016 of last December 
31 to $1,815,788 on March 31, reflecting 
increased tax liability. 

Pursuing Sound Underwriting Policy 


The management of the company con- 
tinues to feel that a sound and conserva- 
tive underwriting policy is being pursued 
and that reasonably favorable underwrit- 
ing and operating results should continue 
throughout the year. “We are ever 
watchful of the automobile liability lines 
for an increase in loss severity and fre- 
quency and a lessening of the percentage 
of savings in reserves for closed cases. 
Against this possibility we are continu- 
ally reviewing our automobile liability 
accounts and making adjustments in re- 
tentions and rates where considered 
necessary or appropriate. 

“We believe some small benefit is now 
being received from rate increases that 
are being put into effect upon the auto- 
mobile liability line. We hope that these 
rate increases will become more wide- 
spread. It should be remembered, how- 
ever, that at the present time a goodly 
number of our treatyholders are showing 
underwriting profits and this applies to 
several companies which are preponder- 





Significant Decision 
In Minnesota WC Case 


ON CONTRACTORS LIABILITY 





Minnesota Ins. Federation Warns of 
Possible Chaos with Subcontractors 
on Construction Jobs 





A workmen’s compensation decision 
that is of concern to the construction 
industry as well as insurance companies 
has been appealed to the Minnesota 
Supreme Court and has _ far-reaching 


effects on contractors’ liability under 
the workmen’s compensation law of 
Minnesota. 


As explained in a bulletin of the In- 
surance Federation of Minnesota, under 
Minnesota statutes if an employe is 
injured in the course of his employment 
through the negligence of someone other 
than his employer, he may collect work- 
men’s compensation from his employer. 
If the negligent third person causing 
his injury is not engaged in the further- 
ance of a common enterprise with his 
employer, the employe may also proceed 
against such person on account of his 
common law liability, collect from him 
and return to his employer what he has 
received in workmen’s compensation. But 
he cannot proceed against both the 
negligent third person and his employer 
if they are engaged in a common enter- 
prise. 

In the case involved the workman was 
employed by a plumbing concern on a 
job for a mining firm in_ northern 
Minnesota. The American Bridge divi- 
sion of the U. S. Steel Corp. was the 
steel erector on the project. The em- 
ploye was injured by a load of steel 
of the bridge firm slipping and striking 
him. The employe proceeded against 
his employer for workmen’s compensa- 
tion and then sued the bridge firm for 
his injuries on account of its negligence, 
claiming that his employer and the bridge 
firm, although each was_ performing 
work in connection with the project, 
were not engaged in a common enter- 
prise. The lower court agreed and ruled 
the employe had a right to collect from 
the bridge firm. 

“This doctrine, if pursued, would re- 
sult in utter chaos in the construction 
industry where so many different em- 
ployers are involved as subcontractors 
on a particular job,” the Federation 
bulletin says. “Each subcontractor, under 
the decision would be liable under his 
common law liability if his negligence 
caused the injury of the employe of 
another subcontractor.” 


Bookhout and Shugg Win 
Promotions in U. S. F. & G. 


George W. Bookhout, Jr., has been ap- 
pointed assistant casualty director at the 
home office of United States Fidelity & 
Guaranty. He was formerly assistant 
superintendent of the compensation and 
liability department. Succeeding Mr. 
Bookhout in that department is Jack S. 
Shugg, who has been casualty superin- 
tendent of the U.S.F.&G. branch office 
in Springfield, Mass. 

Mr. Bookhout, native of Texas, joined 
U.S.F. &G. at Dallas in 1947 as a casu- 
alty trainee. He rose to casualty super- 
intendent in Dallas before this transfer 
to the home office in 1957. He obtained 
his B.A. degree from Southern Meth- 
odist University and was a naval lieu- 
tenant in World War II. 

Mr. Shugg joined U.S.F.&G. at Bal- 
timore in 1950, and was transferred to 
Springfield office that year. Initially a 
casualty underwriter, he was named cas- 
ualty superintendent in Springfield in 
1955. A graduate of Syracuse Univer- 
sity with B.A. degree, he also is a 
CPCU. During World War II, he was a 


Navy radioman. 








antly writers of automobile insurance,” 
the management reported. 

At the board meeting on May 7 the 
directors of Employers Reinsurance vot- 
ed regular quarterly dividend of 30 cents 
a share, payable May 24 to holders of 
record May 15. 


Ad Conference Ready 
For Annual Meeting 

SET FOR CAPE COD JUNE 22-25 

Theme to Be “Let’s Stop Talking to Our- 


selves”; W. W. Ellis, F. T. Ahearn, 
Morgan Crockford Guest Speakers 








The program is completed for the 35th 
anniversary meeting of Insurance Adver- 
tising Conference to be held June 22-25 
at Cape Codder Hotel, Falmouth, Cape 
Cod, Mass. Theme will be “Let’s Stop 
Talking to Ourselves.” In shaping up 
the program W. Winthrop Clement, 
public relations director of American 
International Underwriters, who is vice 
president of IAC, has featured “a study 
of mass communication media and 
methods by which IAC members can 
tell the story of insurance.” 

Lead-off speaker Monday, June 23, 
will be Robert G. Ives, insurance mer- 
chandising manager of “Life” magazine, 
who will give a film and slide presenta- 
tion of “Opportunities Unlimited,” plus 
a demonstration of one means of com- 
munication to meet the challenge. Next 
on the program will be “Vertical Com- 
munication,” a discussion of the merits 
and limitations of both paid space and 
editorial messages in trade press pub- 
lications. It will be conducted by William 
i. Mohan, assistant advertising manager 
of “Banking,” and Richard Gibson, pro- 
motion manager of “Iron Age,” assisted 
by IAC members who represent the 
insurance press. 

Luncheon speaker will be William W. 
Ellis, field supervisor, Aetna Casualty 
& Surety. 


Two Panel Discussions 


The afternoon program will feature 
two panel discussions, one on “Annual 
Reports” led by William Alrich, man- 
aging editor, “The Spectator’ and 
Howard Sherman, director annual report 
survey, “Financial World” and the other 
on “House Magazines” with five IAC 
members participating. There will follow 
an hour’s demonstration of how motion 
pictures can be productively used in 
the insurance business. AFIA’s film, “A 
Worldwide Insurance Venture,” and that 
of Aetna Casualty & Surety titled 
“Toward a Generation of Safer Drivers,” 
will be shown. 

The dinner speaker Monday evening 
will be Francis T. Ahearn, manager, The 
Insurance Information Office of Connec- 
ticut, whose subject is “It Takes Facts 
As Well As Figures.” 

Headliners at the Tuesday morning 
session will be Vice Presidents Henry 
Brown and Frank Schaffer of Doremus 
& Co, New York advertising agency 
which is handling the NAIA national 
advertising campaign. They will present 
an up-to-date review of results to date 
in this cooperative effort. 

As an innovation Mr. Clement has set 
aside an hour that morning for a so- 
called brainstorming session. Members 
of the audience will be both permitted 
and required to talk for not more tnan 
three minutes per speech about new 
ideas, things they are doing or want to 
do, or have done, or have avoided. 

At the IAC annual award banquet that 
evening the IAC will present Oscars to 
agents winners in “the best use of ad- 
vertising competition”; awards to com- 
panies for excellence of advertising in 
various categories, and recreation prizes 
to IAC people attending the meeting. 


Morgan Crockford to Speak 


At the final session June 25 the guest 
speaker will be Morgan S. Crocktora, 
president of Life Insurance Advertisers 
Association, who is secretary of Excel- 
sior Life of Toronto. Following his 
address the annual business meeting and 
election of officers will be held. IAC 
President Edmund C. Schenke, Royal- 
Globe Insurance Group, will present his 
annual report and other officers will give 
progress reports on the year’s activities. 

Pre-convention features will be the 


president’s reception and 35th anniver- 
sary dinner Sunday evening, June 22. 


Meet Soon to Inaugurate 
N. Y. Indemnification Corp. 


The May 28 forum meeting of the New 
York Insurance Brokers’ Association will 
have as guest speaker Deputy Insurance 
Superintendent Arthur F. Lamanda. Mr, 
Lamanda will discuss the significance 
and philosophy behind the so-called 
Steingut Amendment which was designed 
to close gaps in the New York Compul- 
sory Automobile Insurance law. 

It is reported that New York Super- 
intendent of Insurance Julius Wikler, 
will shortly call a meeting of all carriers 
authorized to write auto insurance in 
New York. To get the indemnification 
corporation into action, six directors will 
be elected at the meeting. These directors 
will subsequently organize the corpora- 
tion and elect its officials. 


DiMartino and Swan Get 
New Posts with N. J. Bureau 


The appointment of Joseph S. DiMar- 
tino and Felix C. Swan to the executive 
staff of the Compensation Rating & 
Inspection Bureau of New Jersey has 
been announced by Manager Bernard 
Hamilton. Mr. DiMartino has_ been 
named superintendent of rating and Mr. 
Swan as superintendent of records. 

Mr. DiMartino, graduate of Newark 
College of Engineering with B.S. degree 
in chemical engineering, has been with 
the bureau since 1951. Mr. Swan, gradu- 
ate of University of Arizona, also joined 
the bureau the same year. 

Robert C. Loughlin, superintendent of 
rating, resigned last month to accept a 
company position. 








Citizens Casualty of N. Y. 
Declares Cash Dividend 


The board of directors of Citizens 
Casualty of New York at a_ regular 
meeting on April 21 declared a dividend 
of 10 cents a share, paid May 12. 

The company, having retired all its 
preferred stock during recent years, is 
now entirely owned by the holders of 
its 500,000 shares of common stock. The 
dividend of 10 cents a share will, there- 
fore, amount to a total of $50,000. 

The first quarter of 1958 gives evi- 
dence of improvement in underwriting 
results. A continuance of this favorable 
trend will justify the consideration of 
an additional dividend when the direc- 
tors convene for the board meeting next 
fall, according to President Jack Hyman. 





Surety Bond Assn. Hears 
Koota Talk on Wiretapping 


The Surety Bond Underwriters Asso- 
ciation of New York had as guest speak- 
er at their recent meeting, Aaron EF. 
Koota, assistant district attorney ot 
Kings County, N. Y. Mr. Koota, who is 
in charge of the Rackets Bureau, spoke 
on the value of wire tapping in prosecu- 
tions and was critical of recent U. S. 
Supreme Court decisions which “cast 
doubt on the right of the District Attor- 
ney to utilize evidence gained through 
wiretaps in court proceedings. 

“Without the right to tap telephone 
wires and use the information thus ob- 
tained to prosecute gangsters and racket- 
eers, the District Attorney’s Rackets 
Bureau, bent on unmasking and jailing 
this ilk, is seriously handicapped if not 
completely stymied,” Mr. Koota declared. 


Hartford Steam Boiler To 
Transfer Robt. W. Wolf, Jr. 


Robert W. Wolf, Jr., has been trans- 
ferred to Hartford from the New York 
branch office of the Hartford Steam 
Boiler and appointed assistant to vice 
president in the company’s underwriting 
activities. 

A native of New Jersey, Mr. Wolf 
was in the Army for three years during 





‘ World War II. He joined the company 


at New York in 1949 as a special agent 
and he served there successively as 
supervising special agent and assistant 
manager. 
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rate making purposes,” they stress, “is 
,” 


confined to ‘underwriting profit’. 
Reply to Unsupported Judgment 


The second main argument of the 
bureaus is headlined “The Superinten- 
dent’s Decision, Based as it is on Un- 
supported ‘Judgment’ Must Be Set Aside 
Because it is Unsupported by Expert 
Opinion or other Evidence and is Con- 
trary to the Evidence of Record.” 

The bureaus charge that the Superin- 
tendent failed to offer any testimony, 
not even that of his own experts present, 
to sustain his grounds for decision or to 
contradict the Bureau’s experts as to 
propriety and long-continued use of the 


loss experience and general administra- 
tion expense components in the filing. 
They hold that of the seven Department 
exhibits only two pertained to. rate 
making in New York. One was just a 
breakdown between B. I. and P. D. of 
substantially the same average loss cost 
(pure premium) figures on which the 
bureaus rely in their exhibit (Mutual 
Bureau 36). Further the second Depart- 
ment Exhibit in this connection is to 
put on a quarterly basis, figures already 
in the record as a National Bureau 
exhibit. “What the Superintendent has 
done,” the bureaus say, “is to thrust 
upon the Petitioners and this Court 
nothing less than an assertion of admin- 
istrative absolutism based upon a claim 
of official infallibility in matters which 
are suggested to be too complex for 
the Court’s interference.” 

The bureaus hold that more is re- 
quired “than the personal invocation by 
the appointment Superintendent of so- 
called official expertise or claimed 
superior judgment on his part.” 

They claim that the right to a hearing 
includes the right to hear and test the 
Superintendent’s case. “. . . he may not 
sit back, present no evidence at the 
hearing, and then, as here, reply on his 
presentation to the Court on materials 
and contentions which the Petitioners 
had no opportunity to test by cross 
examination or meet by rebuttal.” 

The reply brief states that on this 
record the Court has ample power to 
set aside the Superintendent’s decision, 
in contrast to the Attorney General’s 
argument that little evidence was needed 
to sustain the Superintendent’s decision. 

They hold that “if the judicial review 
provided by the Legislature is to have 
any substance the Court should set aside 
the Superintendent’s decision, where, as 
here, it is based on his own unsupported 
rationalization.” 

Other main arguments in the reply 
brief, hold that the Superintendent’s 
ground for disapproval that the provision 
for losses was based on the two most 
recent policy years, rather than that of 
five years, has no evidentiary basis. Also, 
that the “loading for general adminis- 
tration expense is predicated on an un- 
sound basis” too has no evidentiary 
basis. i 


On Inclusion For Unsettled Claims 


As to two-year against the five policy 
year experience, the Bureaus said that 
inclusion of reserves for claims not yet 
Settled does not impair the reliability 
of the loss experience for the two most 
recent policy years. The loss develop- 
ment factor had been developed over a 
Period of years to where J. M. Muir, 
Secretary, Mutual Bureau, could testify 
that the error over a ten-year period 
averages only $0.05 on $30. 

s to the general administration ex- 
Pense, the bureaus hold that the Re- 
spondents brief gave a totally wrong im- 
Pression by frequently referring to “ex- 
Penses” without the qualifying words 
general administration” and in general 
approach gave the impression that this 
Was an important part of the rate, where- 
as “this item consists of the residual ex- 
Pense items that are practically impos- 
sible to segregate to any state.” They 


Wikler’s Workmen's Comp. Ruling 


(Continued from Page 35) 


explain: “These general administration 
expenses reflect only 51%4% of the pre- 
mium; the use of any other method of 
allocation would not redistribute more 
than a fraction of this 544%; and the 
cost of allocation other than by another 
formula would itself add to general 
administration expenses. Thus it has 
been customary for many years in al- 
most all jurisdictions, including New 
York, to express the provision in the 
rates for general administration expenses 
as a percentage of premiums, based on 
the countrywide ratio of general ad- 
ministration expenses to premiums.” 

In conclusion the reply brief of the 
rating bureaus states: “If the specifica- 
tions advanced by the Superintendent 
in his notice of disapproval are invalid, 
as we have shown them to be, his dis- 
approval is likewise invalid, and the filing 
must be deemed to meet the require- 
ments of the Insurance Law and to be 
effective at the end of the waiting period 
subject only to contractual relations be- 
tween the insurers and their policy 
holders. Nothing in the Law gives the 
Superintendent a second bite at this 
particular cherry.” 
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State Farm Transfers Allen, 
Edgeworth from New Jersey 


O. A. “Buck” Edgeworth has_ been 
named assistant state director in Penn- 
sylvania for State Farm Mutual Auto- 
mobile. He will assume his new duties 
about June 1. Mr. Edgeworth has been 
assistant state director for New Jersey 
since 1955. 

Arthur Allen is promoted to regional 
life manager for State Farm Life at the 
south central office, Murfreesboro, Tenn. 


Mr. Allen was agency supervisor for 


WISCONSIN CASUALTY MGRS. 

New officers of the Casualty Managers 
Association of Wisconsin are President, 
Thomas W. Roberts, American Surety; 
vice president, Lewis Wargin, Hartford 
Accident & Indemnity; treasurer, Fred 
H. Farmer, Great American Indemnity, 
and secretary, George H. Clark, Royal- 
Globe Insurance Group. 





New Jersey. The Murfreesboro branch 
is a new Office of the life company, and 


part of State Farm’s decentralization 
program. 









A free booklet, ‘‘Will your youngster go to college?”’ is helping 
many brokers sell more education insurance. This handy pocket 
guide outlines the cost of tuition, fees, room and board 

at more than 200 leading colieges and universities throughout 

the United States and Canada. The booklet also explains, 

in easy-to-understand words and pictures, why a college education 
is so important these days, and points out that a Prudential 
Education Plan can guarantee funds for a youngster’s 

college education. For your copy of this helpful 

sales aid, just clip and send in the coupon today. 


YOU'LL ENJOY “‘THE TWENTIETH CENTURY,” SUNDAYS, CBS-TV 
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To: Brokerage Service. The Prudential, Newark 1,N.J. 


OC Please send me a free copy of “Will your 
youngster go to college?’”’ 
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Accidents Health 











120 Days’ Notice to 
Chicago Blue Cross 


TO COMPLY WITH DEPT. ORDER 





Illinois Director Gerber Views Effect 
of “Bank” Handling out of State 
Blue Cross Claims 





Illinois Director of Insurance Joseph 
S. Gerber on May 14 granted Hospital 
Service Corp. of Chicago, one of two 
Blue Cross plans in Illinois, 120 days to 
comply with a Department order which 
provides that Blue subscribers 
may not be given benefits different from 
those provided for under their sub- 
scribers’ certificates regardless of where 


Cross 


the subscriber is hospitalized. 

An order was issued by Mr. Gerber 
on May 2 against the Illinois Hospital 
Service, Inc., of Rockford, the other 
Illinois Blue Cross plan. The Rockford 
company was given 30 days to comply 
with the order and is now taking the 
necessary steps. 

The order is the result of hearings 
held during the past several months by 
the Department. The hearings were 
principally concerned with the effect of 
the operation of a clearing house known 
as the Blue Cross Interplan Service 
Benefit Bank which for the most part 
handles claims of Blue Cross subscribers 
hospitalized outside their home state. 


Report of Hearing Officer 


Hearing officer Lawrence A. Berman 
found that the “bank” operation in 
many cases resulted’ in subscribers being 
given greater benefits than those pro- 
vided in their certificates, while in other 
cases smaller benefits were given. Mr. 
Berman also determined that these excess 
benefits resulted in the companies’ rates 
for hospital care being increased. 

Both Blue Cross organizations have 
advised the Department that their sub- 
scribers’ claims for out of state care 
will continue to be handled so their 
subscribers will not be inconvenienced. 

Director Gerber said the additional 
time was given the Chicago Blue Cross 
because it has a larger number of sub- 
scribers than the Rockford plan. He 
also said that only about five per cent 
of all claims handled by the two com- 
panies were processed through the 
“bank,” but that even this small per- 
centage involves large sums of money 
in excess benefits. 





Mutual-United of Omaha 
Expand Group Claim Dept. 


The expansion of its group claim de- 
partment and promotion of three men 
in the division is announced for Mutual 
and United of Omaha by A. W. Randall, 
assistant vice president. 

George Edson has been appointed 
manager of the group claim department 
and Jack Frazell becomes supervisor of 
the group claim service. The newly cre- 
ated post of field supervisor will be filled 
by Mauri Griffin. 

Both Mr. Edson and Mr. Frazell have 
had extensive experience in individual 
and group claims. Mr. Edson thas also 
spent two years in United of Omaha’s 
life accounting department. Mr. Griffin 
will be responsible for all group claim 
service in the Omaha, Denver and Min- 
neapolis group offices. He was formerly 
claim manager in the Butte, Montana 
group office. 

Mr. Randall stated that, “the expan- 
sion of the group claim department was 
necessary to maintain our high level of 
claim research and field services.” 





$4 MILLION CONTRACT SIGNED 





By Mutual of Omaha to Cover Medi- 
care in Texas; Now Handles $18 
Million in 19 States 
The signing of an annual $4 million 
contract between the Department of the 
Army and Mutual of Omaha was an- 
nounced May 6. The company has been 
responsibility for handling 

officially the Dependents 
Care Program, for the state 


assigned 
Medicare, 
Medical 
of Texas. 

A joint announcement made by 
Major General Paul I. Robinson, execu- 
tive director of the Office for Depend- 
ents’ Medical Care, and Gale Davis, 
vice president of Mutual of Omaha. 

“The assumption of the Texas pay- 
ments,” stated Mr. Davis, “increases 
our Medicare operation nearly 23%.” 

With the addition of Texas, Mutual 
of Omaha is now administering $18 
million in 19 states for the U. S. Gov- 
ernment. The entire operation is on 
a cost reimbursement basis. 


was 





NEW A. & H. BRANCH MANAGER 

James A. Kincl has been appointed 
A. & H. manager of the New Orleans 
branch office of Continental Casualty. 
He joined the company in June, 1955, as 
a fieldman in the Chicago A. & H. 
branch office. Prior to this latest promo- 
tion he was executive special agent for 
individual policy sales in Chicago branch. 


REVIEW IAAHU CONSTITUTION 





John Galloway’s Revision Sent to Local, 
State Associations; Vote June 11-14 
at IAAHU Convention 
A draft of the new constitution and 
by-laws for the International Associa- 
tion of Accident & Health Underwriters 
has been circulated to presidents and 
secretaries of local and state associations 
across the country. The new constitution 
will be on the voting docket at the 
IAAHU annual meeting coming up June 

11-14 in Los Angeles. 

Delegates from the local associations 
will come to the 28th annual convention 
with instructions on how to vote on 
the constitution and by-laws and with 
suggestions for changes. 

John Galloway, Provident Life & Ac- 
cident, Birmingham, Ala., is the author 
of the revision. Mr. Galloway is a past 
president of IAAHU, recipient of the 
Harold R. Gordon Memorial Award for 
A. & H. Man of the Year and currently 
is a member of the TIAAHU board and 
the association’s parliamentary authority. 
He is head of the Disability Insurance 
Training Council (DITC). 

He has gone back through the records 
and former constitutions and by-laws to 
bring together practices, customs and 
written procedures into one up-dated in- 
strument. 

The new constitution calls for the es- 
tablishment of the office of president- 
elect. Additionally there will be two vice 
presidents. It is felt that this well help 
insure able and seasoned leadership for 
the association. 

Other changes concern re-election, 
tenure of office, travel allowance and 
definition of responsibility for the board 
member-zone_ chairman, officers and 
managing director. 

Advance registration, with a month to 
zo before the meeting is pushing 150—a 
figure that indicates there will be a rec- 
ord crowd of 400-500. This is the first 
convention the IAAHU has held on the 
West Coast. 
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=< DOUBLE YOUR 
INCOME! 


Join The Swing To Monthly Payments 
With Our Monthly Premium Life Plus Monthly Pre- 
mium Accident, Sickness and Hospitalization Plans. 


A DYNAMIC business and Income 
Producing PLAN with high first 
year and renewal commissions. 
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Accident and Health, Hospitaliza- 
tion, Surgical and Employee 
Benefit Plans. 


Write at once for information to 
John F. Leibig, Vice President. 
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244 SOUTH 8TH STREET, PHILADELPHIA 7, PA. 








IDEA TO COMBAT RECESSION 





Pres. W. Clement Stone of Combined 
Group Hopes to Contact Four Million 
Salesmen Through Chain Letter 
W. Clement Stone, president of the 
Combined Group, recently circulated a 
chain letter in an effort to “mobilize 
the nation’s salesmen in an_ extensive 
campaign to bolster the country’s eco- 
nomy.” The letter asked salesmen to 
pledge themselves to engage in at least 
an additional 30 minutes of selling time 

each day. 

For the launching, Mr. Stone dis- 
patched copies of the letter to the 1,000 
salesmen in the Combined Group and 
to all executive secretaries and directors 
of local chapters of the National Sales 
Executives club throughout the United 
States. 

Each recipient of the initial letters 
was urged to make five copies and mail 
them to five fellow salesmen, regardless 
of their types of business. 

“The salesmen of the United States 
play a very important role in the Ameri- 
can economy,” said Mr. Stone. “By 
exerting every effort and all sound sales 
techniques, the nation’s salesmen have 
it within their power literally to sell the 
country out of the recession. 

“We believe that our chain letter as 
a recession antidote will be very success- 
ful,” Mr. Stone continued. “In the case 
of our own 1,000 salesmen, their going 
that extra mile in selling already has 
increased the volume in th» Combined 
Group this year by 22.5%.” 

In the case of the initial letters sent 
to the 1,000 Combined salesmen, the 
cumulative effect of the letter will reach 
nearly 4 million salesmen alone in only 
six turn-overs of the letter. 

The chain letter to Combined’s sales- 
men recommends two plans of action. 
The first is for the recipient to “engage 
in at least an additional 30 minutes of 
selling time each day, or an additional 
30 minutes in daily reading, study, think- 
ing and planning time” to improve sales 
ability. 

The second plan is for the salesman 
to write five copies of the letter to 
other salesmen preferably in other fields, 
thereby imprinting the idea indelibly on 
his own mind, and multiplying the idea 
for winning the Battle of Recession, 
through other sales forces. 


Higgins Reports Assn. Group 
Growth at 3-Day Meeting 


The advisory committee of the Gen- 
eral Agents’ Association for Mutual ot 
Omaha and United of Omaha headed 
by W. T. Halliday, Jr. of Birmingham, 
Ala., recently met at the companies’ 
home office in Omaha. 

One of the highlights of three-day 
meeting was a progress report by Hugh 
Higgins, director of the association 
group department, who revealed an out- 
standing record of growth and expansion 
in the last six months. 

The advisory committee also discussed 
plans for the annual General Agents’ 
Association meeting. 


A. & H. CLAIM ASSN. OFFICERS 
The recent annual meeting of Twin 
City Life, A. & H. Claim Association 
elected Robert Tangeman, Minnesota 
Mutual Life, as president. Other officers 
elected at the meeting in St. Paul were: 
Vice president C. L. Thompson, Luthern 
Brotherhood; secretary, Norman Meyet, 
St. Paul Hospital & Casualty; and 
treasurer, James Bingham, Ministers 
Life & Casualty. 


NAMES KLEMM CLAIMS MGR. 

sernard Klemm, formerly associate 
manager of the A. & H. claim depart- 
ment of Continental Casualty, has. heen 
promoted to manager. Mr. Klemm joined 
the company’s A. & H. department 1 
the Chicago branch in 1934, Subsequently 
he went to the home office and has 
advanced to supervisor, associate assist 
ant manager, and now manager. 
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Opportunity Seen For 
Controlled Expansion 


WILLIAM I. NEWTON’S VIEW 





President of Craftsman Sees Dip in 
Luxury Sales, Increased Need for 
Security Items 





The Craftsman Insurance Co. has 
been approved to write business in two 
additional states, Wyoming and Utah. 
Plans are already well advanced for the 
opening of offices in both of these states. 
With the addition of these two states, 
Craftsman is now licensed in 22 states 
and the District of Columbia. 


William I. Newton, president, an- 


Boris, Boston 


WILLIAM I. NEWTON 


nounced that new business writings of 
Craftsman for the first quarter of 1958 
were more than double the new business 
writings for the same period the pre- 
vious year. 

It is Mr. Newton’s opinion that a 
unique opportunity exists at this time 
for controlled expansion of new business. 
He points out the fact that according to 
banking reports and financial journals, 
bank deposits and savings accounts are 
at an all-time high and on the increase. 
_ Not only are savings deposits increas- 
ing but Government bond purchases are 
exceeding redemptions, which is a situa- 
tion that has not existed for a number 
of years. It means that there is. still 
a high level of employment in the United 
States, that there is an excess of money, 
but also the fact that people are taking 
a defensive position. There is no doubt 
the sale of luxury items has dipped 
somewhat and in some areas there are 
soft spots in employment—yet unem- 
nen figures appear to be leveling 
0 


Business Ready for Healthy Expansion 


It is the company’s concerted opinion 
that business in general has gone through 
an adjustment period and is now ready 
for a more healthy and solid growth and 
expansion period. 

This period offers the insurance in- 
dustry another golden opportunity of 
Progress due to this leveling off of 
business for a short period of time. As 
a result of this so-called recessionary 
Period the average man is thinking more 
of security than dissipating his income 
on luxury items. Thus, Craftsman 
helieves he is spending his money on 
Security such as accident, health and 
hospital insurance, life insurance, Gov- 
ernment bonds, and savings plans. Selling 
surance is selling security and_ is 
therefore the key to the present market. 
taftsman, with its multiple plans of 
8rowth and expansion, is endeavoring to 
take advantage of this unique and timely 
Opportunity. 





Daily ‘Time Schedule For Ins. Sales 
Managers Working With Trainees 


Chicago—An hour-by-hour account of 
how sales managers can train good sales- 
men by working with the trainees in the 
field is contained in the current issue of 
“Success Unlimited,” a monthly magazine 
published by Napoleon Hill Associates, 
of Chicago. 

The “Success Unlimited” publishing 
enterprise is headed by W. Clement 
Stone, who himself has built up and 
continuously helps to train a national 
sales organization for the Combined 
Group for which he is president. 

Here is the hour-by-hour technique 
for training new salesmen, as explained 
in the “Success Unlimited” article. 1. 
Start on time and keep regular business 
hours, thus impressing the trainee, with 
this all-important business habit. If your 
regular business hours are from 9 to 5, 
make the first call at 9 a.m. or before. 
The last prospect should not be left until 
after 5 p.m., for it is not long hours that 
count, but the use of the regular selling 
time that is important. 

2. Do all the selling as the instructor 
until 11:30 in the morning. 3. The 
trainee should keep close to you, listen 
attentively, look at that to which you 
might point, laugh at your jokes, and in 
essence be as attentive to you as you 
want your customer to be. 4. Have the 
salesman-trainee make the presentations 


from 11:30 until noon. 

5. Keep your objective in mind. 
Whether the sale is made or lost is not 
nearly so important as whether your 
salesman uses your company’s system. 
Your job is to train ‘him. 

6. When the trainee is selling, be 
right beside him and take notes. He 
should not be interrupted or helped by 
you unless he asks for help. 7. After a 
light lunch, the salesman-trainee should 
write down the suggestions, observations 
and corrections which you have made 
from your notes taken while he was 
making ‘his presentations. 

8. From 1 p.m. to 4 or 4:30 p.m., the 
sales manager doing the training should 
again make the presentations. The 
trainee should observe especially the sug- 
gestions made during the lunch hour. 
9. Then, the salesman-trainee should 
again make the presentations for the 
balance of the regular working day. 

10. After the day’s work, the sales- 
man-trainee should again take notes on 
the observations of the sales manager 
during the time the trainee was making 
the presentations late in the day. 11. Of 
utmost importance, the sales manager 
after returning to his office should write 
a letter to the trainee and list in detail 
all of the suggestions he gave verbally 
during the day in the field. 





Nationwide Makes ‘Top-Level Changes 


Expansion of the group insurance de- 
partment of Nationwide of Columbus, 
Ohio, has resulted in a number of top- 
level changes. 

Frank Steger, Columbus, has _ been 
named zone manager for New York, 
Pennsylvania, New Jersey and the New 
England states. He is succeeded as zone 
manager of Ohio, Michigan and Indiana 
by Robert E. Vanderbeek, Detroit, who 
had been Michigan regional manager. 
Harold C. Hodson, Columbus, becomes 
special zone manager for commercial 
accounts. He had been regional group 
manager for Kentucky. 

Two field appointments included Alf 
M. Firing of Adelphia, Md., formerly 


with Washington National, group man- 
ager for Tri-State region, which includes 
Maryland, Delaware and the District of 
Columbia, and John C. Hahn of Hamil- 
ton, O., formerly with Equitable Life 
Assurance, group manager for the Har- 
risburg region which embraces Central 
Pennsylvania. 

Other home office group appointments: 
Harry E. Eyre of Des Moines, Ia., for- 
merly with Bankers Life, associate ac- 
tuary; Edward L. Coyne of Columbus, 
contracts manager; George W. Walsh, 
Jr. of Columbus, association underwrit- 
ing manager, and Frank A. Bonauto of 
Katonah, N. Y., formerly with Equitable 
Life Assurance, underwriter. 





United Life & Accident 
Registers New Trademark 


Center of the new, registered trade- 
mark of United Life & Accident, Con- 
cord, N. H., is a reproduction of the 
Granite State’s famed Mount Chocorua 


with the words “A Mountain of 
Strength” framing the peak of the 
mountain. 

Familiar to the thousands who drive 
by the mountain each year, Mount 


Chocorua stands with rugged individual- 
ity southeast of the White Mountain 
range. 


The mountain is named for a legendary 
Indian, Chocorua, chief of the Peck- 


wacket tribe that inhabited the White 





Mountains in the early 18th century. 
History tells that the Indian chief, 
friendly with the White Man, left his 
son with the Cornelius Campbell family. 
Unfortunately the boy died from drink- 
ing fox poison carelessly left around 
the farm. 

In revenge Chocorua departed from 
the farm and waited until Cornelius 
Campbell left his family alone to work 
in distant fields. Then the Indian chief 
rushed in and killed the entire Campbell 
family. 

Upon his return to the farm, Cornelius 
Campbell, crazed with anger, hunted the 
Indian to the top of the mountain. As 
Chocorua reached the top of the cragged 
peak Campbell shot him. Chocorua fell 
dying on the rocks below, cursing the 
White Man. 

Soon cattle in the region fell sick 
and some died. It transpired, however, 
that the drinking water contained too 


much muriate of lime. This was soon 
corrected and the story became a legend 
that named a mountain. 

United Life uses the well known view 
of Mount Chocorua with the twin lakes 
in the foreground. The diamond shape 
of the trademark carries out the sharp 
peak which so well characterizes the 
mountain. 


COMPANY CHIEFS ACT AS HOSTS 





. 


President Harrington of Mass. Protective 
and President Plumley of State Mutual 
Dine Hospital People 

Two insurance company presidents— 
Frank L. Harrington of Massachusetts 
Protective and Paul Revere Life, and 
H. Ladd Plumley, head of State Mutual 
Life—played hosts May 16 to a group 
of central Massachusetts hospital admin- 
istrators. 

Sponsored by the Massachusetts Com- 
mittee of the Health Insurance Council, 
the luncheon paid tribute to the vital 
role played by the hospitals in meeting 
community needs. The océasion was 
planned as part of National Hospital 
Week. 

Both Messrs. Harrington and Plumley 
were introduced to the administrators 
by Byron S. Davis, assistant secretary 
of State Mutual’s sickness and accident 
division, who is a member of the Massa- 
chusetts committee. The insurance lead- 
ers commended the hospitals for main- 
taining and improving their services in 
the face of increasing demand and rising 
costs. 

After reviewing some of the expanded 
services of the insurance industry to 
hospitals and policyholders, Mr. Plumley 
commended the hospital staffs for their 
“patience and courtesy” in providing 
assistance to the insurance companies. 

“We insurance people,” lie concluded, 
“recognize not only your service to the 
community but also these special serv- 
ices to us. It will be only fair if by 
improving our coverages we can con- 
tinue to improve the ability of your 
patient and our policyholder to pay you 
for services rendered. We will try to do 
this.” 

The luncheon meeting was held at the 
State Mutual home office building in 
Worcester, Mass. 


C. & S. GOLF OUTING JUNE 16 

The Casualty & Surety Club of New 
York will hold its annual golf tourna- 
ment on Monday, June 16, at Baltusrol 
Golf Club, Springfield, N. J. Guy E. 
Conrath, American Insurance Co., is 
chairman of the committee, assisted by 
George McGrath, The Travelers, and 
Fred Kehrli, Hartford Accident & In- 
demnity, 


IMUA Meeting 


(Continued from Page 34) 


dealing with so many important prob- 
lems during the past year. 

“My grateful thanks to Mr. Omsberg 
and his staff. It is part of the job, of 
course, to arrange meetings, review rates 
and make filings but their schedule has 
been unusually heavy and perplexing. 
They have never failed to keep us well 
informed but they are the ones who have 
run your organization with firm and 
expert hands.” 


Eastern Committee 


Members of the Eastern regional com- 
mittee of the association were elected 
as follows: 


H. Freeman Thompson, secretary, 
Aetna Casualty & Surety; Frank G. 
Haley, vice president, America Fore 


Group; Frank A. Seiler, vice president, 
American Surety; William C. Widerman, 
vice president, Camden Fire; Robert A. 
Leeret, vice president, Glens Falls; A. J. 
Weckerle, vice president, Great Amer- 
ian; CG. Boaz, vice president, New 
Amsterdam Casualty; A. E. Lehman, 
secretary, North British & Mercantile; 
H. C. Stocker, vice president, Northern 
Assurance; J. A. North, president, 
Phoenix Insurance Co.; Melvin Karpf, 
vice president, Service Fire; G. L. 
Parker, U. S. manager, Sun Insurance 
Office; J. F. Harris, second vice presi- 
dent, Travelers Insurance Co.; W. H. 
Kincannon, vice president, United States 
Fidelity & Guaranty; James Strain, vice 
president, Yorkshire Insurance Co., New 
York, N. Y. 
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J. Henry Smith, Outgoing President, Enumerates 


Problems Facing Health Insurance Industry 


?roposes Re-examination Of HIAA Code Of Ethics Every Three Years; 


Stresses Im portant 


[ask Ahead For New Committees On Continuance Of Coverage And Social Insurance, 


Headed Respectively By Faulkner And Skutt; 


problems 
Associa- 


analysis of the 
Health Insurance 
was given by its out- 
going president, J. Henry Smith, under- 
writing vice president, The Equitable 
Society, when he addressed the opening 
session of the second annual meeting in 
the Drake Hotel, Chicago. 

Mr. Smith referred to the continued 
progress of HIAA and the cooperation of 
its committees and talented staff. How- 
ever, he made a significant proposal re- 
garding the HIAA Code of Ethics which 
was adopted in Washington at last year’s 
annual meeting. “That there be re- 
iterated emphasis on the content and 
spirit of our code, and furthermore 
that it should be re-examined periodically 
for the express purpose of making sure 
that it is up to date, that it represents 
the highest ideals, and that it continues 
to promote our highest order of per- 
formance in a changing world. 

“It would be all too easy to relax our 
vigilance in the matter of ethics and to 
rely on a vote taken in 1957 as assurance 
that all is well. As in any other fields of 
morals, however, our code will need con- 
tinual attention and cultivation. I hope 
that oncoming administrations will see 
to it that we never rest in this respect. 
I propose an aggressive re-examination 
of the code every three years, first by 
the membership and ethical standards 
committee, and then by the board.” 

Headlines Problems Facing HIAA 
_ Mr. Smith catalogued under four head- 
ings problems which need to be faced 
by HIAA: 1, Making certain that health 
insurance merits the full confidence of 
the American people. 2. The necessity 
for encouraging progressiveness. 3. 
Legislative crises. 4. Public Relations. 

Under the first heading, as already 
mentioned, he proposed a re-examination 
of the New 


A concise 
faced by the 
tion of America 


the code every three years. 
applicants for HIAA membership, he 
said, are required to accept this code 
and like the initial adherents are ex- 


pected to live by it in letter and _ spirit. 

“It seems to me that this is one of the 
Most significant phases of our Associa- 
tion, for in our kind of business, un- 
less the highest moral precepts are ob- 
served, we can and should be subject to 
criticism oid defeat.” 

As to maintaining progressiveness, the 
speaker remarked, “We will never ade- 
quately satisfy the American economy 
and the public unless we exert every 
effort to improve our products, to insti- 
tute new ventures, and to accommo- 
date ourselves to the rapidly changing 
facts of health economies. 


“Naturally every insurer has a duty 
to the industry as well as to itself to 
Make progress in this respect... . In 


the future we should I: iy increasing stress 

on the function of research, on the dis- 

tribution of stimulating information, and 

on the interchange of functional ideas.” 
Foresees Legislative Crises 

Mr. Smith told the meeting: “It is 

sometimes unnerving to approve large 





activities of this sort 
too difficult to see 
We must overcome 


expenditures for 
because it is often 
tangible results... . 
the natural tendency to gear the outlay 
to the immediate result. We must have 
faith in the long-run benefits of research 
and idea-swapping, and we must con- 
tribute money, time and inspiration to 
this kind of endeavor. It may weil be 
our salvation in the end.” 

Mr. Smith visualizes crises in the im- 
mediate future from legislation at the 
state and Federal ‘Tevels. He predicted 
the more urgent crises will probably 
be “a rash of bills next year aimed at 
the subject of renewability of individual 
policies and allied problems. Whatever 
you many think of the so-called com- 
promise bills voted in’.New York, it 
seems to me inescapable that state after 
state is going to harass the business with 


increasing threats like that in New 
York.” 
This turn of events does not arise 


simply out of the desire of politicians to 
bedevil the business or to capitalize on 
a demagogic issue, he explained. Though 
there may be considerable such elements 
in particular situations, those elements 
could not stand for long unless “under- 
neath there was a serious social prob- 


lem.” He posed the “unpopular” ques- 
tion: What is to be the future of the 
health insurance business in this most 


troublesome aspect ? 

Mr. Smith agreed that time and com- 
petition would answer the question fully 
to the satisfaction of the public but he 
doubted “that there will be time for a 
natural outcome unless we provide the 
stimulation in addition to competition for 
the development of the final answer.” 

Mr. Smith commented on the recent 
bills presented in the New York Legis- 
lature, saying “the original bills were 
highly adverse and unrealistic and HIAA 
took a vigorous stand against them. The 
hard question arose over the modified 
substitute bills. They entailed serious 
questions including that of how far 
legislatures should go in restricting the 
traditional rights of companies to ter- 
minate individual A, & H. policies.” 


E. J. Faulkner Named on Committee 


The speaker reported that during the 
examination of this legislative program 


by the board of directors Robert R. 
Neal, HIAA general manager, felt that 


the Association should devote much more 
study to the subject of renewability of 
policies, both as a legislative matter and 
from the more fundamental standpoint 
of what direction the business should be 
taking in fulfilling its social responsibil- 


ities. On the board’s decision, a special 
committee was appointed for this pur.- 
pose, 

E. J. Faulkner, president, Woodmen 
Accident & Life, and former HIAA 
president, has taken on chairmanship 
of this committee on continuance of cov- 
erage. This appointment, Mr. Smith 
remarked, “assures prompt, vigorous 


and intelligent prosecution of this most 


Lauds HIAA 


important and challenging subject.” 
Continuing, he said: 


Alert on Federal Legislation 


“The other legislative crisis will likely 
be at the Federal level, in some such 
guise as the proposal to extend further 
the Old Age, Survivors and Disability 
Insurance program into the field of 
health. Although this ‘has been very 
much on the minds of several commit- 
tees of the Association, the real crisis 
in this connection should not arise dur- 
ing the current session of Congress. It 


does seem likely, however, that before 
long a strong test of this type of idea 
will occur. 

“Well before that, the Association 


should have its policy thoroughly deline- 
ated, and should have organized its best 
defense. It should also have completed 
as many proper alliances as it can and 
should be prepared for an all-out co- 
ordinated campaign at the grass roots 
in order to take advantage of what I 
believe will be a favorable opinion among 
the general public in opposition to the 
socialization of our economy.” 


Public Relations Program Needed 


A part of this endeavor falls under 
the fourth category—public relations— 
Mr, Smith said. If the HIAA did nothing 
more than provide an adequate public 
relations program, he feels, the Associa- 
tion would have fulfilled a vital need. 
A history of the business, he pointed out, 
would reveal a “startling deficiency” in 
developing adequate public relations. 

“We have been frightfully shortsighted 


in the past in not having applied even, 


a bare minimum of unified effort to the 
task of telling our story and making 
friends. We must now rectify this de- 
ficiency as rapidly as is practical. I feel 
a great pride in the accomplishments to 
date of the Association and the Institute 
in this respect, but I urge renewed and 
reinforced efforts toward the goal — 
which, after all, is a very selfish one—of 
making our business thoroughly under- 
stood and generally approved.” 

Mr. Smith said the Health Insurance 
Association is effectively proceeding 
along the lines indicated as future needs. 
It is a question of keeping the pressure 
up, he declared. 

In a review of HIAA activities during 
the past year Mr. Smith reported the 
organization of the highly important 
Special Committee on Social Insurance. 
“Facing the ever-present threat of gov- 
ernmental usurpation of our field,” he 
warned, “we must be alert at all times 
to all legislative activity having to do 
with social insurance. Such measures as 
would expand the OASDI_ program 
further into the health field are of pri- 
mary concern. I am pleased, indeed, to 
be able to report that Mr. V. J. Skutt 
(president of Mutual of Omaha) has ac- 
cepted the chairmanship of this new com- 
mittee and has put together a top-flight 
group to maintain a focus and to de- 


Staff, 





Fellow Officers 


J. HENRY 


SMITH 


velop policy on this vital subject.” 
Cites Staff Work 


He reported regional meetings on the 
developnient of plans for advertising by 
the Health Insurance Institute have been 
held during the term. The outgoing 
president said “there could hardly be a 
more important proposal before the 
meeting” and urged members “most sym- 
pathetic consideration” of it. 

Mr. Smith also mentioned the moves 
to new locations made by HIAA’s staff 
offices in New York and Chicago. All of 
the HIAA staff work, he said, “has been 
of the highest caliber and has met all 
requirements and expectations.” 

He referred to the activity of HIAA’s 
research and information division, and 
in particular to the monograph on health 
insurance recently turned out by its di- 
rector, Joseph F. Follmann, Jr. The 
monograph, Mr. Smith declared, “co- 
gently lays before the public the very 
impressive record of the progress of 
health insurance” and tells a convincing 
story which “will surely help in bringing 
about the better understanding” of health 
insurance. 

Concluding his address Mr. Smith 
stated: “One cannot close a message like 
this without expressing the overwhelm- 
ing sense of gratitude he feels for the 
good will, the aid and comfort, and the 
sense of brotherhood which have filled 
the seasons. To the many who have dili- 
gently lent a hand, my deepest thanks 
and appreciation. To our exceedingly 
competent General Manager and his out- 
standing staff, a salute for a year of mag- 
nificent accomplishment ! We need only 
a continuance of the spirit of the past 
year to guarantee resounding success for 
the: Association in the years to come.” 
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R. R. Neal Focuses Attention On 


Forthcoming Congressional Probe 


HIAA General Manager Sees Increased Pressures Both 
Federal and State Ahead; Reviews Many-Sided 
Activities of Association in 60-Page Report 


The Health Insurance Association of 
America has now completed its second 
membership up to 266 


recognized as a 


with 
companies and widely 
powerful stabilizing factor in the A. & 
H. industry. That it has done an out- 
standing job in the many facets of its 
departmentalized operation was_ re- 


vealed in the annual report of General 
Manager Robert R. Neal, submitted to 
the annual meeting May 12-14 in Chi- 
cago. This report treated not only the 
activities of HIAA but was an accurate 
commentary on the developments within 
the industry during the past year and 


full year, 


coming events. 
Mr. Neal dealt exhaustively in his 
60-page report with laws, legislation 


and regulation both Federal and state. 
Of particular interest was his observa- 
tions on the forthcoming Congressional 
investigation of the insurance industry, 
hearings on which will be started by 
the U. S. Senate Anti-Trust and Monop- 
oly subcommittee before the close of 
the present session of Congress. 


TNEC Type of Probe May Come 


Warning of increased pressures ahead, 
Mr. Neal said that there is evidence 
that the industry in all its branches 
may again be surveyed in an all em- 
bracing inquiry, not unlike the study 
undertaken by the TNEC in the 1930's. 
The indications are that this probe will 
have particul: ir interest in state bills 
designed “to prevent independence of 
action and impair competitive practice 
of insurance,” a comment made May 6 
in New York by Donald P. McHugh, 
counsel for the Senate subcommittee. 

In his report Mr. Neal maintained 
that “much has been done by the states 
to exercise the authority they were 
granted by the McCarran Act and the 
effectiveness of state regulation is well 
understood by those close to it.” He 
told his HIAA audience that the facts 
must be gathered together and the case 
for state regulation well prepared so 
that the Congress and those not aware 
of what has been done can be informed. 

“This is not an easy task,” Mr. Neal 
said, “but it presents to the states the 
opportunity to demonstrate that the 
continued regulation of insurance by the 
states is in the public interest. No claim 
is made that state r: -gulation is now or 
ever will be a perfect system. It is, 
however, a very adequate system to safe- 
guard the interests of the public and 
is entirely preferable to any Federal 
system. A dual system is completely 
undesirable, in our view, lest the insur- 
ance industry be the rope of a Federal 
vs. State tug of war. 


FTC Cases; Social Security Expansion 


Attention was also given by Mr. Neal 
to the two FTC jurisdictional cases 
pending before the U. S. Supreme Court, 
decision on which is expected soon. The 
impression in the industry is that the 
Commission will take no further action 
in other pending insurance cases until 
these two cases—National Casualty and 
American Hospital & Life—are decided. 

Social security legislation was given 
full treatment, Mr. Neal’s comment be- 
ing that the major Congressional activ- 
ity in the past year in the area of old 
age and survivors disability insurance 
was the introduction of over 300 bills. 
“The A. & H. industry,” he said, “is 
primarily interested in those bills which, 
in addition to increasing benefits, would 
establish a program under which the 
Government through the OASDI would 
provide hospital, medical, surgical, dental 
and nursing home care to OASDI re- 


their dependents. The 
Forand Bill (H.R. 9467), leading bill 
of this type, is strongly supported by 
organized labor.” 


cipients and 


Another measure (H.R. 8883) intro- 
duced by Representative Kean (R.), 
New Jersey, long identified with social 


security legislation, would liberalize the 
OASDI program without increasing the 
tax. Mr. Neal also pointed to three 
other bills—S. 3086, S. 3508 and S. 3646— 
all of which would increase S.S. bene- 
fits. “To finance these proposals,” he 
explained, “there would be levied an 
additional one-half of 1% tax to be paid 
by employe and er and an addi- 
tional three-fourths of 1% to be paid 
by the self-employed. The earnings base 
would be increased to $6,000.” 


Special Committee on Health Insurance 


So that it can properly cope with 
OASDI legislation the HIAA organized 
last year a special committee on social 
insurance headed by V. J. Skutt, presi- 
dent, Mutual of Omaha, with the spe- 
cific purpose of considering the long 
range problem of social security as well 
as the immediate programs proposed in 
the aforementioned legislation. Based 
upon this committee’s consideration, said 
Mr. Neal, the HIAA board of directors 
adopted a resolution which voices its 
opposition to the principles enunciated 
in legislation intended to utilize the 
OASDI program “as a means of pro- 


viding hospital, medical and other forms 
of care to the aged and their depend- 
ents.” 

This resolution urged that no legis- 
lative action be taken; instead studies 
should be made to determine facts and 
figures which would lead to a_ better 
understanding of the degree to which 
older persons experience difficulty in 
paying for medical and hospital care. 
It is also proposed to explore other 
approaches, either private or public, at 
the local level “which might more ade- 
quately provide with the least cost a 
solution to the problem...” 

HIAA is prepared to voice this op- 
position when hearings on social secur- 
ity legislation get under way this month 


before the House Ways and Means 
Committee. Mr. Neal anticipates that 
organized labor will push for S.S. lib- 


eralization, especially with the approach 
of national elections in the fall. He 
expects even greater emphasis on social 
security just prior to the Presidential 
elections in 1960. 


Test of Industry's Capacity Coming 


The speaker then declared: “It has 
been clearly observed that proponents 
of certain types of legislation are shift- 
ing their attention from where laws are 
made to where law makers are made. 
I could not counsel too strongly the 
need for your deep interest in and your 
participation in seeing that proponents 
of a free economy and the voluntary 
system become the law makers. 

“We are approaching at a rapid rate 
the test of the capacity of our industry 
to prove beyond doubt that the volun- 
tary system can expand its mechanism 
to include and continue more of our 
citizens and thus remove those pres- 
sures for unnecessary and unwise legis- 
lation which continue to exist. 

“That test lies in the solution to prob- 
lems in three broad areas all related: 
(1) That of providing and continuing 
coverage for the physically impaired 
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The following gains for 1957 are worthy of particular note since 
they are indicative of the sound growth of the company: 
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increased 18.5% over 1956 
increased 18.2% over 1956 
increased 16.1% over 1956 


An unusually satisfactory net return of 4.75% has been realized 
on the investments of Great American Reserve Insurance 
Company. 


FIVE YEARS AGO AND NOW 


1952 1957 
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. « «  5,514,530.53 13,857,276.47 
$22,313,359.97 
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risk; (2) That of providing hospital and 
medical expense coverage after retire- 
ment, and (3) That of determining, if 
possible, a satisfactory and generally 
acceptable solution to the continuance 
of cover ge.’ 

Mr. Neal indicated conclusively in his 
report that excellent progress has been 
made in each of these areas, saying that 
“we have attained new achievements in 
public service which but a few years 
ago could not have been foreseen. Fur- 
ther time and effort will provide even 
better solutions.” He then presented 
evaluations of the past year’s progress 
made by HIAA’s information and re- 
search division, the Health Insurance 
Council, relationships with hospitals, 
doctors and other professional organi- 
zations, public relations through Health 
Insurance Institute, and the over-all 
program of HIAA’s company relations 
division. 


Information and Research 


Turning his attention to the informa- 
tion and research division, Mr. Neal 
said that direct responsibility for this 
activity is in the capable hands of 
Joseph F. Follmann, Jr., who has a staff 
of seven. One of its major points of 
progress since the 1957 annual meeting 
of HIAA is the activation of a number 
of the 48 recommendations contained 
in a “Blue Print” of an industry pro- 
gram of research, education and_ infor- 
mation. Mr. Neal pointed out that 
HIAA’s board had accepted on behalf 
of the association the responsibility for 
fulfillment of these recommnsddntiial 
He deemed acceptance of this responsi- 
bility as “a broad and important. chal- 
lenge.” 

Particular attention was given to the 
progress made in the consideration o! 
such areas as the extension of health 
insurance to such population groups as 
the aged, the rural, those employed in 
small groups, substandard risks and de- 
pendent persons, and in the increased 
adequacy of health insurance coverages 
with respect to renewability practices, 
claim costs control, and the coverage 0! 
certain medical costs not presently cov 
ered as a matter of general practice 
Mr. Neal further noted: 


Coverages Not Generally Written 


“During the year, investigation of cer- 
tain areas has proceeded to the end 
that the scope of private health insur- 
ance might be extended to include cov- 
not presently written generally, 


rages 
if at all. Extensive studies were under- 
taken with respect to such forms of 


medical care as nursing homes, visiting 
nurses, home care programs, dental care 
and visual care. While these studies 
have been completed, or are in process 
of completion, further investigation and 
consideration are still required. 

“The matter of underwriting substand- 
ard risks is also being thoroughly ¢* 
plored. Investigation has commenced in 


(Continued on Page 48) 


= 


\| 


















3, 1958 May 23, 1958 THE EASTERN UNDERWRITER—Second Annual Meeting of HIAA Page 45 


=— 




















To H.I. A. A. 
Applause Kichly 5 ee 
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inuance ” ‘ ‘ 
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ents in 
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Over-a 


elations the development of voluntary insurance, your alertness in legislative matters and in 
information and research. 


1forma- 
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‘y pro- 
infor- 
' Finally, on the public relations side, we applaud your new 1958-59 expanded program 
ity for of disseminating information about A. & H. through the medium of the Health Insurance In- 


lations. 


sponsi- stitute. May it meet with the success it deserves in creating a better public understanding 
t of accident and sickness insurance. 
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HIAA Unani ly End P National : 
nanimously Endorses Program of Nationa i 
e emp 
ot 
witl 
Advertisi to Tell Health Ii a Sto cat 
ciatt 
vertising e e nsurance ry - 
bot! 
vide 
ope! 
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— . : : spel 
James R. Williams, vice president of = ar abor 
Health Insurance Institute, and his staff Advertising Resolution Adopted by HIAA Board by i 
were rewarded for their many months of \ < am ee : RS . , 
ffort i ceiving a program of insti- WHEREAS, The Board of Directors of this Association is aware of the 
ore oo re eee ery continuing need on the part of the general public for increased information A 
tutional advertising for the A. & H. about health insurance as provided by the nation’s insurance companies; and the 
industry, when, at HIAA’s annual meet- WHEREAS, From the standpoint of the best interests of member com- and 
ing in Chicago, the board of directors panies of this Association the Board of this Association also recognizes the on 
enthusiastically endorsed this program mapa of an ap tg program which will present to the — a. 
‘nm a well rounded resolution. The asso- - a He ee by the health insurance busi- pol 
ciation’s member companies in_ turn ee ot a alas tard aap ideas 5 ane Pye Tele 
unanimously endorsed the action taken Bi ip agrtoer Mae is also — — existing ee erie _—o prea 
by the board. An initial annual invest- towar the health insurance business be maintaine: and strengthened; anc Bos 
ment of approximately $300,000 was WHEREAS, A program of national advertising is deemed to be an estab- day 
approved. lished means of accomplishing the aforesaid purposes as a supplement to the foll« 
Each member company will receive public relations program presently being conducted by the Health Insurance sg 
soon a brochure in which the ad cam- Institute; and requ 
paign will be featured. The Saturday WHEREAS, The public relations committee of this Association, working non 
Evening Post is the media selected after in conjunction with the Health Insurance Institute and the advertising agency, stra 
careful study. Invitation will be  ex- Lennen and Newell, has developed a proposed national advertising program = 
tended to participate on a pro rata basis which has already been presented to the membership of this Association e 
in keeping with agli nda a through a series of regional meetings, said*program being proposed on a cub; 
A. = genes emma? “ pahes | voluntary subscription basis and contemplating the initial annual expenditure toes 
mac € Lc ear »V iT. llllams la such of approximately $300, 000; 
participation is voluntary, but judging é ‘ ~c — aCe ee pe — cons 
from the floor response at last week’s | THEREFORE, a A prcnet ash wee! Phat the Board of this Association Pos: 
meeting, the $300,000 budget will be ob- preg cscrimg | ee the proposec sar peng ig recommended by Mar 
tained without difficulty. | the ublic Relations Committee as a vital part of the informational program | tise: 
|of the business, and as a means of demonstrating the present and future | api kno’ 
Holgar Johnson Lends a Hand |accomplishments of health insurance for the public good, and the Board Fabian Bachrach adv 
Holgar J. Johnson, president of the | strongly urges all member companies of this Association to give their financial JAMES R. WILLIAMS you 
Institute of Life Insurance, whose help- support to such a program. gett 
ing hand on public relations has been = : ~ This 
invaluable to the health insurance people, tiphy 
was the lead-off speaker at the general Mr. Williams explained, HII is creating into 
session following Mr. Williams’ presen- and sustaining a favorable climate for M 
tation. Mr. Johnson said he was thrilled the insurance business—a climate which 0 
to learn that the health insurance story will further increase public acceptance app: 
will be told to the American public of the services of the companies. To the the 
through national advertising. However, Mr. Williams pointed to the 
H. Clay Johnson, executive vice presi- some limitations to telling the health “Th 
dent, Royal-Globe Insurance Group, jnsurance story in this wav. he 
who presided at this session, then moved “We control the information only at cop; 
that the assembled member companies the source. We have no guarantee of the 
informally demonstrate their approval jts final destiny. We are at the mercy com 
of age a aac re — dag — of the editor’s blue pencil. He shapes the 
vote. would be a real shot in the information to fit his newspaper or i 
or 1 you = would 7. SO, ba ae magazine. In our educational endeavors Pi 
‘. J. Faulkner, president, oodmen we must take into consideration the 
Accident & Life, past president of HIAA, aims of the educators. And our pam- pha 
quickly seconded Mr. Johnson’s motion phlets are distributed if they fit the ha 
for approval, extending high praise for needs of the organization with whom of 
the campaign theme, “New Security for we are working. In a sense, the final be 
> J Ree ; yi ; eG ae Pat en a 5 mi 
meager aor a ee sth ag en “te in mart is not wholly mill 
see case { > hearty in our hands and control.” 
endorsement which ensued. P mec 
: Advertising to Dramatize A. & H i prot 
12 Regional Conferences Held ‘ F t 2 t ; 
In hi = . Performance Record On 1€ OCCASION 0 U JS vil 
n his address outling the scope and > : eer r Wi 
eens z Sie ; cause BSE é s, M - 7 
objectives of the advertising campaign Pen oe tlk seperation cliees Se d A / Ci q\P i 7 
Mr. Williams pointed out that twelve .‘; °° sone aie hen ts E COON NnNuUa OnNVEN 10n, A 
regional conferences had been held in ‘™formational program has been recom- a sj 
the past two months for HIAA member pagenen 5 ee ob ort M, | 14 / 958 two 
companies so as to acquaint them with wa a information.” , He tholine gc aa ay - . . pro 
the many avenues of communication in advertising “we are Bc od that pooper Inst 
open to the Health Insurance Institute ‘aie want ‘on te gee el eviews all 
in telling the health insurance story. ; ae: we soe At ge sloy 
Stull : ; ’ exactly when and how we want to say afte 
He indicated that the public has an ic Wife unk aneeeatelinad Chat:the-meaeene afte 
almost eager desire for more information 1, 1 van pr mabae the sities of the see and 
about this form of income protection. vel oe ae i. a6 appear.” sicher cure 
It is being brought to them through such ie ‘pieteattned that me Shivaritukenn : per ‘ will 
major communication points as editors, Pa oh "is liaagaeia — OM a fine recor¢ ard 
feature writers, magazines, teachers would afford 8 re ge an opportunity T 
< : S, ARAz dy re CTS, or z rT ) thi ; ° 
college professors, consumer organiza- soley: Me oa y wore the public durin the ast year con 
Sate thin Abdties onl beenitel atin. could dramatically see the performance ‘4 k por 
hoaitiens iy iain ; record of the business and in a manner : ; h ] feri 
TL. tof . which provides impact. in service to the ndustry 
r¢ < ’ > akes > mma Saas . Z r P 
ingle gotcinangys Se yeaa I This brought Mr. Williams to the main 2 fal 
ss Reenter ats ee ttate and long? point of his address—the advertising 
ee ae ee peated campaign itself which has already been I 
: ee ae Spe mapped out for the first year. It will s s 
about the business, he said, to maintain : \ t | 
and strengthen the favorable attitude mpeg ip ee Nok atvertaing ecuri u lla ie nsurance mpan " 
which was indicated in the HII con- Es ; © emt 
sumer survey outlined to HIAA by cae ee Ziegfeld, Binghamton, New York add 
> > > +7 > 7 ' 4 . ° . S 
pier. Besmaien of the Institute of Proceeding to highlight the program, th 
Afe Insurz ; ‘ 
Through this long range approach, (Continued on Page 47) — 
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HIAA Endorses Nat'l Advertising Program 


(Continued from Page 46) 


which will feature “New Security for 
the American Family,” Mr. Williams 
enumerated the salients that will be 
emphasized. “First, the dramatic growth 
of health insurance will be featured 
with the facts and figures, and in a 
visual manner. Second, indelibly asso- 
ciated with this growth story will be 
the fact that it has come about through 
both group and individual policies pro- 
vided by America’s insurance companies, 
operating on a competitive, free enter- 
prise basis. Third, the campaign will 
spell out in individual messages specifics 
about various types of coverage provided 
by insurance companies.” 


Why SEP Was Selected 


After long and intense study of media 
the HIAA public relations committee 
and the HII staff in cooperation with 
Lennen and Newell decided that to 
achieve maximum readership in a man- 
ner that would be meaningful, a national 
magazine would best suit the purpose. 
Television and radio were both consid- 
ered but the cost was prohibitive. 
Reasons for deciding in favor of Satur- 
day Evening Post were set forth as 
follows by Mr. Williams: 

“We believe SEP fits the general 
requirements for coverage and circula- 
tion. Editorially, its editors have demon- 
strated that they know the Post readers 
are interested in health and all its 
aspects. For example, in 1957 there were 
28 articles or editorials dealing with a 
subject about health or the financing of 
medical care. So we have a_ health 
conscious readership. In addition, the 
Post knows the insurance _ business. 
Many insurance companies have adver- 
tised in the Post for years. It has a 
know-how in dealing with insurance 
advertising. This will help us provide 
you with merchandising assistance in 
getting extra mileage out of these ads. 
This by-product will enable us to mul- 
tiply many times every dollar we put 
into paid space.” 

Mr. Williams then displayed charts 
to illustrate the theme and_ general 
approach of the SEP ad copy and the 
visual technique to be used in telling 
the American Family Security story. 
“These are not the finally approved ads,” 
he said. That will be left to a special 
copy committee to be appointed from 
the business HIAA’s public relations 
committee. 


Phznomenal Growth Story 


The first copy approach will tell the 
phenomenal growth story. It will em- 
phasize that 42 million people in 1946 
were protected by one or more types 
of health insurance, hospital, surgical, 
medical and loss of income. Today, 123 


million have hospital protection, 109 
million have surgical, 74 million have 
medical protection and 32 million are 


protected against loss of income due to 
illness or accident. The advertisements 
will illustrate how the “picture of pro- 
tection” has been dramatically enlarged. 

Another copy approach will illustrate 
a specific policy. For example: “Today, 
two out of every five Americans are 
protected against surgical expense by 
Insurance companies. A few years ago 
all the family usually went through 
slow and painful ‘financial recuperation’ 
after an operation. Today, both patient 
and family can ‘rest comfortably’ se- 
cure in the knowledge that savings 
will not be swept away or their stand- 
ard of living upset.” 

The ads will tell how the insurance 
companies of American contribute im- 
Portantly to this “new security” by of- 
fering both group and individual pro- 
grams to fit almost any particular re- 
quirement, 


10 Full Pages; 2-Page Introductory 
Spread 


“In the first year of the campaign, 
embracing about 10 full page ads in 
addition to a two page introductory 
jpread,” Mr. Williams said, “we would 
‘ope to be on the road toward creating 


a true image of the vital part the health 
insurance business plays in the social 
and economic fabric of the country.” 

He continued by saying that the cam- 
paign cannot do the whole job. “Its 
support must come not only from your 
financial contributions, but from the 
use you make of the many merchandis- 
ing elemerts which will be developed in 
conjunction with it. These materials 
will be made available to you through- 
out the year and they will contribute 
to your own company’s public relations 
and sales environment.” 

In conclusion he remarked: “ We do 
feel that this program will strengthen 
public confidence in health insurance. 
It accords the business a public forum. 
It provides the business an opportunity 
to state its philosophy with drama and 
impact. Above all, the business will be 
strengthening its own institutional and 
company public relations programs by 
demonstrating its acceptance of its re- 
sponsibilities for continuing to provide 


the public with soundly conceived 
health insurance through voluntary 
means.” 





Neal Commends New Yorkers 
For Study on Metcalf Bills 


An interesting portion of Robert R. 
Neal’s annual report as general manager 
of HIAA had to do with 1958 bills in 
various states affecting primarily con- 
tinuance of coverage. Most notable 
example of this trend was the four 
Metcalf bills introduced in the New 
York legislature as a result of studies 
by the Joint Legislative Committee on 
Health Insurance Plans. A special sub- 
committee was named by HIAA’s legis- 
lative committee, chairmanned by Gerald 
S. Parker, Guardian Life, to study the 
details of this proposed legislation. This 
committee worked closely with a special 
New York State policy committee of the 
domestic companies. 

Mr. Neal put on the record that “all 
the persons who took part in discussion 
of the Metcalf proposals should be 
commended for the time, effort and 
serious thought given to making the pro- 
posals that were finally enacted as work- 
able as possible. Our board of directors 
after extended discussion decided that 
HIAA should remain neutral in regard 
to the Metcalf proposals. It was made 
clear by the board that such action did 
not preclude any member company from 
taking any position it desired, and that 
the position of the board did not antici- 
pate the HIAA’s attitude on similar pro- 
posals which might be advanced in other 
states.” 

Three other states—Georgia, Massa- 
chusetts, Mississippi and South Carolina 
—also introduced bills which would have 


restricted cancellation. Mr. Neal said 
that Massachusetts enacted the NAIC 
recommendation on annual renewal 


(H. 2850) and the other bills failed to 
pass. 





QUARTERLY DIVIDEND 
Combined of America, Chicago, de- 
clared a second quarter dividend of 10 
cents payable June 10 to stockholders 
of record at the close of business May 
29. It is the 26th consecutive quarterly 
dividend paid. 





Tribute to Roy MacDonald 
Paid by R. R. Neal of HIAA 


Roy A. MacDonald, who resigned 
some months ago from HIAA as di- 
rector of company relations to join Life 
Office Management Association as man- 
aging director, was given recognition in 
the annual report of HIAA General 
Manager Robert R. Neal in Chicago last 
week. While he regretted the loss of a 
valued associate, Mr. Neal said that it 
was LOMA’s great gain to have Mr 
MacDonald. 
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Robert R. Neal's Annual Report 
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the field of mental illness, its diagnostic, 
therapeutic and rehabilitation treatment. 


Statistical Plan for Individual A. & H. 


Mr. Neal then said that in January, 
1958, a statistical plan for individual 
A. & H. insurance was completed and 
distributed to member companies. This 
plan, result of over a year of study, 
provides guidance to companies in the 
maintenance of statistical records. Fur- 
thermore, he noted, it affords a means 
for any inter-company studies of less 
experience, persistency and other anal- 
yses should these at any time be desired 
by the HIAA membership. “The plan 
has been well received with marked 
indication that it will be placed in use 
by many of the companies,” he re- 
marked. 

Other salient steps taken to assist in 
the soundness of presently written cov- 
erages include an examination of claim 
costs control mechanisms and a study 
of over-insurance and duplication of 
coverage. These investigations are cur- 
rently in process, Mr. Neal reported. 

The association also lends its research 
facilities to assist related insurance 
agencies in the fulfillment of their ef- 
forts. “In the main, though not exclu- 
sively, these efforts assist in an _ in- 
creased understanding of private health 
insurance by the public, and by specific 
publics such as the providers of medical 
care,” the speaker explained. 


Health Insurance Council 


Mr. Neal went into detail on the per- 
formance of the Health Insurance Coun- 
cil in the past year. “Working closely 
with, and as part of the council, the 
association annually conducts the survey 
of the extent of voluntary health insur- 


ance in the United States. This vear, 
for the first time, HIAA will conduct 
all facets of this survey,” Mr. Neal said. 

He made clear that one of HTAA’s 
major objectives was a closer liaison 
with the providers of medical care, the 
doctors, the hospitals, etc. Cooperation 


and mutual understanding have come to 
be recognized as matters of extreme 
necessity. To this end the hospital and 
medical relations committees of the 
council has based its program on three 
broad objectives as follows: 


“Preserving and strengthening com- 
pany support and hospital acceptance 
of our benefit identification systems and 
uniform hospital insurance claim form 
program. 


2. “The development of a direct line 
of communication between the = insur- 
ance industry and hospital personnel in 
general. 

“The development of a liaison rela- 
tionship with the American Hospital 
Association.” 


A Significant Joint Effort 


interest was the recent 
insurance industry 


Of particular 
joint get-together of 
representatives and the Blue Cross, at 
the invitation of the American Hospital 
Association, to discuss the problem of 
financing the medical care needs of the 
retired aged. Mr. Neal said that as a 
result of this meeting the insurance 
industry and the Blue Cross will lend 
their joint e fforts to a further, explora- 
tion of the problem. “This is the first 
time that we have been drawn together 
under sponsorship of American Hospital 
Association for a high level discussion 
of a major problem. Significantly it gives 
promise of the development of a work- 
ing liaison through which other sub- 
jects of mutual interest may be dis- 
cussed,” Mr. Neal emphasized. 

The existing benefit identification 
system, he continued, is being exten- 
sively re-evaluated. This is with the 
thought of producing a level of company 
support which would be responsive to 
the problems of hospitals as well as a 
level of hospital acceptance to assure 
insured individuals of general recogni- 


tion of their Group and individual in- 
surance benefits as a credit against the 
hospital bills. 

With respect to a direct line of com- 
munication between the industry and 
hospital personnel, Mr. Neal said that 
HIAA has established a direct mail bul- 
letin service to hospital administrators 
of some 4,000 general hospitals in the 
country. “There are numerous indica- 
tions that this has been well received 
as it gives promise of serving as one 
of our industry’s primary channels of 
communication with hospital personnel.” 


Relations With the Doctors 


As to relations with the medical pro- 
fession, Mr. Neal pointed to a dramatic 
evolution in the past year. “This was 
sparked,” he said, “by a meeting of 
insurance representatives and the trus- 
tees of American Medical Association. 
Culmination of this discussion was the 
recognition of a need for our industry 
to develop and maintain a_ working 
liaison with the practicing physician at 
the local level. 

“In recognition of this need and the 
desirability of establishing a_ parallel 
activity in the hospital field, the Health 
Insurance Council embarked upon a state 
committee program. Its objective was to 
organize a vast reservoir of knowledge- 
able company representatives who might 
be drawn into the council’s activities at 
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general reaction of hospitals and doctors 
has been encouraging.” 

The speaker brought out that the suc- 
cess of this activity “will in a large 
measure be determined by our ability to 


fact, serves as a consultant to 
Dental Association. 

Medical Directors Section Set Up 
year’s 


Speaking of past 


American 


activity of 


the local level with hospitals and doc- preserve this close relationship and to HIAA’s committee on_ economics of 
tors. This program got underway late facilitate the exchange of information financing medical care, Mr. Neal noted 
last year with the HIAA division of between the various committees on ac- that it has established a_ medical di- 
information and research having the tivities within their states. This latter rectors section whose broad objective is 
over-all responsibility of organizing such point will be accomplished principally to help develop interest of medical di- 
committees in 32 states and the District through a news letter service to state rectors in health insurance. It will tur- 
of Columbia, and providing such as- committeemen. ther serve to integrate them with other 
sistance in these areas as may be nec- “While this activity is relatively new, working groups of HITAA, he said. 
essary to assure continued development it has already served as a strong stimu- Implementation of this objective in- 
of this program. To date, committees lus to our over-all programs. At this volves the following functions: 

have been formed, organized and orien- point it would seem to have unlimited 1. Consideration of a program of contact and 
tated in 20. of the states assigned to potential. ; : , education in the fundamentals and importance 
the association. 7 Phe HIAA has likewise established of health insurance for company and_ medical 

In addition, virtually all of these close contact with such other profes-  gircctors . 

committees have made initial contact sional groups as the American Dental 


Den- 2. Be available to the individual and group 


Public committees of the 


with the hospital and medical organiza- Association, American Industrial 


association for consultation on 


tions established at the state level. In tists Association, American 
some areas, the program has branched Health Association and American Op- matters of selection of risks, the wording of 
out to the county and local level. The  tometric Association. Mr. Follmann, in contracts or related subjects. 




















FLASHING ahead 


Our country maintains its military 
leadership with advanced weapons 
like this rocket-firing Scorpion. Simi- 
larly, leading producers stay in front 
by offering the most up-to-date forms 
of personal protection . . . such as In- 
ter-Ocean’s ever-expanding line of Life, 
Accident and Health and Income-pro- 
tection policies. 
Inter-Ocean representatives are 
always supplied with the latest advances 
in underwriting practice, as well as with 
competitive sales ammunition. 
If you are an interested broker, write 
today for information on the many op- 
portunities Inter-Ocean has to offer. 


with modern protection 


INTER- OCEAN 


INSURANCE COMPANY 
CINCINNATI 2, OHIO 
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3, Working through the Health Insurance 
Council, to assist in the liaison or educational 
capacity in industry with organized 
medical, hospital and public health organizations. 


meetings 


Another project under way is an ex- 
amination of uninsured plans and the 
specific question of whether considera- 
tion should be given to the development 
of an industry viewpoint in response to 
the question, “Why insure?” Still an- 
other project is an evaluation of group 
practice medical care plans on a pre- 
payment basis. 


Coop2ration With Governmental 
Agencies 


Mr. Neal then pointed out that HIAA 
considers as a major function to lend 
its research and information facilities in 
cooperation with legislative and govern- 
mental agencies. It has assisted the U. S. 
Department of Health, Education and 
Welfare in such matters as the conduct 
of the National Health Survey and the 
national conference on nursing homes 
and homes for the aged. It has aided 
the Defense Department’s Office of De- 
pendent Medical Care in formulating a 
dental care program for dependents of 
military personnel, and has conducted 
and released to the Government a studv 
of the relationship of health insurance 
to the migratory worker 

At the state level HIAA functions 
closely with NAIC as well as individual 
state Insurance Commissioners in other 
than areas of direct legislative or regu- 
latory import. In process of completion, 
Mr. Neal said, is a comprehensive study 
of cancellation practices of insurance 
companies for the NAIC. It will be 
ready for the June annual meeting of 
the Commissioners. He further noted: 

“The association cooperates with edu- 
cational institutions and research agen- 
cies which have an active interest in 
health insurance or in medical eco- 
nomics. In this manner it has been 
identified with the various research 
projects of the Health Information 
Foundation, with a major study being 
conducted at the University of Michigan, 
on behalf of the Governor’s Commission 
of Michigan, and with specific research 
projects of several other universities.” 


Company Relations 


The company relations division, func 
fion of which is to keep the industry 
informed on changing conditions con- 
cerned with underwriting and marketing 
practices, has three specific areas of 
activity. Mr. Neal said they are the 
direct responsibility of Assistant Direc- 
lors Fred Jackson and Fred Niketh, 
Marie Meade, executive secretary and 
Catherine Nachel, administrative assist- 
ant. 

One funetion is the annual meeting 
and educational forums of the HITAA. 
Mr. Neal said that two individual in- 
surance forums and two Group insurance 
forums have now been conducted by the 
association “and their great worth to 
the membership has been amply demon- 
strated.” In addition the HIAA this year 
for the first time conducted a methods 
and procedures forum which was franklv 
experimental. “Final evaluation and 
determination of whether this forum is 
to he continued on an annual basis has 
not been reached,” he commented. 

Attention was called to informational 
bulletins regularly sent to member com- 
pames, handling of the many requests 
rom individual companies for data on 
coverages and company practices, for 
Specimen policy and underwriting forms. 
Another function is that of working 
with certain of HTAA’s standing com- 
Mittees and their subcommittees. In 
addition an important two-way commun- 
leation between HIAA and its members 
has been developed. Staff members last 
year visited the home offices of about 

) companies by way of achieving this 
objective. F 

Acknowledgments 


In closing his report Mr. Neal acknowl- 
i ged ‘ppreciatively the excellent work 
one by HIAA committees, members of 
wed hoard of directors who have given 
A bere sd of their time and talents ; 
ad etiring I resident J. Henry Smith, 

oming President Travis T. Wallace 


of Great American Reserve, Secretary 
William R. Shands, Life Insurance Co. 
of Virginia, and to his staff associates— 
John Hanna, general counsel, Joseph F. 
Follmann, information and_ research 
director, and James R. Williams, vice 
president, Health Insurance Institute. 
“Our staff is dedicated to the faithful 
performance of their tasks to which the 
quality of their work attests and each 
has performed exceedingly well,” he said. 
Mr. Neal did not overlook the “excel- 
lent cooperation” received from other 
company association—ALC, LIAA, In- 
stitute of Life Insurance, Life Insurers 
Conference, Association of Casualty & 


Surety Companies, American Mutual 
Insurance Alliance, LOMA and LIAMA. 

Mr. Neal’s recognition of the worth of 
the Health Insurance Institute is given 
on another page of this issue. 


LADIES’ ENTERTAINMENT 

A goodly number of HIAA wives at- 
tended its annual meeting in Chicago. 
Special headquarters were maintained 
for them at the Drake Hotel where each 
morning coffee was served. The ladies 
were also guests at a luncheon and 
fashion show May 13 at the famous 
Kungsholm restaurant on  Chicago’s 
near North Side. 

















Brokers look to 


GUARDIAN 
for Leadership in 


Non-Can Income 










Now available in most states... 


Three New Participating Policies — 


Guaranteed Renewable to Age 65 


The Reliance — streamlined disability income protection 
for one, two or five years at an unusually low premium. 


The Income Guardian — choice of one, two or five year 
benefit for sickness, plus lifetime accident benefit. 


The Income Defender — income all the way to age 65 
for sickness, plus lifetime accident benefit. 


Optional Benefits — Accidental Death, Ad- 
ditional Income when Hospitalized, Excess 
Accident Medical Expense — available on all 


three by rider. 


Call your GuarDIAN Manager today for full information, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 








Wooten Sees Recovery 
By Early Next Year 


TEXAS BANKER’S' PREDICTION 





Says New Era Will be Marked by Stiff 
Competition with Personal Sales- 
manship in Ascendency 





The economic business recession grip- 
ping the United States will begin to 
subside this Fall or early next year and 
will be followed by a sound financial 
condition if Americans let time-tested 
economic principles take a reasonable 
course, Ben H. Wooten, president of the 
First National Bank of Dallas, predicted 
May 14 in addressing the final session 
of the HIAA annual meeting in Chicago. 
He was introduced by Travis T. Wallace, 
president of Great American Reserve of 
Dallas, HIAA’s new president, who is 
proud to be on the board of directors 
of Mr. Wooten’s bank. 

The speaker substantiated his predic- 
tion of business recovery by pointing out 
that sales of new automobiles are slowly 
increasing, mortgage money is getting 
easier, banks are seeking loans in most 
sections of the country, and retail sales 
last month surpassed those of March, 
1957. He noted that at the present time 
Congress is not anxious to cause great 
deficits through tax cuts. Manufacturing 
inventories, he said, have declined to the 
point that new orders for materials 
should rise and personal income has 
been sustained above the year-ago level. 

These factors, along with high farm 
product prices and the upturn in con- 
struction, coupled with tremendous vaca- 
tion spending for the greatest travel 
year ever, led Mr. Wooten to believe 
that the business recession will begin 
to level off late this fall or early next 
year. 

Consumer Key to Problem 


The speaker emphasized, however that 
although government can assist the busi- 
ness upturn, especially in monetary 
ways, the consumer is the real key to 
the problem. “We must as individuals 
assume the responsibility for the collec- 
tive effect of our individual system of 
private enterprise,” Mr. Wooten declared. 

He further cautioned that Americans 
cannot look primarily to the government 
to get business out of trouble. “Only we 
can do the recovery job,” the speaker 
declared. The complete recovery will be 
the result of individual decisions. Gov- 
ernment’s duty is to establish a favorable 
recovery climate and it is endeavoring 
to do so. 

People are now price and value con- 
scious, Mr. Wooten continued. They will, 
however, buy high priced goods if they 
are convinced that the value is there. 
Many durable articles are bought be- 
cause of the faith in the men that offer 
the articles for sale. It is the function 
of the salesman to see that the buyer 
gets the best that his money can buy. 


No Longer a Captive Audience 


“For several years after World War 
II our buying public was a_ captive 
audience but such is not now the case. 
We must now look at selling as a crea- 
tive function and we must never have 
the attitude of: ‘Here it is, take it or 
leave it.’ There is no substitute for 
plain, personal salesmanship. Research 
and advertising are only tools of selling; 
they alone cannot get the job done. We 
cannot stay in business and ignore 
changing needs and wants of our cus- 
tomers, whether that be in banking, life 
insurance or manufacturing of goods.” 

In closing Mr. Wooten predicted that 
before many months business will be 
moving into a new high era. “This era,” 
he said, “will be marked by stiff compe- 
tition and a wide range of improved 
products. Management will have the 
greatest job ever to do. Instead of 
wringing our hands and crying to the 
government for help, let’s roll up our 
sleeves and go to selling, keeping in 
mind that management is not the direct- 
ing of things; it is the directing of peo- 
ple, especially the salesman.” 
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Metcalf Legislation And Ontario State 
Hospitalization Pose Major Problems 


\ panel of five outstanding A. & H. 
executives, all well versed in the prob- 
lems of the business, squarely faced an 
imposing array of questions put to them 
by their moderator, Armand Sommer, 
vice president, Continental Casualty, at 
HIAA’s annual meeting in ‘Chicago. The 
panelists included Leslie P. Hemry, 
senior vice president — operations and 
general counsel, American Mutual Lia- 
bility of Boston; H. Lewis Rietz, execu- 
tive vice president, Greater Southern 
Life of Houston; Ardell T. Everett, sec- 
ond vice president, The Prudential; Ste- 
fan Hansen, vice president and director 
of Group insurance, the Great-West 
Life of Winnipeg, Canada, and Gerald 
Parker, secretary, A. & H. department, 
the Guardian Life of America. 

\ttention of the panelists centered to 
a considerable extent on the problems 
posed by the Metcalf legislation pro- 
posed in New York State and _ the 
rapidity with which Canada is embracing 
state hospitalization. 

Speaking of the events which led to 


enactment of the “compromise” Metcalf 
bills, the panel cited two main currents 
behind this legislation, viz. the permanent 
coverage of health insurance needs and 
the question of the right of cancellation. 
As to permanent health insurance it was 
brought out that industry leaders suc- 
cessfully convinced New York legislators 
that the public was entitled to choose 
whether they wanted lifetime coverage 
or term insurance. It was further noted 
that over half of the Group insurance 
programs presently in effect in New 
York State permit retired persons either 
to continue their Group health insurance 
or to convert their Group insurance to 
individual health insurance policies. 


Termination of Policies 


A subject of uppermost interest was 
the right of termination of policies by 
insurance companies. The panelists 
pointed out that today a person can buy 
either type of coverage at their choice. 
The new development of restricting the 
right to terminate due to deterioration 
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Woodmen Accident and Life Company 
on a policy of life or accident and health 
insurance is a hallmark of quality. For 
sixty-seven years this pioneering Com- 
pany’s foremost purpose has been to pro- 
vide sound protection and reliable service 
for its policyholders. Its unusual finan- 
cial strength, complete line of personal 
insurance coverages, able corps of trained 
field representatives and long history of 
outstanding performance have earned it 
the reputation of ''a good Company with 
which to insure.” 


Career opportunities for men who seek success in personal insurance field 
underwriting and management are available in 27 states and the Territory 
of Hawaii. For complete information write to L. J]. Melby, Agency 


Vice President. 


Woodmen Accident and Life Company 
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ESTABLISHED 


1890 


A MUTUAL LEGAL RESERVE COMPANY 
E. J. Faulkner, President 
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of health was thoroughly discussed as a 
possible answer to the termination prob 
lem. In this connection Mr. Parker 
voiced the opinion that if the companies 
are to retain the right to cancel or ter- 
minate individual coverage of those in- 
sureds who abuse the coverage, “then 
we must also permit those who are 
really sick and need their insurance to 
hold on to their coverage.” 


The Canadian Situation 


Stefan Hansen was called upon to 
vive background facts relative to the 
state hospitalization trend in Canada. He 
said that some ten years ago Saskatche- 
wan and British Columbia introduced 
state hospital plans. Then in 1957 a bill 
was introduced in the Canadian Parlia- 
ment which would subsidize hospital 
plans. It required that the six provinces 
must comply with its provisions. Subse- 
quently this legislation was liberalized 
and it was announced that Federal pay- 
ments would be made available on July 
1, 1958, to the people in all the provinces 
which had put into effect satisfactory 
plans. 

Mr. Hansen explained that the Ontario 
bill, which will become effective January 
1, 1959, has made state hospitalization 
mandatory on an exclusive basis. The 
plan is available to all residents of the 
province but compulsory only to em- 
ployers with 15 or more employes. It is 
optional for those employing less than 15 
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ARMAND SOMMER 


people, but they may not purchase pri- 
vate insurance other than from the state 

Thus, private companies are practicalh 
out of the hospital business with the ex- 
ception of supplemental coverage that is 
permitted to be sold over and above the 
basic hospital coverage 


Hansen Explains Costs 


The cost of the Ontario hospital in- 
surance, Mr, Hansen said, is $2.10. per 
month for single people and $4.20 per 
month for families. He went on to say 
that in Manitoba where state hospitaliza- 
tion also passed, the plan will go into 
effect as Federal money be- 
comes available, possibly by July 1, 1958 
It is also compulsory to carry this insur- 
ance. Rates are $2.05 for single persons 
and $2.10 for families. Employers of five 
or more people must register their em- 
ployes. Others must register through a 
public office and they will be penalized 
if they do not do so. Financing of the 
plan will be much the same as in Ontario 

The New Brunswick and Nova Scotia 
programs are expected to go into effect 
on January 1, 1959, Mr. Hansen said 
With the exception of Quebec Province 
virtually all of the private hospital insur- 
ance written in Canada will be dissipated 

Admittedly this trend poses a_ real 
threat to hospital insurance business in 
the United States. However, the panel- 
ists did not believe there was much like- 

(Continued on Page 65) 
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HIAA Hones oe Ses 
State Regulation 


IN ARCH E. NORTHINGTON TALK 








Tennessee Insurance Commissioner De- 
scribes Federal Government’s 
Sprawling Empire 


Tennessee Insurance Commissioner 
Arch E. Northington told the HIAA 
annual meeting in Chicago, May 13, that 
state regulation is better than a Federal 
system in serving the public interest in 
health insurance. 

Mr. Northington, who is _ president- 
elect of the National Association of 
Insurance Commissioners, the 
advantages of state regulation. 

“The Federal 


clared, 





described 


Government,” he de- 


“has become a vast and sprawl- 


ing empire, areas of which are 


far removed from the people it is sup- 


many 


posed to represent. Though it is ‘his’ 
government, the citizen oftentimes feels 
so distant from it that he 
or nothing about it.” Mr. 
felt that 
action and to function at its best there 


should be close proximity between those 


can do little 
Northington 
“insurance is a personal trans 


who buy and those who regulate.” 

The speaker traced briefly the history 
of “accident insurance” in this country 
beginning in 1897. It was patterned 
after insurance written by English com- 
panies that wrote railway travel accident 
policies. “Sickness or health insurance 
as it is popularly known today,” he 
explained, “came into its own in the 
20th century ... coverages have been 
expanded to include a multitude of health 
contingencies. The trend has been to 
tailor the coverage to fit the individual 
and certainly you should concentrate on 
making broader coverages available to 
the public,” he told the health insurance 
representatives. 


The Good Name of Insurance 


“Health and 
developed freely over the 
is only because it was free 
developed,” he emphasized. 

The fact that insurance has a good 
name is no accident, Mr. Northington 
stated. “It is the product of generations 
of honest and fair dealing in the mu! 
tiplicity of individual and distinct trans- 
actions in which it has engaged—and 
this despite the fact that of all legitimate 
businesses insurance has perhaps the 
greatest Lasie handicap to overcome in 
Maintaining its common acceptability. 
This is because its relations with those 


insurance’ has 
years and it 
that it has 


accident 


_ THE renvatatesid spit Lr seineed Meaning st HIAA 





A — Hvale, A. & H. Pioneer 


A. B. Hvale, assistant secretary, Con- 
—— Casualty, was hailed by many 
friends at HIAA’s -annual meeting as 
one of deans in the A. & H. business. 
He started his career 51 years ago and 
has devoted a business lifetime to con- 
structive service on behalf of his com- 


pany and for the betterment of the 
business. 
“Al” Hyvale’s hobbies are cultivation 


of roses and collecting of limited edition 
books. He is as thoroughly at home 
in the world of literature as he is in 
accident and health matters. A _ little 
known fact is that he obtained a law 
degree in 1904. 





it serves are tied up in a_ contract, 


which, try as we may, continues to be 
a tangle of words to the average policv- 
holder. Misunderstandings are inevita- 


ble, and it is a tribute to the business 
and its conduct that people may not 
understand the contract, but commonly 
expect the insurance company to treat 
them honestly and fairly.” 


Calls for Good Public Relations 


The need to maintain the 
of the public continues each day. With 
the sharpened competition, Mr. North- 
ington said, “the public manners of in- 
surance were never better.” However, he 
did point out that “many in the insur- 
ance industry have failed to keep enough 
liaison with the grass roots... and 
failed to properly inform the public as 


goodwill 


to the basic reasons for rate revisions 
which are filed for without sufficient 
explanation to the public, the agent or 


even the companies’ representatives. 
Many of our present headaches in the 
business could be cured if more thought 
were given to the import ince of having 
an informed public,” he declared. 

Mr. Northington said that the Ameri- 
can governmental system was founded 
on the principle that the Federal division 
of that system should act only when and 
where the states could not act or where 
action by an individual state might be 
harmful to the whole of the democratic 
society. This philosophy is as valid today, 
he affirmed, as on the day when it was 
instituted despite the fact that the Fed- 
eral Government which has grown stead- 
ily in size and complexity now has 
within its reach far more than it re- 
quires for ordinary usage in the service 
of the people. 

“There is a real fear that the proper 
balance of power and responsibility be- 
tween the Federal Government and the 
states will not and cannot be maintained 
if it is left up to a self-imposed discipline 
on the part of the national government. 
The states and their subdivisions must 
be ready and able to assume their full 
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share of the total tasks of governing,” 
Mr. Northington said. 


Rights 


The speaker quoted Thomas Jefferson 
saying that states’ rights is the strength- 
ening “of the state government, and as 
this cannot be done in the Federal Con- 
stitution—it must be done by the states 
themselves.” Mr. Northington empha- 
sized that “where a void or vacuum 
exists on any governmental level and the 
political entity on that level does not 
fill the vacuum, it will be filled by a 
political unit on a level somewhere above 
it.” 

He further restated the opinion of 
Elihu Root, given 52 years ago, that “the 
people will have the control they need, 
either from the states or from national 
government; and if the states fail to 
furnish it in due measure, sooner or later 
the constructions of the constitution will 
be found to vest the power where it will 


Strengthening States’ 


be exercised—in the national govern- 
ment.” 
Mr. Northington urged that this 


Closing his address, 
he declared: “We believe and support 
state regulation because we think that 
it is a better system of regulation from 
the public’s standpoint than any Federal 
system could be. It is closer to the 
people. There is no reason why a citizen 
seeking redress against an insurance 
company should proceed to Washington 
for relief, or to a local office adminis- 
tered from Washington.” 


should not happen. 





New Health Insurance Booklet 


A new booklet, “Your Health Insur- 
ance Needs,” prepared by the Health 
Insurance Institute, will be made avail- 
able June 1 to member companies of 
HIAA, General Manager Robert R. 
Neal announced at the annual meeting. 
This booklet will provide a basic ex- 
planation of the various types of health 
insurance. It will also serve as a check 


list in determining how adequate an 
individual A. & H. policy is for finane- 
ing medical care today. 





PLAUDITS FOR SMITH 


HIAA er ee R. Neal and E. J. 
Faulkner Point to His Leadership 
and Dedication to Duty 
One of the happiest experiences which 
J. Henry Smith, retired president of 
HIAA, had at the annual meeting of 
this association came when he received 
the plaudits of General Manager Robert 
R. Neal and Past President E. J. Faulk- 
ner. Their appreciative observations on 
his year as HIAA’s chief officer reflected 
the sentiment of the entire organization. 
“Mr. Smith has been a fine president 
and we are deeply in his debt,” said Mr. 
Neal in report. “He has 
served in a year in which major changes 
were destined to begin in his company— 
Equitable Life Societ y— 
bringing new and added responsibilities 
to him. Nevertheless, he gave of him- 
self in the fullest degree to the associa- 
tion. (Mr. Smith was promoted to under- 
writing vice president of the Equitable 

earlier this year.) 

In presenting Mr. Smith with the 
traditional past president’s gavel E. J. 
Faulkner pointed to the benefits derived 
by HIAA “through your wise, judicial 
and yet aggressive leadership.” Mr. 
Faulkner also revealed the contents of 
a letter received from James F. Oates, 
Jr., Equitable Society’s president, who 
in pointing to Mr. Smith’s qualities said 
that “he does a splendid job in whatever 
he undertakes. 

Mrs. Smith was called up front by 
[Travis T. Wallace, president of Great 
American Reserve of Dallas, and HIAA 
president-elect, who presented her with 
a beautiful array of white chrysanthe- 
mums. Saying ‘that she was equally 
deserving of recognition with her hus- 


his annual 


Assurance 


band, Mr. Wallace observed: “Actually 
it is the wife who makes more real 
sacrifice. These flowers are a token of 


our understanding and gratitude.” 





MASS 


employees. 


Now-- Small Groups, 
Have Major Medical Protection 
with 


SACHUSETTS MUTUAL 


A bona fide plan of -Major Medical Expense 
Insurance is now offered by the Massachusetts 
Mutual to employers with 10 but less than 25 


* This is a Comprehensive Plan for em- 
ployees and their dependents. 


* It provides protection comparable to that 
for larger groups of employees. 


* Here is a quality medical care plan to 
meet present day needs. 


Employers, Agents and Brokers are invited to 
ask a Massachusetts Mutual Group sales repre- 
sentative for complete details. 


MASSACHUSETTS MUTUAL 
LIFE’ INSURANCE CQ. 


SPRINGFIELD, MASS. 
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1. THEIR PRODUCT IS IN 


STEP WITH THE TIMES .... i 
Federal Life offers their men 
the finest Accident 

contracts 
In turn, our men can 
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lable, guaranteed renewable 
accident and health contracts, tal, 
and participating as well as 
non-participating life 
ance plans. 


Health 
today. 
offer 


INSURANCE COMPANY 


and 


available obtain more 


non-cancel- 
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6100 North Cicero Avenue, Chicago, Illinois 


POLICIES HAVE IMPACT! 


If you're not hitting with present policies read what Federal has to offer. 


FEDERAL LIFE HAS A 
VARIETY OF POLICIES .... 
Federal Life men are able to 


cause they have a policy for 
every need. To name a few: 
Major Medical, Major Hospi- 
Secured Income Plan, 
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of its greatest economic and cultural age— 
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Now is the time for faith and confidence in 
the American system of free enterprise. Hard 
Work is the answer. Business is there for 
those who go after it. 
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Hermalin’s Impressive Report to HIAA 
On Countrywide Health Ins. Survey 


2,000 Families Interviewed Sought More Information; Willing 


to Purchase Health Cover When Given Facts; 
Age, Income, Residential Areas Probed 


The results of a countrywide survey of 
health insurance were revealed before 
the HIAA annual meeting in Chicago, 
May 13, by Albert I. Hermalin, assistant 
director, division of statistics and re- 
search of the Institute of Life Insurance. 
The survey was the first of its kind to 
be undertaken, with Mr. Hermalin serv- 
ing as consultant to the Health Insur- 
ance Institute on the project. It involved 
interviewing 2,000 families, which pro- 
vided information on 6,600 individuals. 

Mr. Hermalin described the manner 
in which the survey was conducted. It 
was implemented by National Analysts, 
Inc., of Philadelphia. 

“A representative section of 
American families was. selected, using 
the same general method practiced by 
the U.S. Bureau of the Census in its 
sample interview surveys. This method 
is known as area probability sampling. 
Single interviews were obtained with 
2,000 families, in their homes, in 104 loca- 
tions throughout the country.” 

He explained that 2,000 families is con- 
sidered by mathematical statisticians to 
be an adequate number for most nation- 
wide surveys. The sample agrees quite 
closely with census data for the country 
as a whole in such characteristics as 
age distribution, family income, size of 
family, and so on. 


cross 


The study took approximately eight 
months from initial planning to final 
report. The questionnaire was con- 


structed after conferences, reviews, revi- 
sions and try-outs in Philadelphia and 
Chattanooga. An experienced field staff 
conducted the actual interviews in Octo- 
ber and November, 1957. 

In half the families interviewed, the 
head of the family was selected, on a 
random basis, to be the respondent; in 
the remaining half, the wife was inter- 
viewed. The average time of an inter- 
view exceeded one hour and fifteen min- 
utes. 

A good deal of the study was devoted 
to exploring the importance of people's 
attitudes and motivations in relation to 
health insurance. Mr. Hermalin re- 
minded his listeners that people’s finan- 
cial status, place of residence and other 
characteristics of this sort play an im- 
portant role in health insurance cover- 
age and provide an important back- 
ground for better understanding the role 
of attitudes and motivations. 


General Findings of the Survey 


In outline the survey showed that 
health insurance is widely distributed 
throughout the nation, various age, sal- 
ary and residence groups. The public is 
generally favorable to health insurance 
which they feel allows them to budget 
for medical expenses. 

People are “pretty well informed” 
about it though there are some notice- 
able gaps in their knowledge which a 
significant proportion of the population 
recognizes by asking for more informa- 
tion. The public’s experience and atti- 
tudes with regard to the coverage of 
insurance companies and that provided 
by Blue Cross-type plans are similar to 
a high degree. 

Mr. Hermalin made this general com- 
ment on the survey and its findings: 
“In some cases, the relationships sug- 
gested by the survey should be confirmed 
by actual experience, and in other areas 
further research may be needed. Tho 
important point is that statistical results 
are not an end in themselves but rather 
guides to help form sound business 
judgment. They allow us to check our 
ideas, suggest new ideas and enlarge 
our perspectives—in short, statistical re- 








Fabian Bachrach 
ALBERT I. HERMALIN 


sults of this type are the ingredients 
essential to making informed decisions. 
It is from this standpoint that we feel 
this survey will prove extremely valu- 
able.” 

Coverage Among Various Groups 


He then presented a brief review of 
the results pertaining to the frequency 
with which different groups are insured, 
the types of health insurance they have 
and other relevant data. 

Two-thirds of the population had some 
form of health insurance at the time 
of the survey. This is a few percentage 
points less than current figures used 
by the Health Insurance Council, but 
Mr. Hermalin explained, “is of the same 
order of magnitude.” Similarly close fig- 
ures were obtained for the proportion 
covered by insurance companies, Blue 
Cross-Blue Shield, and for independent 
plans. 

He further reported that the percent- 
ages with hospital, and surgical expense 
insurance agreed closely with HIC fig- 
ures. The medical expense and loss ot 
income figures were in general agree- 
ment also. As expected, however, a much 
higher proportion of the population re- 
ported having major medical expense in- 
surance than in fact do own it. 


MM Not Properly Identified 


Mr. Hermalin continued: “Though 
these figures from the survey give us 
no new factual knowledge, the areas 0! 
agreement and disagreement with pre- 
existing figures have certain important 
implications. In the first place, the fact 
that a survey not primarily designed to 
produce data on coverage, and therefore 
devoting relatively little time to this 
area, could produce figures so close to 
those we know, indicates that people 
possess a better knowledge of the type 
of health insurance they have than many 
of us probably suspected. : 

“Secondly, the one area of sizable dis- 
agreement—major medical—is in_ itsel 
revealing. The inability of a large se8- 
ment of the population to properly iden- 
tify major medical even after a brie 
definition indicates that this type of 1- 
surance has not as yet become widely 
known. The definition of major medical 
which was used, stressed the aspect 0 
coverage in large amount for ‘catas 
trophic’ illness, and 


the fact that s° 
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many people felt they were so covered 
may indicate that they do not under- 
stand the benefits they have in their 
present coverage. 

“This is important,” he explained, 
“since it may lead people to be satisfied 
with inadequate coverage solely because 
of the erroneous belief that they have 
more protection than in fact they do. 
Qn the other hand, it sometimes happens 
in interview surveys that respondents 
say they actually own an item they 
would very much like to have, so that 
the over-reporting of major medical in- 
surance suggests that there may be a 
large degree of receptiveness to a policy 
that would provide protection in sub- 
stantial amounts for all types of medi- 
cal care.” 

The survey revealed some factual data 
not readily available in the past. Mr. 
Hermalin gave the figures with regard 
to frequency of some form of coverage 
among different groups of the popula- 
tion : 

Men, women and children are covered 
in almost the same frequency—69% of 
men, 67% of women, and 66% of chil- 
dren under 18 have some form of health 
insurance coverage. Since there are 
more women and children than men in 
the total population, the insured popula- 
tion is composed of 30% men, 32% 
women and 38% children. 


Coverage of Age, Income Groups 


The frequency of coverage, it was 
revealed, tends to rise with age, reach- 
ing a peak of 77% in the 30-49 age 
group. It declines gradually to about a 
third of the “over 65” group reporting 
uny coverage. The age pattern for males 
and females is quite similar, but the 
peak coverage for males is 40-49 and 
for females it is the 30-39 year category. 

Family income also has effect. Of the 
individuals from families with $5,000 in- 
come or over, 80% are covered. Cover- 
age declines to 74% in the $3,000 - $4,999 
group and to 33% of individuals in fami- 
les with incomes of $3,000 or less. 

Further revelations regarding cover- 
age were 75% coverage for urban resi- 
dents and 58% for rural residents. This, 
and also the income effect, is reflected 
in coverage in different regions of the 
country: North Eastern States, 78% of 
the individuals have coverage, North 
Central and Western, 69% and in the 
South 58%. Further, education influences 
the frequency of coverage. Even in 
broad income groups, as the education 
of the family head increases, so also does 
the coverage on individuals in these 
lamilies, 

A breakdown into individual and group 
coverages shows a varying pattern 
wnong different groups. In total, 49% of 
individuals are covered by group of all 
kinds, and 22% are protected by indivi- 
dual. Some people have both types of 
insurance. 

The pattern of group and individual 
coverage by family income and by place 
ot residence reveals that the frequency 
ot individual coverage is fairly constant 
in all categories. Group coverage, on 
the other hand, increases sharply with 
amily income; it is more frequent in 
urban than in rural areas, and a larger 
Proportion in the highly industrialized 
regions have group insurance than in the 
more rural South. 
opt, Hermalin reported that over-all 
tl ne population had coverage from 

ce companies, 33% from Blue 
a es Organizations and 3% were 
ind ed in independent plans including 
ustrial, community and  consumer- 
sponsored programs. Some people are 
Msured with more than one type of 
Organization. 
How Public Views Health Ins. 


cn of the most interesting aspects 
: ‘ge survey was how people’s atti- 
udes, motivations and knowledge of 
lealth insurance were revealed. Mr. 
— stressed that he stated a few 
th € impressions only, and then gave 
€ results to support these impressions. 
oo his listeners to keep in mind 
i Ps le impressions were only those 
tunit ew people who have had an oppor- 
" RY to analyze the data and that “no 
ubt alternative conclusions are pos- 


sible.” They do, he said, serve as a 


springboard for further analysis and 
stimulate discussion. 
The results show that 81% of all 


families expressed a favorable attitude 
toward the idea of having health in- 
surance for themselves; 9% were neutral 
and only 8% were unfavorable. Of in- 
sured families, 90% were favorable and 
even 55% of families without coverage 
expressed a favorable attitude. “When 
we compare families who,” he said, “have 
Blue Cross-Blue Shield coverage only 
with those who have insurance company 
coverage only, we find almost identical 
patterns of attitudes on this question. 
The attitudes of those who had group 
insurance only and those who had indivi- 
dual coverage only were also practically 
identical.” 


Reasons For Not Having Coverage 


An indirect means used to test the 
people’s attitude was to ask if they 
could think of any reason for not having 
health insurance. Almost 75% could 
think of no such reason, Naturally some 
of those without coverage could think 
of a reason for not having it. This does 
not mean that people who could think 
of a reason for not having health insur- 
ance were necessarily critical of it— 
saying only that it may not be neces- 


sary or desirable in all cases. 

What suggestion had the people for 
improving health insurance? Some 25% 
of the families had suggestions to make, 
16% gave no answer and 59% said they 
had no suggestions for improvements. 
Families with coverage made suggestions 
somewhat more frequently than families 
without. 

People regard insurance as a means 
of budgeting for medical expenses, there- 
by preventing depletion of savings and 
providing a feeling of security. They 
also seem to regard themselves as more 
likely to seek medical attention if they 
have insurance coverage, than if they 
are not covered. 

Harking back to the 25% who could 
think of no reason for needing health 
insurance, half of these said that the 
insurance was not necessary if you had 
the funds to pay for medical care. 


Survey of Amount of Coverage 


The survey also asked the interviewees 
if they considered the coverage they 
currently held to be sufficient, if they 
felt the need for greater or less cover- 
age. Some 75% said they had the right 
amount of coverage, 24% felt they wanted 
more and one percent wanted less than 
they carried at that time. 

The speaker did point out “that these 


answers represent the respondents’ atti- 
tudes toward their own coverage and 
may differ considerably from what a 
realistic objective appraisal of their needs 
might produce. Note that 70% of the 
families who have accident policies only 
or dread disease policies only say that 
their coverage is about right.” 

The additional protection desired by 
those who wanted more insurance varies 
according to their present coverage, 
but in total 26% of these families said 
they would like more benefits in dollars, 
days or family members covered; 20% 
wanted more income loss coverage; 16% 
desired illness coverage; 13% wanted 
hospital coverage or more hospital cover- 
age; 12% mentioned insurance for physi- 
cian’s fees; and another 12% desired 
coverage for home or office calls. 

Those who said they have enough 
coverage gave as reasons that it was all 
they could afford—mentioned by 48% 
of those families; that it covered the 
types of medical expenses they needed— 
43%: that they were unlikely to need 
more—12%; and that they were healthy 
Ah. 

Mr. Hermalin considered the question 
of those who desired full coverage and 
at the same time were satisfied with 
their present coverage. He had two 

(Continued on Page 57) 











I; IS with great pleasure that we salute the Health Insurance Associa- 


tion of America at the completion of its second year of operation. We 


know that the association will continue to constructively represent the 


health and accident business. 


Our best wishes to the new officers of HIAA in the busy months ahead. 


LIFE INSURANCE COMPANY & 
Springfield, Massachusetts 



































































































R. R. Neal Points To cites 


Program Of Health Insurance Institute 


An interesting portion of HIAA Gen- 
eral Manager Robert R. Neal’s annual 
report in Chicago centered around the 
progress made ‘by the Health Insurance 
Institute in the past year in developing 
better public understanding and strength- 
ening of public confidence in the acci- 
and health business. The Institute, 
under the capable 
Williams and, 


dent 
he pointed out, is 
guidance of James R. 
while it is thoroughly serviced and 
financially supported by the HIAA, it 
operates apart from it and is separately 
identified. 

Mr. Neal reported that the services 
of the Institute and its program of 
communication is being accelerated in 
many ways. “It is now in a position,” 
“where we confidently feel that 
program will be 
Among its basic 


Neal stressed 


he said, 

our public 

increasingly effective.” 

long range objectives Mr. 
the need to keep insurance companies 

aware of public attitudes 
insurance. 


relations 


continuously 
toward health 


Tribute to Holgar Johnson 


In particular Mr. Neal spoke of the 
relationship between HII and the In- 
stitute of Life Insurance which, he said, 
is on the highest plane possible. “The 
tremendous advantage which has been 
afforded the Health Insurance Institute 
through this cooperative relationship 
cannot be emphasized too strongly. If it 
were not for the fine help and support 
given by Holgar J. Johnson and _ his 
associates our public relations program 
would not have been able to develop at 
such a rapid pace,” he said. 

Reviewing major areas of the Insti- 
tute’s activities in the past year, Mr. 
Neal pointed to attendance of its staff 
at meetings of the major policy m: iking 
committees of the HIAA. “This affords 
the opportunity to keep abreast of what’s 
going on and to be kept aware of 
challenges facing the companies. This 
arrangement has proved satisfactory and 
will continue,” he said. 

He was encouraged that in the past 
year 9) or more requests were made by 
individual companies for the HII film- 
strip, “People Are Our Business,” recep- 
tion of which has been favorable on the 
whole. In addition such outside groups 
as the Blue Cross Commission, American 
Medical Association and National Health 
Council of the Girl Scouts of America 
have asked for a copy of the filmstrip 
“Properly used, this filmstrip ‘will serve 
the business for several years,” he re- 
marked. 


Press Information Service 


It was then indicated that HII’s press 
information service has been accelerated 
in the past year with at least one major 
news story being distributed to the 
nation’s press every month. Factual 
material is provided to demonstrate the 
broadening scope of the many services 
of voluntary health insurance. 

A total of 37 articles appeared in con- 
sumer magazines and as newspaper 
features, and an over-all total of 38 
writers were interviewed or were in 
touch with the Institute in their research 


for health insurance projects. “These 
published articles,” said Mr. Neal, “repre- 
sent a wide variety of interests and 


appeared in such magazines as American 
Professional Pharmacist, Better Homes 
and Gardens, Dental Students Magazine, 
Family Weekly Magazine, Medical Eco- 
nomics, Modern Bride, Newsweek, Red- 
book, Retirement Planning News, U. S. 
News and World Report and Wall Street 
Journal. Also noted was an increase in 
requests for assistance from writers who 
deal with specialized projects as well as 
from the general public when people 
require information and assistance deal- 


ing with special situations that involve 
health insurance. 

“These communications are welcome,” 
he said, “as it is one way in which public 
thinking and attitudes can be measured.” 


Increased Emphasis on Education 


Mr. Neal then spoke of the increased 


emphasis being placed on educational 
programs. Most of these projects have 
been developed cooperatively with the 


division of the Institute of 
The material is tailored 
needs and interest of 
educational groups. As an example he 
pointed to the distribution to over 12,000 
class rooms of the “Blueprint for Tomor- 
row” kit containing teachers’ aids and 
student workbook material for students 
in the 9th and 10th grades. More than 
400,000 students have benefited. 
“Sharing the Risk,” a booklet pub- 
lished also in conjunction with the 
Institute of Life Insurance, already has 
500,000 circulation and will increase to 
2,000,000 in the next three years. It 
describes life and health insurance prin- 
ciples at the high school level. Mr. Neal 
also spoke of a health insurance film- 


education 
Life Insurance. 
to meet specific 
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Out of Every Eight,” which 
will round out a companion filmstrip on 
life insurance. Now in production, it 
will be used by students in senior high 
schools. “The Institute expects to have 
an initial supply of 1,000 filmstrips for 
use next year,” he said. 

Another project is two kits containing 
sample insurance policies, designed to 


strip, “One 


acquaint teaching staffs and_ college 
students with the types of coverage 
available through insurance companies. 


More than 22,000 such kits have heen 
distributed to date. Coming soon for 
college students will be a supplemental 
text book on life and health insurance 
called “Decade of Decision” which is 
being written by a university professor. 
Containing a chapter on health insur- 
ance, it will be ready in the fall to be 
used in college courses as a reference 
text on insurance. 

There is also material prepared for 
specific groups such as the booklet 
“ABC's of Health Insurance” which was 
distributed to a select group of women’s 
organizations interested in better under- 
standing of community life. It will also 
be used by other consumer groups, com- 
munity health associations, doctors, hos- 
pitals, ete. 

A new booklet, “Your 
ance Needs” will be ready 
quantity distribution through 
member company channels. 

Hospital-Doctor Relations 

Mr. Neal then explained that HII has 
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Accident and Health 


(No. 1 in a series) 


A pro in 
his profession 


This man is more than just a 
member of a profession. He’s a 
professional. 

He’s the BMA career repre- 
sentative. He aspires to be an 
authority in his field—with a full 
line of personal insurance pro- 
tection—life, accident and health, 
hospitalization, major medical ex- 
pense, group plans. 

He can be an authority because 
he and his company can make 
him one. How? With special aids 
like the BMA Daily Reference 
Course, BMA advanced training 
programs, sales clinics and insur- 
ance seminars. 

He’s backed in his professional- 
ism by an effective newspaper 
insurance advertising program — 
local ads which include his name. 
It’s really national advertising on 
a local level. 

And it works. It helps make 
the BMA representative profes- 
sionally successful. 


Business MEnN’s ASSURANCE 


Crompany of, CAmerica 


Home Office: BMA Building, Kansas City 41, Missouri 


* Major Medical Expense 
e Group Plans « Annulties 
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ited Bert F ishback 


Attending his first HIAA annual 
meeting, Bert Fishback, assistant vice 
president of Northwestern Life in Seat- 
tle, thoroughly enjoyed himself. The son 
of Herbert O. Fishback, Jr., vice pregi- 
dent of Northern Life of Seattle, he js 
a graduate of University of Washington, 
started his insurance career with The 
Travelers. After three years he joined 
Northern Life and 2% years ago con- 
nected with Northwestern, He is a pas 
commander of the Lake Washington 
Post, American Legion. 

“Herb” Fishback took particular pride 
in introducing Bert to his old friends 


in the HIAA 





served in the past year in a_ public 
relations capacity in cementing relation- 
ships with hospitals and doctors. He 
noted that a progress report on Healt! 
Insurance Council activities, “Serving 
the Health Care Fteld,” has been dis- 
tributed to insurance companies, medical 
societies, hospital administrators and in- 
dividual doctors. Medical society mem- 
bers are now receiving a companion 
piece to the “Standardized Attending 
Physician’s Statements” which is de- 
scriptive of the simplified claim forms 
program. 

Another important avenue of commun- 
ication is a hospital bulletin service, 
already received by nearly 5,000 hospita 


administr: ators. In addition the Healt! 
Council’s exhibit program has_ proved 
an effective technique for reaching 


doctors and hospital personnel at their 
own professional meetings, Mr. Nea 
emphasized. 

As a good will gesture the HII has 
participated in National Hospital Week 
with a special salute. 

In closing Mr. Neal hailed the recenth 
completed national consumer © survey, 
prepared by Albert I. Hermalin of In- 
stitute of Life Insurance, as “a major 
project which will be of benefit to the 
business for some years to come.” He 
indicated that a series of booklets based 
on this survey will be ready within tw 
months. 

The Institute’s proposed institutiona 
advertising program, which was enthus:- 
astically endorsed at the Chicago meet- 
ing, was also given a send-off by Mr 
Neal in lis report. 


Follmann Monograph Sought 


By Foreign Insurance Cos. 
HIAA General Manager Robert R 
Neal and President J. Henry Smith bot! 
gave recognition in their annual reports 
4 the outstanding job done by Josep! 
. Follmann, Jr., director of informatio 
= research, in compiling early this 
year a monograph, “Voluntary Healt! 
Insurance and Medical Care.” In add: 
tion to its wide distribution in this 
country the monograph has been te 
quested, said Mr. Neal, in large supp 
by private insurance interests in for 
eign countries. 





Health Insurance Fact Bool 

It was revealed in General Managt' 
Robert R. Neal’s annual report to ti 
HIAA membership that the informat:! 
and research division is now gatheritt 
factual material for a new “Fact Boo 
on Health Insurance,” first issue at 
which is scheduled for 1959, This Ww" 
be published in cooperation with th 
Health Insurance Institute. : 

Another cooperative project 15 
monthly survey which is conducted 
A. &. 1. insurance benefits paid 
insurance companies. 





FOUR NEW HIAA MEMBERS 

Four additional companies have bee! 
admitted to membership in HIAA ® 
follows: American Life of Wilming'™ 
(AIU Group); Life Insurance Co, ¢ 
North America, Philadelphia; 7 
Mutual Insurance Co., Missour!; Te! 
nessee Life of Texas. 
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it’s your future 





MAKE 
THE 
MOST 
OF IT! 


Call it a job, call it a position... it 
must fill certain requirements to 
make it a satisfying career. 


A career with Mutual of Omaha 


will fill these Requirements for You... 


SUPERVISION ... New Man schools for the be- 
ginners. Management Training Schools for the 
capable veteran. Health and Accident Insurance 
Training from the fundamentals to the most ad- 
vanced seminars. 


SELF-MANAGEMENT... The opportunity to 
handle your own affairs, to develop your own 
business. 


SECURITY . . . Newest Sales methods, tremendous 
pre-selling advertising campaigns, finest coverages 


available keep you selling, open more doors, keep 
you active and in business. 


SATISFACTION . .. Knowledge that, as a skilled 
insurance man, you are providing the finest 
available service to members of your commu- 
nity through the Largest Exclusive Health and 
Accident Company in the World. 


SUCCESS... Financial independence through a 


growing income, greater prosperity, enhanced 
prestige in your own community. 


For details on how you can find a satisfying career with this fine company, write to 
Mutual of Omaha, Department EU-558, Omaha, Nebraska, or see your local 


Mutual of Omaha General Agent. 





MORE THAN $900,000,000 PAID IN BENEFITS 





V. J. SKUTT, President 


Canadian Head Office: Toronto 
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‘Medicare’ Program Has 
Been Well Received 


SAYS NEAL IN ANNUAL REPORT 


Notes That in 17 Months’ Operation 
573,875 Physicians’ Claims Received 
for Total of $42,285,378 





The results under the “Medicare” pro- 
gram, providing hospital and medical 
care for families of members of the 
armed forces, over the past 17 months 
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with rates that never can be raised! 
* Only $38 quarterly provides for 
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of its operation were set forth by HIAA 
General Manager Robert R. Neal in his 
annual report last week in Chicago. He 
was glad to say that the program “has 
been well accepted by all participants 
therein” and that it has had the desired 
result of relieving the burden on military 
facilities as well as having a beneficial 
effect on morale. 
Mutual of Omaha Recognized 


From inception of “Medicare” Mutual 
of Omaha has served as fiscal adminis- 
trator of the hospital program for 17 
states and Blue Cross has administered 
31 states. “The outstanding service per- 
formed by Mutual of Omaha has been 
publicly noted by the Office of Medi- 
care,” Mr. Neal said, “and it is a distinct 
credit to the insurance industry. He 
noted that the Mutual has also adminis- 
tered for some months the medical pro- 
gram in Rhode Island and Ohio and in 
April was given this responsibility in 
Texas. 

Liberty Mutual is jointly administer- 
ing physicians’ claims with the state 
medical society in Alabama, and Con- 
tinental Service Life & Health Insurance 
Co. is doing so in Louisiana. For 31 
other states physicians’ claims are ad- 
ministered jointly by Blue Shield and 
state medical societies; in 13 states by 
the medical societies, in one state by the 
medical society and Blue Cross; in two 
states by Blue Shield; in three states by 
an insurance company. 

Mr. Neal reported that on the basis 
of unaudited figures, from December 7, 
1956 through April 18, 1958, a total of 
573,875 physicians claims had been re- 
ceived for $42,285,378. The administra- 
tive cost amounted to $1,399,597. He 
noted that hospital claims numbered 
378,014 in the amount of $41,291,468 dur- 
ing the same period with administrative 
costs of $843,229. For the period Decem- 
ber 7, 1956, through June 30, 1957 (un- 
audited) the administrative cost per 
claim under the hospital program was 
$2.86 for Blue Cross and $1.44 for Mu- 
tual of Omaha. The Office of Medicare 
estimates that from July 1, 1957, to June 
30, 1958, it will pay out in claims and 
administrative cost approximately $86,- 
500,000, he said. 

The budget for “Medicare” is pres- 
ently before the House Appropriations 
Committee, and indications are that it 
will receive Congressional approval. Mr. 
Neal said that some consideration is be- 
ing given to restricting the freedom of 
choice of hospital and physician by re- 
quiring those living on armed forces 
bases to utilize service facilities. How- 
ever, he said, “the probabilities are that 
this proposal will not be incorporated 
into the ‘Medicare’ program during this 
session of Congress.” 





On “Medicare” Committee 


E. J. Faulkner, president, Woodmen 
Accident & Life, a past president of 
HIAA, and Steven D. Williams, second 
vice president, Connecticut General Life, 
are continuing on the advisory commit- 
tee to the Office of Dependents Medical 
Care, representing the insurance in- 
dustry. 


Meeting Dates Ahead 


Meeting dates for HIAA gatherings in 
the coming months have been set up 
as follows: Individual Insurance Forum, 
October 27-29 at Drake Hotel, Chicago: 
Group Insurance Forum, February 16-18. 
1959, Hotel Biltmore, New York, and 
1959 annual meeting, May 4-7, Bellevuc- 
Stratford Hotel, Philadelphia. 








E. A. SMITH’S CLASS REUNION 
Edmund A. Smith, vice president, 
Peerless of Keene, N. H., who was 
proud to bring his senior vice president. 
John O. Talbot, to the HIAA annual 
meeting in Chicago, plans to attend the 
25th reunion of his class at Bucknell 
University (Lewisburg, Pa.) on June 7. 
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Second Anniversary Salute to the 





HEALTH INSURANCE ASSOCIATION 
OF AMERICA 


and 
HEALTH INSURANCE INSTITUTE : 


Accomplishments over these two years fully justify our 


pride in the past and our confidence in the future. 


PROVIDENT LIFE AND ACCIDENT ; 
INSURANCE COMPANY : 


Chattanooga a 














Owen in “Challenge to Management” | § 
Talk Stresses Coverage for Aged - 


W. Sheffield Owen, vice president, Life 
Insurance Co. of Georgia, proved a lively 
speaker at HIAA’s annual meeting last 
week, adept at telling humorous stories, 
but he held closely to his theme, “Chal- 
lenge to Management,” in pointing out 
that despite the spectacular growth in 
A. & H. production since World War I] 
(5,000% gain in 12 years) “there is still 
a tremendous market for our product.” 

Mr. Owen minced no words in saying 
that the only way to protect that market 
is to occupy it. He challenged manage- 
ment to find ways to extend the benefits 
of prepaid medical care to a substantial 
portion of the 25% of the population not 
now insured, and in expanding the serv- 
ices of the 75% who are currently but, 
all too frequentiy, inadequately insured. 

The speaker dec'ared that manage- 
ment must look at these problems, not 
in terms of profit above all else, but in 
terms of meeting the needs of the pub- 
lic. He was confident that these needs 
will be met—the only question is when 
and by whom. In this connection he em- 
phasized: 

“If we have the vision and the social 
consciousness which are required to view 
the problems objectively, if we have the 
imagination and courage to take advan- 
tage of opportunities that lie ahead, the 
job which we have laid out for ourselves 
will be done. We will meet the challenge 
—and the music of the drums we hear 
will be such that we will march fast and 

’ 


far!’ 
Health Care for Aged—Forand Bill 


In the speaker’s sizeup of the chal- 
lenge to management he took a scru- 
tinizing look at the problem of health 
care for the aged. He pointed to 14.1 
million people currently in the age 65 
and over bracket, and estimated that 
by 1975 there will be 20 million in this 
group. He then said: 

“We should take the support which 
organized labor and other groups are 
giving to the Forand bill in Congress 
as a cue to what a sizable segment of 
the population thinks about us and what 
we are doing—or what we are failing to 
do. Many people honestly believe that 
this bill, if enacted into law, will not 
only solve the problem of health care 
for the aged, but will stave off a com- 
plete system of compulsory health insur- 
ance. 

“We must remember that proponents 
of the bill are thinking in terms of some 
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extension of health insurance to retite'll ances 
employes of many companies having Natio; 
commercial Group coverage. “Many el Merge 
ployers are becoming receptive to ves 3,000, 
suggestion and it is our job to persuacel Perso; 
all of them to make this conversio"™ One ¢ 
under Group policies,” he said. ip 
¢ 4 ( 

Why Labor Supports Forand Bill | tion ti 
Further along Mr. Owen explaine’ has be 
why organized labor has some reserve wee: 
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Hermalin’s Report 


(Continued from Page 53) 


explanations to suggest: “Probably many 
families who have not used their in- 
surance to any great extent cannot 
judge whether their policies provide 
fairly complete coverage; secondly, 
many families have probably not been 
sufficiently motivated to desire additional 
coverage. This is indicated by the fact 
that nearly half the families who were 
satisfied with their coverage said they 
could not afford any more health in- 
surance. In all likelihood this means 
that they do not recognize the need for 
additional coverage strongly enough to 
budget funds for more insurance.” 


Many Suggested Improved Services 


The survey also sought information on 
improving health insurance plans and 
services. One quarter of those inter- 
viewed had suggestions to make. Some 
suggested improved or broadened cov- 
erages but others made suggestions 
regarding services. Mr. Hermalin gave 
a break-down: “Treating all the families 
that made suggestions concerning serv- 
ices as 100%, we find among the more 
frequently made suggestions that 25% 
said they should be given more infor- 
mation or clearer and more accurate 
information; 20% wanted more benefits 
in terms of dollars or number of days 
and 14% wanted costs to be lower. 
Among the less frequently mentioned 
suggestions were: Ease eligibility re- 
quirements—2%; provide faster claim 
service—3%; ease contract limitations— 
4%; ease policy cancellation rules—5% ; 
eliminate red tape—6%.” 


People Seek More Information 
The 


speaker remarked: “It is very 


Howard Pyle Discusses U. S. 


. : 

National Security Program 
Closing event of the HIAA annual 
meeting in Chicago was the luncheon ap- 
pearance of Howard Pyle, Deputy As- 
sistant to President Eisenhower on inter- 
governmental relations, who made an 
outstanding record as a Republican Gov- 
ernor of Arizona. He has a background 
of editorial work in the newspaper and 
radio fields. 

Speaking on “The National Security” 
Mr. Pyle declared that U. S. citizens 
should strive to maintain a sense of 
values in their respective attitudes. “We 
expect it from our top leadership; let’s 
emulate their example,” he said. 

He emphasized that our national se- 
curity has rarely been in more competent 
hands than those of President Eisen- 
hower and Secretary of State Dulles. 
They have a keen appreciation and 
thorough understanding of the situa- 
tion.” He went on to highspot the main 
points in the national defense unifica- 
tion program and in so doing brought 
out that President Eisenhower has as- 
sumed personal responsibility for its ex- 
Ccution, 

Referring to the category of “mutual 
security” he said it was a misnomer to 
think of it as foreign aid “because aside 
rom foreign aid it is mutual security in 
the strict sense of the word.” Uppermost 
inthis program is the objective of peace- 
lul progress. Two challenges are faced— 
military challenge and the Soviet block. 

Oo meet it,’ said the speaker, “we 
have entered into agreement on 42 alli- 
ances with other countries. Some 15 
Nations were lost to communism and sub- 
merged following World War II. Some 
9,000,000 square miles and 700 million 
Persons were involved in this loss. No 
one of these seized nations was_ pro- 
lected by a system of mutual security 
and defense. On the other hand, no na- 
ion that is protected by mutual security 
has been lost to the communists.” 

Mr. Pyle saw the U. S. faced by eco- 
homie questions involving the freedom 


(Continued on Page 64) 


significant that the most frequently made 
suggestion expresses a desire for more 
information rather than a concern about 
prices, benefits, services, cancellation, 
claim service and the like. It indicates 
again the generally’ favorable feeling 
people have toward health insurance. 

“We checked further on the matter 
of information and found that 15% of 
all families expressed a wish for more 
information about health insurance. 
When these families were asked what 
they wanted to know more about, the 
most frequently given answer was cov- 
erage in general or complete coverage, 
37% mentioning this. Some 27% said 


they would like to know more about 
coverage costs and how premiums are 
determined while 15% said they wanted 
to know more about the benefits under 
health insurance. Families without health 
insurance wanted to know about cover- 
age costs and how premiums are deter- 
mined. Of the specific types of coverage 
the one families most often requested 
information about was loss of income. 
“Fully 50% of the families who desired 
more information also expressed a desire 
for more coverage, indicating that an 
informational program would have prac- 
tical value. 
“In closing 


this outline it may be 


well to devote some special attention to 
the families without any health insurance 
coverage, with reference to any experi- 
ence they may have had with health 
insurance. Of the families without cov- 
erage, 64% report having health insur- 
ance offered to them, usually by an agent 
or their employer. Of those who had 
health insurance offered to them, 45% 
bought it and then dropped it. The most 
frequent reasons for dropping the cov- 
erage were—‘couldn’t afford to keep it’ 
(given by 42% of those who bought and 
later dropped the coverage), ‘lost cover- 
age when left job’ (36%) and ‘claim was 
not paid satisfactorily’ (18%).” 
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Three-quarters of a million 
Great-West Life policyholders 


have found the way to provide 


financial protection and 
continuing income for their 
loved ones and themselves 
for the years that lie ahead. 
Underscoring the future needs 


of people throughout the 


United States and Canada has helped 
make the Great-West Life such 
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Customers’ View Of Health Insurance 
Given In Panel Talks At HIAA Meet 


Moderated by H. Clay Johnson; Panelists Discuss Health 
Insurance Terminology, British National Health, 
Claims Handling and the Buyer’s Market 


\ feature of the HIAA annual meeting in Chicago was the panel discussion 


“The Customer Looks at Health 


The panelists brought various views 
president, 
ings, ignorance and apathy 

George Bugbee, president, 


towards 


Health 


Insurance.” 
executive vice president and general counsel, 

of voluntary 
executives present food for thought about the business. Dr. 
American College of Life Underwriters spoke on public misunderstand- 
health 
Insurance 
of information gleaned from 17 research programs in the last 


Moderator was H.. Clay Johnson, 
Royal-Globe Insurance Group. 

health to give the industry 
Davis W. Gregg, CLU, 


insurance, 
Foundation, using a background 


nine years had some 


conclusions, what the public spends on medical care and how insurance meets this 


expense. 
Kenneth A. Carney, law department, 
American Railroads, viewed the topic as 


settlement investigations of 
reveal ‘ 
of the American Medical 
The fourth panelist was W. 
Strapping Co., Chicago who examined 
& H. 


Coverage. 


post 


Association.’ 


and 





Davis W. Gregg, CLU 





Mr. Gregg opened by describing the 
development and growth of health insur- 
ance as the most startling and exciting 
in the entire field of private insurance 
during the past decade. New concepts, 
new companies and new contracts have 
come along at an amazingly rapid clip, 
he said. 

However, Mr. Gregg considered that 
“a few friendly brickbats would be more 


useful than a bushel of bouquets.” The 
first point taken was public misunder- 
standing of insurance terminology and 
the second, public feeling that “we 


promise too much and deliver too little.” 
Even the industry is undecided 


whether it should refer to itself as 
health insurance, “accident and health 
insurance, & S., or sickness and ac- 


cident” and so on. Allowing this, Mr. 
Gregg queried: “Is it not possible the 
public is confused too?” 

He suggested that the Health Insur- 
ance Association of America can do 
something about the terminology situa- 
tion. “It is likely that this year a com- 
mittee of industry” and educational rep- 
resentatives will be organized as a more 
or less permanent ‘Committee on Insur- 
ance Terminology.’ It is my sincere hope 
that, if this committee is established, 
this association and each of its member 
companies will cooperate in a_long- 
range and continuing study to bring 
greater clarity to health insurance termi- 
nology. A constructive and intelligent 
approach to this problem by those who 
write insurance’ textbooks, training 
courses, regulatory laws, and advertising 
copy would inevitably improve this area 
of public misunderstanding.” 

That health insurance appears to 
“promise much and deliver little” is, he 
said, not entirely the industry’s fault. 
The public is careless in its interpreta- 
tion of what they read and are told. 
However, misunderstandings are com- 
mon. 

The speaker proceeded to describe cov- 
erage offered through a full page adver- 
tisement in a Philadelphia newspaper re- 
cently. He commented on it: “It is en- 
tirely possible that this full-page ad read 
by several hundred thousand Philadel- 
phia citizens represents one of the best 
buys in the field of health insurance. 
No doubt the coverage afforded related 
to the premium charged is correct actu- 
arily. On the other hand it is likelv 
that the fellow who buys the policy as- 
sumes he is getting substantial health 
coverage for himself and his family 
whereas we know that $13 a year pre- 
mium cannot possibly buy more than the 


one 
practices involved by small segments of the medical and 
allegedly 
‘a startling number of miracles, none of which have appeared in the 


H. Seidel, 
health 


policy’s worth on three counts, the 


claims division, Association of 
ry Pale pie polices unethical 
legal professions, and does 

injured claimants which 
Journal 


general 
whose 


permanently 


director of personnel, Signode Steel 
insurance as a buyer, studying an 
“Three C’s”’—Cost, Claims Handling 


most limited accident 
a family. Here. 
understanding of the first 
obvious public relations and 
plications to our business,” 


Public Ignorance About A. & H. 


Particularly compared to fire, automo- 
bile and liability insurance, the public is 
ignorant about health insurance, Mr. 
Gregg declared. One of the reasons, he 
feels, is the almost complete 
educational literature and = courses in 
the area of health insurance. This means 
that most of what people want to know 


cove 
public 
order 

other 


only 
then, is mis- 
with 

im- 


rage for 


lack of 


about private health insurance has to be 
learned through company advertising, 
institutional information activities and 
personal contact with company represen- 
tatives. 

The public ignorance about health in- 
surance has led to apathy, “the disinclina- 
tion of the individual to think of a depth 
program of health insurance protection 
for himself and his family. Generallv 
speaking, he does not expect or demand 
a program of health insurance fitted to 
his personal and family needs’ which 
have been uncovered and diagnosed by a 
well-trained underwriter.” 

Mr. Gregg pointed to the “great inter- 
est in covering of ‘first-dollar’ basic 
medical expenses, but, at the same time, 
a great absence of interest in covering 
the so-called ‘living death’ hazard of 
long-term disability. Certainly the lat- 
ter hazard is much more catastrophic in 
its implications,” he remarked. 

Continuing, he said that ore reason 
for the disinterest in health insurance 
programs tailored to individual and fam- 
ily needs, as compared to similar life in- 
surance plans, is that many important 
life and casualty companies do not un- 
derwrite any form of health insurance. 
Consequently, fewer companies are ap 
proaching the public to overcome their 
apathy. Also, he remarked, many com 
panies are interested in group health 
insurance but are little interested in the 
individual contract approach. 

The speaker called for more and bet- 
ter underwriters to represent health in- 
surance in the field. “Only in this wavy 
will health insurance grow to full stat- 
ure,” Mr. Gregg declared. 





| George Bugbee 





Mr. Bugbee declared at the outset that 
the public is never satisfied. This holds 
true, he said, even though there is no 
doubt of the public’s enthusiastic accept 


ance of the value of voluntary health 
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Kirkpatrick Reports 
Significant Progress 


MODEL STATISTICAL PLAN READY 












HIAA Actuarial-Statistical Subcommittee 
Prepared Annual Survey Questions, 
Explored Substandard & Dental Trends 














Thomas H. Kirkpatrick, vice president 
and actuary, Massachusetts Protective, 
in reporting to HIAA’s annual meeting 
for the actuarial and statistical commit- 
f tee of which he is chairman pointed to 
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significant progress and plenty of activity 
for the year ending April, 1958. 

After more than a year of study by 
the subcommittee on statistical programs 
HIAA has released to member compa- 
nies, he said, a model statistical plan for 
individual A. & H. and individual and 
family hospital-medical policies. He felt 
that this plan, developed to meet the 
need of member companies without a 
plan of their own, will provide guidance 
In maintaining statistical records as well 
as affording a means for possible inter- 
company studies of loss experience, per- 
sistency, ete. 

This subcommittee has also lent. its 
assistance to construction of a new 
questionnaire on A. & H. insurance 
which will replace the present surveys 
conducted by the LIAA and HITAA. 
Mr. Kirkpatrick explained: “This is an 
outgrowth of the assumption by HIAA 
of the entire responsibility for the 
Health Insurance Council’s annual sur- 
vey on extent of voluntary health in- 
surance in the U. S,” 


Substandard Risk Exploration 


Mr. Kirkpatrick then pointed to sub- 
standard risk exploration by the sub- 
committee on developmental research. 
A survey was conducted among those 
member companies believed to be en- 
gaged in underwriting of substandard 
risks on a rated-up basis. Results of 
this study indicated that there were 
relatively few companies writing sub- 
standard Meaningful data cannot 
be gathered for at least another year. 
his does not preclude companies from 
continuing to experiment in this area,” 

le said. 
The same subcommittee also developed 
inf outline of the kinds of statistical 
Ormation required for underwriting of 
dental conditions. “As a result of a 
meeting between the subcommittee and 
=. ei ig American Dental Associa- 
i HIAA a data were made available 
of ns ._ the staff prepared an analysis 
aval able material in terms of dental 
conti erence and prevalence of dental 
( micttions _and miscellaneous charges. 
is avails oe -onsagatnae that little 
ae ca n the claim cost for dental 
titee S reviewed by the subcom- 
€ and suggestions made for means 


by which additional information: would 
be obtained.” Mr. Kirkpatrick promised 
that as soon as finalized data are pre- 
pared they will be made available to 
all member companies. . 

He then told of cooperation with 
NAIC’s subcommittee on welfare and 
pension funds in preparing a model 
form for reporting on welfare and pen- 
sion fund experience. The _ proposal, 
drawn up by the HIAA subcommittee 
on group statistics, was presented to the 
NAIC in March. Final action on a 
uniform form for all states, he said, will 
take place at the Commissioners’ annual 


meeting in June. 

The subcommittee on blanks and the 
special subcommittee on cost estimates 
of H.R. 9467 were also active. The 
former reviewed member company re- 
quests for changes in the annual state- 
ments and submitted recommendations 
for certain changes to NAIC’s blanks 
committee. The latter worked with the 
staff of the Department of Health, Edu- 
cation and Welfare in preparation of a 
set of data containing hospital and 
surgical utilization experience, by age 
and sex, based on information submitted 
by HIAA member companies. 


“These data,” said Mr. Kirkpatrick, 
“along with estimates of nursing home 
costs developed with assistance of the 
full actuarial and statistical committee, 
were applied to the OASDI population, 
and over-all cost estimates of the pro- 
posed Forand legislation were developed. 
This estimate was approximately 200% 
more than that of the HEW figure. It 
is anticipated that use will be made of 
this material in testimony at hearings 
on the bill.” 

In closing his report Mr. Kirkpatrick 
said: “The committee’s advice and coun- 
(Continued on Page 64) 








Hospital —Medical—Surgical 


Provides insurance for you and your 
family against haspital bills, medical- 
surgical fees, emergency accident care, 
polio, and other miscellaneous expenses. 


The family plan includes maternity benefit 
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fits payable in addition to other insurance. 
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employees with hospital-medical-surgical coverage 
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E. J. Faulkner Receives Plaudits Of 


HIAA For Program Building Job 


No one person had a deeper glow of 
satisfaction over the success of the sec- 
annual convention of the Health 
Insurance Association of America than 
EK. J. Faulkner, president of Woodmen 
\ccident & Life, past president of 
HIAA, who was program chairman not 
only for this gathering, held last week 
in Chicago, but for HIAA’s organization 
meeting in Cincinnati in 1956 and its 
first annual meeting a year ago in Wash- 
ington, D. C. Deservedly Mr. Faulkner 
received the plaudits of the entire HIAA 


ond 


membership. 

He was “in the wings” so to speak 
as the Chicago show went on the stage 
but two of his devoted friends—J. Henry 
Smith, Equitable Life Assurance So- 
ciety, and Travis Wallace, Great Ameri- 
can respectively immediate 
past president and incoming president 
of HIAA, brought him into the spot- 
light at the closing luncheon in the 
Drake Hotel and appreciatively acknowl- 
edged his efforts in putting together the 
best A. & H. annual meeting to date. 


Patient and Persistent Planning 


Mr. Faulkner would be the first to 
say that whatever accomplishment has 
accrued in connection with the HIAA 
annual meeting program, represents the 
result of good work and good ideas con- 
tributed by all members of the program 
committee, the officers of the association 
and its able staff. He was assigned to 
his task a full year in advance of the 
meeting by Mr. Smith, and lost no time 
in getting down to work. He felt par- 
ticularly favored when Mr. Smith ap- 
pointed Armand Sommer of Continental 
Casualty and Richard Guest of Massa- 
chusetts Mutual Life to the program 
committee. “Both are leaders of our 
business who have a wealth of contacts 
and a variety of ideas. They know how 
to get things done,” said Mr. Faulkner. 
_ He told The Eastern Underwriter a 
few weeks ago that building the HIAA 
program was not complicated. It simply 
requires thorough planning, patience 
and persistence, he said. It is really 
necessary to start making plans months 
in advance. The first meeting of the 
program committee was held early last 
fall. It had been preceded by a ques- 
tionnaire, sent to corresponding officers 
of HIAA member companies, which re- 
quested the benefit of their ideas about 
the character and scope of the 1958 
annual meeting. “We wanted particu- 
larly to know the type of subjects the 


Reserve, 


membership would like to have dis- 
cussed,” said Mr. Faulkner. 
In reviewing the responses to the 


questionnaire letter he found a prefer- 
ence for intensely practical presentation 
on problems of the business itself as 
distinct from general economic and 
political issues. “We noted also,” ob- 
served Mr. Faulkner, “a preference for 
the panel type of discussion in which 
three or four well-posted people offer 
their constructively critical observations 
on the particular subject.” 

With this in mind the 1958 meeting 
program featured three panels —“The 
Customer Looks at Health Insurance,” 
moderated by H. Clay Johnson, Royal- 
Globe Insurance Group, who is HIAA’s 
public relations chairman; “Meeting the 
Problems Within the Business,” mod- 
erated by Mr. Sommer, a member of 
the HIAA board of directors, and 
“Teamwork for Better Health,” led by 
Past President J. Henry Smith. 

An ardent believer in what some peo- 
ple call “group thinking,” Mr. Faulkner 
pursued this course in selecting the 





E. J. FAULKNER 


panel participants. “We prepared long 
lists of names of men qualified as 
speakers and sifted them down. In so 
doing we had the advice and counsel of 
Messrs. Smith and Wallace, General 
Manager Robert R. Neal, General Coun- 
sel John Hanna, Joseph F. Follmann, 
Jr., director of information and_re- 
search, and James R. Williams, vice 
president of Health Insurance Institute 
One member of this group would con- 
tribute an idea; the others would com- 
ment on it, suggesting alternatives or 
variations. From the discussions would 
emerge a common point of view.” 


Gracious Responses to Invitations 


After the program was charted last 
fall the committee began its job of con- 
tacting those who had been selected as 
speakers. “The response to invitations 
sent out is almost uniformly a gracious 
one,” said Mr. Faulkner. “It is charac- 
teristic of our business that busy people 
demonstrate a real desire to be helpful. 
Because the speakers invited-are almost 
always men who have many obligations, 
conflicts of engagements are unavoid- 
able even with advance planning.” 

It seemed to Mr. Faulkner that the 
prestige of the Health Insurance Asso- 
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ciation made the program building job 


easier. It was, in fact, regarded as a 
mark of distinction to be invited to 
speak. 


Aiming high for a national figure to 
discuss current economic trends, HIAA 
invited Ben H. Wooten, 


a year ago 
president of First National Bank of 
Dallas and past president, American 
Bankers Association, to address _ its 


meeting in Washington. The invitation 
was tendered to Mr. Wooten by Travis 
Wallace who serves on First National’s 
board of directors. After his acceptance 
had been received an opportunity de- 
veloped for Mr. Wooten to spend two 
weeks in South America on a survey 
trip. HIAA, of course, relieved him of 
his obligation to address its 1957 annual 
meeting. He was again the choice of 
the program committee this year as the 
speaker on the same subject and HIAA 
was delighted when Mr. Wooten’s sched- 
ule permitted him to accept this invita- 
tion. 

Selection of a representative of gov- 
ernment as the featured luncheon 
speaker posed a problem to the pro- 
gram builders. “It was quite natural that 


we would think of friends who had 
achieved high places in Washington,” 
said Mr. Faulkner. “Fred Seaton, the 


Secretary of the Interior, is a distin- 
guished Nebraskan with whom it has 


been my good fortune to be acquainte/ 


for some time. When in Washingta 
last December I called on him wit 
Paul Hawkins, counsel of HIAA, ani 


found him interested in joining with u 
However, like many in high government 
office, he could not then give us: 
firm commitment. Later he regretful 
advised me that his responsibilities thi 
month would prevent his being in Chi. 
cago. But he offered to help us secut 
someone from the Administration wh 
would have an interesting message. 
“His choice was Howard Pyle, deput 
assistant to President Eisenhower, wh 
had previously made a fine record 3 
Governor of Arizona. His message 0 
‘The National Security’ made a profouni 
effect on his HIAA audience in Chicago’ 
Mr. Faulkner offers a friendly wor 
of advice to program makers. It 1s t 
be resourceful. “Don’t be discouraged ! 
you have last minute disappointments 
His committee ran into one such situ 
ation this year. Frazier Wilson, no 
executive vice president of Stewat 
Smith (Illinois), Inc., had been. sche: 
uled to be on the program. However, 
situation arose which required him ! 
spend the month of May in Europe. } 
time could be lost in getting a replace 
ment and this was accomplished |) 


Armand Sommer of Continental Casi ! 


alty. 
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We just can't help bursting into verse every time the Health Insurance Asso- 
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Panelists Agree That Teamwork For 
Better Health Is Now An Actuality 


The signs are unmistakable that the health insurance industry and the pro- 
yiders of medical services are much closer together today than ever before. Four 
well known speakers in the HIAA panel discussion last week in Chicago on “Team- 
work for Better Health” demonstrated this fact and it was indeed good news for 
their audience of the nation’s leading A. & H. and life insurance executives to learn 
(1) that a Joint Council to Improve the Health Care of the Aged was established 
last month; (2) that hospital admissions plans are working out so well for the 
public and the hospitals that they are almost taken for granted now; (3) that the 
Health Insurance Council’s simplified attending physicians’ claim forms are being 
adopted by a large proportion of HIAA member companies, and (4) that both the 
industry and providers of medical services now realize that they must work closely 
together to solve or minimize problem areas before they become major issues. 

These are the main points of progress gleaned from this panel discussion, 
moderator of which was J. Henry Smith, underwriting vice president of Equitable 
Society. Participants were Morton D. Miller, second vice president and associate 
actuary, Equitable Society, who is president of Health Insurance Council; Dr. Edwin 
L. Crosby, director, American Hospital Association, Chicago; Dr. F. J. L. Blasin- 
game, general manager, American Medical Association, Chicago, and George W. 
Jacobson, executive vice president and secretary of Group Health Mutual, Inc., 





Morton D. Miller 





It was not until the establishment of 
the Health Insurance Council in 1946 
that the health insurance industry can 
be said to have begun effective team- 
work for better health. The insurance 
companies had come to realize their 
partnership with the providers of medi- 
cal services in bringing health care to 
the American people. It was agreed that 
the cooperation of doctors, of hospitals, 
and of other medical care groups would 
have to be sought. Their understanding 
of the insurance mechanism would have 
to be cultivated. The companies, in turn, 
would have to be responsive to the atti- 
tudes of the medical professions toward 
insurance. We would have to seek an- 
swers to the problems they could see 
arising from our operations. 

How should the industry organize to 
meet this need? The answer was a fed- 
eration of the several life and health 
insurance trade associations to be called 
the Health Insurance Council, which 
would give the health professions a 
single spokesman for the industry. The 
council’s stated responsibility is to work 
with the providers of medical services to 
improve the effectiveness of voluntary 
health insurance. 


Acceptance Has Grown Each Year 


With each year, the acceptance of the 
Health Insurance Council by the health 
Professions has grown and the council’s 
activities have broadened. One of its 
early accomplishments was the annual 
survey of the extent of voluntary health 
msurance in the United States which 
Includes coverage figures for all types 
of insurers as well as self-insurance. The 
survey has long been recognized as the 
authoritative source of information on 
this subject. About 100,000 copies were 
distributed last year to key people in 
surance companies, in the health care 
field, in education, in government, and 
in labor, 

Other council material of an informa- 
tional nature includes booklets on “The 
Nature and Types of Health Insurance,” 
Begeg _undamentals of Health Insur- 

» and “The Purchase and Use of 
cen i etrance.” Each of these had 
as mae ee A few rea 
Pitals was HACE an the anne a ; sce. 
Ing up-to-date information on health 
Msurance trends and develo nortan to 
some 4,000 hospital ad Qmnents. to 

, Spita administrators 


St. Paul. Principal points made by each speaker follow: 


throughout the country. 

The council has three large display 
exhibits to assist in telling the health 
insurance story at medical and hospital 
association meetings. In addition a porta- 
ble exhibit has just been purchased for 
more informal use. 


Hospital Admissions Plans 

The hospital admissions plans are a 
fine example of what the council’s team- 
work has accomplished. Patients wanted 
credit for their insurance benefits at the 
time of admission to the hospital. Hos- 
pitals said they would have to know the 
nature of the benefits and be assured of 
their payment. Hospitals were also con- 
cerned over the many types of hospital 
claim information forms insurance com- 
panies were asking them to complete. 

With the cooperation of the hospitals, 
the council developed uniform hospital 
admission forms. The forms now recom- 
mended for use by the American Hos- 





tower of strength. 


to its leadership. 





pital Association contain a certification 
of the benefits available, provide for 
their direct payment to the hospital, 
and develop the necessary company 
claim data. The admissions plan for 
Group insurance benefits is practically 
universal. The plan for individual poli- 
cies where the administrative problems 
are much more complex is growing 
rapidly. 

The admissions plans have worked out 
so well for the public and the hospitals 
that we almost take them for granted 
now. Not only do the insurance benefits 
flow directly to the hospitals for whom 
they are intended, but claims handling 
has been standardized, thereby produc- 
ing significantly greater efficiency for 
hospital operations. 

Turning now to our medical friends, 
it is safe to say that no aspect of health 
insurance is as bothersome as the mul- 
tiplicity of claim forms. The necessity 
for these forms is appreciated by doctors 
for the most part. However, they are 
conscious of how much the variety of 
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MORTON D. MILLER 


forms and, sometimes, their unnecessary 
complexity adds to the work of com- 
pleting them. Since a doctor’s overhead 
is passed on to his patients through the 
level of his charges, this type of ineffi- 
ciency contributes to higher medical care 
costs and thus to higher health insurance 
costs. 
Attending Physicians’ Claim Forms 
Simplified 


The doctors rightly expected the 
council to help with this problem and 
the council has done so. With the co- 
operation of the American Medical As- 
sociation, simplified attending: physicians 
forms were worked out some time ago. 
The forms contain standard questions 
carefully phrased to be as simple as 
possible and yet supply the information 
companies need to process claims. To 
facilitate doctor recognition of the sim- 
plified forms and to certify that the 
standard wording and sequence of ques- 
tions have been used, the forms are to 
be imprinted with the council’s identify- 
ing symbol. 

A large proportion of the companies 
have already adopted the forms, more in 
connection with Group insurance than 
individual policies, and others are con- 
sidering them. We’ll need perfect team- 
work here, for the doctors will be satis- 
fied only when the forms are accepted 
by the companies 100%. The program 
was explained in detail in the booklet 
directed to the companies. entitled 
“Standardized Attending Physicians’ 
Statements” which was distributed early 
this year. 

Last June a number of company presi- 
dents participated on behalf of the coun- 
cil in a top level discussion with officials 
of the American Medical Association to 
review our community of interest with 
the medical profession. Out of the meet- 


(Continued on Page 66) 
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Customers’ View of Insurance 


(Continued from Page 58) 


jective,” he pointed out, “is that the 
public should be assured through con- 
certed efforts of hospitals and physicians 
that current hospital charges and physi- 
cians’ fees are justified as they are rep- 
resented to those having insurance.” 

Many insurance agencies, he feels 
have the responsibility of clarifying 
the subject of use and abuse and that 
because of the problem of balancing 
premium income and expenditures the 
public is often confused by exaggera- 
tions concerning overuse and repeated 
ignoring of the increase in 
care which the public needs, and uses 
when people are adequately insured. 

He said that public officials of many 
states are entering the controversy be- 
cause of accusations being made within 
the health field and by insurance agen- 
cies. 

Finally, Mr. Bugbee warned, if the 
confusion is not abated, the public might 
be led to believe that problems of financ- 
ing health services should be solved 
through government “and by those who 
make firm promises for a quick and 
easy resolution.” 

He concluded that “joint action and 
contro] beyond present efforts are called 
for—action by those who provide health 
services and by those who insure against 
the risk of high costs.” 


necessary 





Kenneth A. Carney 





Mr. Carney said that while he has 
faith in the integrity of the health insur- 
ance industry to meet its obligations 
both as to type of coverage offered and 
the rates which will be applied he is not 
convinced that the industry “will cater as 
constructively to our individual or col- 
lective needs or requirements. There is 
a danger that advertising and selling 
techniques, while not misleading, may 
appeal to the wrong sense of values of 
many if not a substantial number of 
people. 

“Inevitably in situations of this kind, 
dissatisfaction develops, and aside from 
the condemnation of the company or 
agent writing the risk, the individual or 
his doctor frequently feels justified in 
resorting to questionable practices to 
achieve their desires.” 

Mr. Carney’s particular interest in 
health insurance is viewed from the view- 
point of one engaged in handling per- 
sonal injury claims on behalf of rail- 
roads. He reported that between 1951 
and 1955 frequency of railroad employe 
injuries dropped from 41,000 to 20,000 
yearly. Yet in this time payment costs, 
he reported, increased 3.6 times and 
wages increased 2.1 times. 

He explained that inasmuch as liability 
“is almost absolute under the Federal 
Employers’ Liability Act, the increase in 
costs beyond the level of wages is attri- 
butable to the generosity of juries and 
the medical-legal gymnastics of a few 
members of that honorable profession.” 

Mr. Carney added: “It is well known 
that the American people are among 
the most claims-conscious in the world. 
It is also generally recognized that our 
moral standards, particularly as it con- 
cerns money due or thought to be due 
from insurance companies, railroads, or 
other corporations, are being relaxed as 
time goes on.” 

He said that most people respond fav- 
orably to intelligent and fair adjustment 
techniques “but likely are capable of 
chicanery when situations develop which 
cause them to believe they are being 
imposed upon or dealt with inequi- 
tably.” 

He declared that a clearing house for 
the use of all companies, covering not 
only the claimant but the doctor as well, 
is a must, 

“Whenever we temporize with wrong- 


doing for reasons of economy, we are 
sowing the seeds of still greater defec- 
tions. In this category, we find the pay- 
ment of non-meritorious claims on the 
lame excuse that it costs less to com- 
promise than to defend.” 

Mr. Carney told the health insurance 
representatives that their industry has 
“recognized the value of resolving 
reasonable doubts on questions involving 
medical findings, liability, or techni- 
calities of policy provisions in favor of 
the claimant. When this is done grace- 
fully, your customer rating goes up sub- 
stantially,” he concluded. 





Walter H. Seidel | 





Mr. Seidel said that an insurance buyer 
nowadays wants to be assured he is 
getting the best possible value for his 
company and its employes. He wants to 
purchase insurance at the lowest reten- 
tion basis he can. 

Mr. Seidel declared that the health 
insurance market, like many other mar- 
kets today, is a buyer’s market. He 
delivered a forceful talk on ‘the over- 
riding thought in the buyer’s mind, get- 
ting the best possible coverage for the 
least possible cost. 

He deplored policies with frills, ‘“cov- 
erage that is included strictly for its 
superficial impressiveness .. . free rides 
to the hospital in an ambulance or a 
great big allowance for an operation that 
nobody can spell or pronounce and which 
practically nobody ever has.” 

The good buyer today wants to know, 
among other things, does a deductible 
type of certificate actually effect a sav- 
ings in dollar amounts of claims paid for 
in any given group? If the buyer takes 
a deductible plan “is it going to make 
a lot of little people pay a lot of little 
bills?” If a deductible deters incidence, 
is it going to deter workers from having 
care “until they are sick to the death?” 

The man who writes the checks, Mr. 
Seidel said, thinks about the extra work 
he may have to do when it comes to 
claims handling; of the worker who for 
some reason doesn’t get what he thought 
he was going to get. Then, the buyer 
(“the great big guy to my people’) be- 
comes “a very very little insignificant 
guy in the middle who has to stand up 
and say no and make it stick.” This can 
happen, he said, in a self-administered 
program, with the buyer in the middle 
between his employer and the insurance 
company. 

Questions of Claims Handling 

The insurance salesman must con- 
vince the buyer that the self-adminis- 


tered program is the best way to handle 
claims. The buyer also wants to know 
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To The HIAA 
Congratu lations on a constructive year 
of activity and best wishes for the future, 


NORTHERN LIFE INSURANCE COMPANY 


D. M. Morgan, President 
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what such a program will cost. Alter- 
natively if the insurance company 
handles the claims, the buyer might, 
nowadays, ask what is the average claims 
handling charge contained in the total 
claims paid. 

As to coverage, Mr. Seidel, compli- 
mented most insurance salesmen. He 
referred to the FTC directive against 
“fly-by-night companies” and unethical 
practices which he said have resulted in 
“better selling . . . more honest selling 
... based on real facts and figures . 
on real benefits... on what we get and 
don’t get.” 

Mr. Seidel warned against “eager- 
beaver salesmen” who are trying to sell 
major medical plans in lieu of a good 
base protection, In the end, he said they 
are doing a disservice to people who 
buy such a program because it leaves a 
lot of small, middle sized bills, and even 
fairly large bills for the great mass of 
people to pay. 

Finally, Mr. Seidel declared “I cer- 
tainly don’t want the government in com- 
petition with free enterprise any more 
than it already is, and I certainly hope 
that you are doing all you can to keep 
it out of the insurance business.” 





FRED NIKETH TO NEW POST 





Resigns HIAA Position to Join Western 
& Southern Life Which Is Entering 
A. & S. Field 

Fred Niketh, who has been serving 
the Health Insurance Association of 
America as assistant director of com- 
pany relations, and who was on hand 
at its Chicago annual meeting, has re- 
signed to join the Western & Southern 
Life of Cincinnati. Mr, Niketh’s respon- 
sibility in that company will be to set 
up an accident and sickness department 
which marks its entry into this field. A 
good sendoff was given to Mr. Niketh 
by HIAA general manager, Robert R. 
Neal, in his annual report last week. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 





Loyal Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 





PRAISE FOR GERALD PARKER 





Armand Sommer Credits Him Fy 
Reaching “Compromise” on Metcalf 
Legislation in New York 


Gerald S. Parker, secretary for A, & 
H., Guardian Life of America, who wa 
a panelist at HIAA’s annual meeting in 





Affiliated Photo—Conway 


GERALD S. PARKER 
discussing problems within the business 
received well earned recognition from 
Armand Sommer, Continental Casualt) 
vice president, the moderator of tht 
panel, for his work in connection wit! 
the Metcalf “compromise” legislation. !t 
introducing him Mr. Sommer said: 
“As chairman of a special subcommittee 
of HIAA’s legislative committee M.. 
Parker saw the possibilities of reaching 
a compromise on the Metcalf Comm 
tee’s bills which, in their original form, 
were completely unsatisfactory to of 
industry. Mr. Parker persuaded us 0 
take the compromise course and we at 
grateful to him for his sagacity.” 





Missed at HIAA Meeting 


Due to injuries received two executive 
of HIAA member companies were 
able to attend its annual meeting ™ 
Chicago. They were Richard J. Donald: 
son, executive vice president, All Amer 
can Life & Casualty, who was laid ¥ 
in Mercy Hospital, Miami, Fla., with 4 
ruptured disk, and Stanford Miller, vice 
president, Employers Reinsurance Cot? 
who met with an eye injury while horse 


back riding. Both making g00 


recoveries. 
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areers Of HIAA’s New Officers 


Point To Industry Leadership 
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Travis T. Wallace 


One of the outstanding life and A. & 
S. company executives in Texas and the 
Southwest, Travis T. Wallace has been 
active in the accident and sickness field 
for 36 years. He signed his first contract 
with Business Men’s Assurance at age 
18 while still attending University of 
Texas. By age 21 he was the second 
highest producer for BMA in the coun- 
try. He continued as a personal producer 
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R TRAVIS T. WALLACE 


until late 1934 and then organized the 


» business 
Great American Reserve, He has been 


tion from 

 Castialty the dynamic force behind this company’s 
ye Obit growth. Its insurance in force is now 
ction with nearly $180 million, and A. & S. pre- 
slation, hjeU™ still accounts for well over half 
oaths of total premium income. 


corte Nationally known and in constant de- 
Mr mand as a speaker and lecturer on A, & 
S. selling and trends, Mr. Wallace has 
been a missionary in the business in 
Urging greater recognition of the im- 
portance of A. & S. as a primary cover- 
age. In the HIAA he was a member of 
the organizational committee, served on 
its public relations committee and as 
vice president, His other industry af- 
filiations include Insurance Economics 
Society of which he is a past president 
and still on the executive committee; 
executive committee chairman of old 
om & Accident Underwriters Con- 
iio ae of medical relations 
ealth Insurance Council; 

charter member of A. & H. committee 
of LIAMA; A. & H. committee chair- 
man in American Life Convention; 
Wi 4 A. & H. advisory committee 
- S. Chamber of Commerce; an 
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The election of new officers of the Health Insurance Asscciation of 
America, which took place at its annual meeting in Chicago, met with favor- 
able reaction among member companies of the HIAA. As announced last 
week, Travis T. Wallace, president, Great American Reserve of Dallas, is 
the new president, succeeding J. Henry Smith, underwriting vice president, 
Equitable Life Assurance Society, who did an outstanding job. V. J. Skutt, 
president, Mutual of Omaha, is vice president; Dutton Stahl, president and 
secretary, Iowa State Travelers Mutual, is secretary, and H. Clay Johnson, 
executive vice president, Royal-Globe Insurance Group, was reelected chair- 
man of the public relations committee. The careers and industry accomplish- 
ments of these leaders are given as follows: 


organizer and past president of Dallas 
Association of A. & H. Underwriters; 
past president of Insurance Federation 
of Texas and Institute of Insurance 
Marketing at Southern Methodist Uni- 
versity. 

He has contributed freely of his time 
and organizational ability to many civic 
and charitable causes. Notable among 
them is the American Cancer Society of 
which he is a national director and a 
former president (now chairman) of the 
Texas Division. He is president of the 
Dallas Better Business Bureau and di- 
rector of the First National Bank of 
Dallas. 

When International A. & H. Asso- 
ciation holds its annual meeting in June 
in Los Angeles Mr. Wallace will be one 
of the program headliners. 


V. J. Skutt 


When Mutual of Omaha celebrates its 
50th anniversary in 1959 it will also 
mark V. J. Skutt’s 35th milestone with 
that company. A native of Sturgis, S. D., 
and graduate of Creighton University, 
Omaha (LL.B. degree in 1923), he 
joined Mutual’s legal department in 
1924, was promoted to legal counsel of 
the southwestern division, Dallas, in 
1926, and returned to the home office 
legal staff in 1930. He was elected vice 
president of United Benefit Life in 1935, 
followed by election to executive vice 
president and director of Mutual of 
Omaha in May, 1947. Upon the death 
of Dr. C. C. Criss in 1949 Mr. Skutt 
was elected president. He serves in the 
same post with the Companion Life of 
New York, an affiliate. 

Mr. Skutt is recognized as one of the 
leading executives in the A. & H. indus- 
try, and his company is considered the 


VJ SRUEE 


largest writer of individual A. & H. 
business. A past president of the Health 
& Accident Underwriters Conference 
(1948), he was a charter member of 
HIAA’s board of directors. At the 1950 
meeting of the International A. & H. 
Association he was designated “Man of 
the Year” for his outstanding contribu- 
tions to the health and accident insur- 
ance industry. 

On the legal side he is a member of 
local, state and national bar associations 
including International Association of 
Insurance Counsel, Association of Life 
Insurance Counsel, a former chairman 
of ALC’s legal section (1947), chairman 
of section on insurance law, American 
Bar Association (1945) and member of 
its committee on compulsory non-occu- 
pational disability benefits. His director- 
ates include Omaha National Bank, 
Union Stock Yards Co., South Omaha 
Terminal Railway Co., Omaha C. of C. 
He is also a trustee of Nebraska Medical 
Foundation and Omaha Safety Council, 
and a governor of Knights of Ak-Sar- 
Ben, famed Omaha civic organization. 
He is a regent of Creighton University. 


Dutton Stahl 


Dutton Stahl is now approaching his 
20th year as an officer of Iowa State 
Travelers Mutual. Since his election to 
assistant secretary-treasurer and _ di- 
rector in September, 1939, he has been 
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TO THE 


HEALTH INSURANCE ASSOCIATION 
OF AMERICA 


ON ITS 


Qnd Anniversary 


In recognition of its outstanding contribution to the industry. 


‘MASSACHUSETTS CASUALTY 
INSURANCE COMPANY 


BOSTON 9, MASS. 








one of the. strongest factors in its 
growth. He was promoted-to secretary- 
treasurer in August, 1953, and to the 
presidency in February, 1956. 

A native of Iowa and educated in the 
Prescott public schools, he served as a 
newspaper editor, deputy cierk in the 
Iowa Supreme Court (1920-27) and as a 
bank officer, 1927-39. Prominent in civic 
affairs, he is a member of the local 
Advertising Club, Chamber of Com- 
merce, American Legion Post; secretary 
and trustee of Hawley Welfare Founda- 
tion, and a Mason. 

Mr. Stahl has given generously of his 
time to A. industry affairs over 
the years, having served on the execu- 


(Continued on Page 64 











THINK... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 

tinuing reward for attracting 

good producers to your agency? 

WHY are your renewal commis- 

sions for low lapses the same 

as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal! com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 

Casualty Company, having 

started writing Life Insurance 
in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions .. . 


E. E. BALLARD, President, 


ALL AMERICAN 
lie Ci Onsueilly 


write— 


CHICAGO D citusaaes 


General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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HIAA § New Officers 


(Continued from Page 63) 

and the business and 
ethical standards committee of Health 
& Accident Underwriters Conference. 
He assisted in drafting the A. & H. 
advertising code adopted by the Con- 
ference in 1954. In 1956 when HIAA 
was organized he was named for a one 


tive committee 





STAHL 


DUTTON 


term on its public relations com- 
mittee and reappointed for a three vear 
term in 1957. He assisted in draftine 
HIAA’s code of ethical standards in 1957 
as a member of its ethical standards 
subcommittee. 


H. Clay Johnson 


This is H. Clay Johnson’s second year 
of HIAA committee work, heading the 
public relations activities. He had a 
major role in formulating the national 
advertising campaign which was unan- 
imously approved by HIAA member 


year 








HIAA New Directors 


\s announced in The Eastern Under- 
writer last week five new directors as 
follows were elected by HIAA for a 
three year term: C. Manton Eddy, vice 
president-secretary, Connecticut General 
Life; Herbert O. Fishback, Jr., vice pres- 
ident, Northern Life of Seattle; Walter 
O. Menge, president, Lincoln National 
Life; Frank L. Harrington, president, 
Massachusetts Protective and Paul 
Revere Life; Charles G. Ashbrook, pres- 
ident, North American Life of Chicago. 
Re-elected for a one year term was FE. 
W. Craig, board chairman, National Life 
& Accident, filling the vacancy created 








by the resignation of Paul E. Laymon, 
Standard Accident. 
companies last week in Chicago. 


After a distinguished career in both 
Government service and in private indus- 
try he joined Royal-Globe Insurance 
Group in 1945 as general counsel. Sub- 
sequently he was promoted to deputy 
United States manager of the Royal and 
Liverpool & London & Globe and ex- 
ecutive vice president of all domestic 
companies in the Group. 

During World War II he was active 
in the formation of the Government’s 
war damage insurance program and was 
vice president of the War Damage 
Corp. He also served as director and 
general counsel of the Rubber Develop 
ment Corp. and as vice president-general 
counsel of Rubber Reserve Co. Prior to 
these posts he had served since 1935 as 
counsel for Reconstruction Finance 
Corp. with which these wartime activi- 
ties were affiliated. 

In 1941 he was appointed special assis- 


tant to the president of the New York 
Stock Exchange but later returned to 
the RFC to continue his work in con- 
nection with the Government’s rubber 
program. 

Mr. Johnson holds both A.B. and LL.B. 
degrees from the University of Notre 
Dame and a LL.M. from Catholic Uni- 
versity of America. For several years 
while in Washington he served as a 
member of the law faculty of the latter 
institution. He is a member of the 
American Bar Association. 


Kirkpatrick Report 
(Continued from Page 59) 


sel were also provided on many other 
matters during the year. Several ex- 
amples were these: An inquiry from 
the Bureau of Labor Statistics for Cost 
of Living data; actuarial guidance rela- 
tive to legislation passed recently in 
New York State, and the comprehensive 
survey of termination practices being 
conducted by the NAIC 

“This committee operates on a team 
basis with the committee members pro- 
viding direction based on extensive ex- 
perience and with the staff doing prac- 
tically all the production work. This 
cooperative arrangement has been very 


effective. We have particularly sought 
the views of all segments of HIAA’s 
membership. There is a lot of work yet 


— 


Busy CareersOf HIAA New Directors 


Careers of the five outstanding com- 
pany executives who are newly elected to 
HIAA’s board of directors follow: 

C. Manton Eddy, vice president and 
secretary of Connecticut General Life, 
is one of the leading Group insurance 
executives of the business. This year he 
heads HIAA’s Group insurance com- 
mittee and gave the keynote address at 
its annual Group insurance forum last 
February. A graduate of Brown Univer- 
sity, he is a member of Phi Beta Kappa 
and Sigma Xi fraternities. He started 
with Connecticut General in 1922 as a 
clerk in its actuarial department and was 
promoted to assistant actuary in 1928. 
He was further advanced in 1937 to be 
secretary of the home office group de- 
partment, assuming his present post in 
February, 1944. 

Herbert O. Fishback, Jr., vice president 
of Northern Life of Se: ttle, joined that 


company 27 years ago as assistant vice 
president. In all he has had 45 years 
in the business, starting with Pacific 


Mutual Life in 1913 in Tacoma and thei 
serving the State of Washington Insur- 
ance Department for 15 years as a gen- 





to be done and it is honed that this 
cooperation and enthusiasm can be main- 
tained in the future.” 
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We've taken care of the Indians, 


but what about the Chiefs 2 





Come again? What we mean to say is, 
we've taken care of the employees 
on the job through Workmen’s 
Compensation. But what about the 
Chiefs—the employers? Chances are 
they're not covered for a thin 

dime! Now you can correct this. 

Now you can complete the job with 
Zurich-American’s 


Employers Compensation Plan 


Here is a new concept in protecting 
the boss-man, Mr. Employer. Provide 
him with a 24-hour-a-day year-round 
accident insurance plan. Want details? 
Just write us direct. Address: 

Mr. William ‘Woody’ 
Superintendent, Accident and 
Health Department. 


Woodyard, 


Zurich Insurance Company 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 





eral examiner. In 1930 he organized 
United Pacific Life and became ice 
president and actuary. He sold the com. 
pany in 1932 to the Northern Life. 
Mr. Fishback’s industrial activities ip. 
clude secretary of Insurance Economics 
Society, state vice president of ALC jp 
Washington, state chairman of Health 
Insurance Council, board chairman of 
State of Washington Conference on Un. 


employment Compensation. His father 
was Washington Insurance Commis. 
sioner tor many years, 


Walter O. Menge, president and a dj- 
rector of Lincoln National Life, grady- 
ate of University of Michigan (A.B, and 
Ph.D. degrees), started his insurance 
career in 1926 as an actuary of the 
Grange Life of Lansing. He joined Lin- 


coln National Life in 1937 after ten 
years as an actuarial instructor at Uni- 
versity of Michigan. With that com- 


pany he has ‘held progressively titles of 
associate actuary, second vice president, 
vice president, first vice president and 
president (1954). 

A Fellow of the Society of Actuaries 
and former president of Home Office 
Life Underwriters Association, he algo 
served as chairman of Medical Inspee- 
tion Bureau’s executive committee. He 
is co-author of a text book on actuarial 
mathematics as well as technical articles 
on actuarial science, When the Lincoln 
acquired control of Reliance Life's cap- 
ital stock in 1951 he was elected presi- 
dent and a director of the Reliance. 

His directorates include American Gas 
& Electric Co., Magnavox Co, and Lin- 
coln National Bank and Trust Co. He 
is also on the executive board of United 
Lutheran Church of America. 


Harrington, Ashbrook, E. W. Craig 


Frank L. Harrington, 
HIAA’s board of directors, heads Mass- 
achusetts Protective and Paul Revere 
Life. This is his 29th year with Mass- 
achusetts Protective. He is a past pres- 
ident of the Health & Accident Under- 
writers Conference (1950-51), a member 
of the Association of Life Insurance 
Counsel, American Bar Association and 
American Life Convention’s legal sec: 
tion. a 
A graduate of Phillips Academy, Exe- 
ter and Dartmouth College, he obtained 
his LL.B. degree at Harvard Law School. § 

Charles G. Ashbrook, president, North § 
American Life of Chicago, joined the 
company in 1921 immediately after his 
graduation from Denison University @ 
Granville, Ohio, He was named _ vice 
president of the company in 1944 and ex- 
ecutive vice president in 1951. He has 
been on North American's board of di 
rectors since 1938. 

Mr. Ashbrook is a past chairman o/ 
the A. & H. section of LIAMA and also 
served as chairman of the agency at 


re-elected t 


(Continued on Page 66) 


Pyle On Nat'l Security 


(Continued from Page 57) 


20 new _ natiot 
They ef: 


and survival of the 
formed after World War II. é 
brace one-third of the world population 
“Via the World Bank we seek to gi j 
these people that opportunity. It 1s also . 
important to maintain a dependa ible mat FF 
ket where the free people can sell what 
they will. Any reversal of our trade 
policy would seriously handicap our ec” 
nomic system, Soviet economy will mor 
and more be able to make barter offers 
which will take foreign business aw 
from us.” ; {i 

Mr. Pyle urged that his HIAA 7. 
ence keep informed on the problems 2 
ing the nation’s national security. is" 
ticipate actively in community affairs ot 
try to help your neighbors acquire a 
appreciation of the necessity for ™ 
tional security,” he suggested. 
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Panel on A.& H. Problems 


(Continued from Page 50) 





>tors 


Organized HF y:1o0d of state hospitalization overthrow- 
ame vice ing the voluntary insurance system here. 
the com. For one thing, the people of the United 
Life. States do not want this type of protec- 
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LESLIE P. HEMRY 


JANCE, — tion, It was the consensus of the panel 
rican Gas Bihat there was in this country “cooper- 
and Lin- B ative good sense” that this type of “so- 
t Co. He Bi cialistic approach” could not happen. 


of United W. Clement Stone, president, Com- 
bined of America, expressed his com- 
pany’s view on the Canadian situation as 
follows: “Our theory on Ontario business 
is to set up our present hospital and 


1. Craig 
lected to 
ids Mass- 
il Revere 


A. & H. coverage as supplementary cov- 
erage. Under the state plan people will 
be entitled to ward facilities in hospitals. 
Many of them will desire private rooms. 
We aim to sell the supplemental insur- 
ance which will give them these better 
facilities. In addition we are challenged 
to push the sale of income protection 
insurance in Ontario. This we will do.” 





STEFAN HANSEN 


Indicative of the amount of hospital 
business which will be lost by U. S. 
companies in Ontaffo, Ardell Everett of 
The Prudential said: “In Ontario we 
have close to $1 million in premiums on 
the books. My guess is that when we 
are finaily finished in that province we 
will have remaining about $100,000 in 
premiums,” 
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GENERAL AGENCY 
OPPORTUNITIES 


when there’s such a Bright Future with 





Republic National Life Insurance Company 


Top Commissions e Vested Renewals 
Complete Line of Life and Accident and Sickness 
Group e Sub-Standard e 
Franchise e Guaranteed Issue 


Pension Trust 


There’s still time to qualify for the General Agency Sales Convention, Grand Hotel, 1959. 


Write James W. Galloway, Assistant Vice President and Director of General Agencies 
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affairs an! 
acquire 4! 
y for nar 








3988 NORTH CENTRAL EXPRESSWAY ® DALLAS, TEXAS 
MORE THAN $1,600,000,000.00 LIFE INSURANCE IN FORCE 


W. 5. Owen in Challenge to Management: 


(Continued from Page 56) 


tions on whether the job can be done 
adequately on a voluntary basis. He 
quoted as follows the words of a promi- 
nent spokesman for this group: 

“Our backing of the Forand bill indi- 
cates support for selective governmental 
action to broaden risk sharing for a group 
—the retired—whose coverage has been 
notably deficient under existing voluntary 
programs. 

“But labor unions, because they are 
heavily committed to voluntary programs 
in collective bargaining, are doing every- 
thing possible to make them work. Per- 
sonally I think voluntary insurance can 
be made to work pretty well, at least for 
most working people and their families. 

“If voluntary insurance extends its 
coverage to the full range of medical 
services that people want and are willing 
to prepay, if it concerns itself with. pro- 
viding these services efficiently and ef- 
fectively and with ascuring their quality, 
if it is extended to cover those segments 
of the populaticn that are hard to insure, 
then it will succeed. If it fails it will 
be because it lacks ability to satisfy the 
public and not because of the opposition 
or action of organized labor or anv 
other group.” 


The Delicate Problem of Loss Ratios 


Mr. Owen then touched on the prob- 
lem of loss ratios which he called a 
delicate subject. “As business men we 
are properly concerned over increasing 
claim ratios. At the same time, as cus- 
todians of public funds, we must have 
an awareness of the trusteeship which is 
ours. Both of these concepts will influ- 
ence our thinking. Let us not forget 
that we are in the business of paying 
claims, and let us work harder to re- 
duce operating expenses than we work 
to lower claim ratios.” 

He then told how his company a few 


years ago decided to add a provision 
to its weekly premium disability income 
policies which would double the amount 
payable if the insured were hospitalized. 


This was at no extra premium. Claim 
ratios on this class of business were 
very low. “We had 1,100,000 of those 


policies in force. We managed to 
survive the deluge of claims for hos- 
pitalization which ensued, and got an 
entirely new slant on claim ratios,” he 


remarked. 
Over-Utilization of Facilities 


As to over-utilization of facilities by 
insured patients, the speaker felt that 
to a considerable extent this can be pre- 
vented by hospital and medical people. 
“They sincerely want to cooperate with 
us in making major medical and compre- 
hensive medical expense plans perform 
as they were intended to do—without 
inflating the costs of medical care... . 
We can help them through the facili- 
ties of the Health Insurance Council. 
However, we must be sure that our 
agents and managers understand the na- 
ture and extent of this problem, and 
what they can do about it.” 

After pointing to the need for con- 
siderable work yet to be dene in the 
adoption and use of uniform claim forms, 
Mr. Owen paid his respects to the cur- 
rent recession by saying: “If it causes 
those of us in management to gird our 
loins and improve the efficiency of our 
operations, it is probably a good thing. 
However, I believe that we worry too 
much about what might happen. We 
had better concern ourselves with the 
job of making things happen. The job 
of management is to provide the leader- 
ship which our field forces need at this 
time and I detect signs of leadership in 
the glint of determination in your eyes. 
Thus, I have no doubt of the direction 
in which the HIAA will move.” 
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Teamwork for Better Health Panel 


(Continued from Page 61) 


ing came strong encouragement to ex- 
pand the council’s activities as soon as 
possible so as to reach the hospitals and 
doctors more adequately at the state 
and local levels. 

Immediately thereafter we set about 
creating medical hospital relations com- 
mittees of the Health Insurance Council 
for each state. A state chairman was 
selected first where possible from a 
domestic company. With his help, the 
state committee was then chosen. Con- 
siderable flexibility of organization was 
maintained so that consideration might 
be given to any special local situations. 
Orientation meetings were held by asso- 
ciation staff with all of the committees, 
which were designed to acquaint each 
committee with the work of the council, 
with its own membership, and with the 
job it was being asked to do. 

The committees were encouraged to 
make contact with state and local medi- 
cal and hospital groups and so seek 
meetings with them. Our reception has 
been very good so far. 

The organizational phase of the state 
program, just about completed, has been 
quite an undertaking. Much credit be- 
longs to the staffs of the associations 
for the fine job they have done. Many 
thanks are due member companies for 
their readiness to make personnel avail- 
able for this new activity. 

Looking farther into the future, when 
the neighborhood doctor and the _ hos- 
pital on the corner become established 
on our health insurance team, they will 
be helping to carry the health insurance 
story to the public whom they and we 
serve. The intimacy of their patient 
relationships puts them in a_ unique 
position to do so. In this way the coun- 
cil’s program of state and local com- 
mittees bids fair to become one of the 
industry’s most valuable public relations 
efforts. 





| Dr. Edwin L. Crosby 





Dr. Crosby pointed out that with the 
recent implementation of a government 
sponsored hospitalization program in 
Canadian provinces, notably Ontario, 
the United States has become the only 
remaining country in the world which 
still maintains a voluntary mechanism 
for the financing of hospitalization ex- 
pense. He attributed this directly to the 
tremendous growth of voluntary health 
insurance in America which he termed 
as “one of our greatest social advances.” 

Dr. Crosby declared that the hospitals 
recognize the responsibility of govern- 
ment in providing hospital care for the 
indigent — people financially unable to 
take care of themselves. In fact, the 
hospitals have urged government at the 
state and local level to assume such 
responsibility so that this cost is not 
imposed on the paying patient. 

He urged the insurance business to 
move swiftly in extending coverage for 
out-patient care, diagnostic procedures, 
nursing home and home care for the 
chronic ill. He pointed encouragingly to 
a meeting in April at which a committee 
was formed by representatives of Ameri- 
can Hospital Association, Blue Cross and 
insurance companies to review the prob- 
lem of providing prepayment of hospital 
care for the aged. He further cited the 
significance to the health care field and 
the public of the establishment of the 
Joint Council to Improve the Health 
Care of the Aged. 

Dr. Crosby maintained that the hos- 
pitals are “doing everything they can” 
to keep down the cost of hospital care. 
He did not believe that there is over- 
utilization of hospital facilities because 
of the presence of insurance, but rather 
it is a case of “inefficient use of hospital 
beds,” he said. He stressed the impor- 
tance of coordinating and eliminating 
duplication of hospital facilities in urban 


areas and of achieving maximum utiliza- 
tion of capital funds invested in hos- 
pitals. 





Dr. F. J. L. Blasingame 





Dr. Blasingame emphasized that the 
major immediate challenge which de- 
mands teamwork between medicine and 
the health insurance industry is to help 
solve the problem of health care financ- 
ing for our senior citizens. He also 
pointed to the establishment of the Joint 
Council to Improve the Health Care of 
the Aged as an encouraging step. He 
said that through intensified research 
and coordinated effort the council will 
work to identify and analyze the health 
needs of the aged; appraise available 
health resources for the aged, and help 
programs to foster the best possible 
health care for them regardless of their 
economic status. 

“A vitally important part of that 
work,” the speaker explained, “will be 
to increase opportunities for older peo- 
ple to obtain voluntary health insurance 
coverage, which now protects in some 
degree about 6,000,000 people over 65 
years of age. The council will encourage 
Blue Cross, Blue Shield and the entire 
insurance industry to experiment with 
new coverage tailored to the needs of 
the aged. It will urge industry and 
labor to expand provisions for continu- 
ing health insurance coverage beyond 
retirement. It will explore all possible 
economic mechanisms for meeting the 
problem without Federal intervention. 

“In one area, however, the promotion 
of better facilities designed especially 
for the aged, the joint council will press 
for Federal assistance. We need special 
facilities tailored to meet the problems 
of the aged patient where the health 
care provided is adequate and the cost 
is low. We are supporting an amend- 
ment to the Federal Housing Adminis- 
tration Act whereby guaranteed loans 
will become available to hospitals and 
nursing homes, especially the latter. 

“As nursing homes are built and exist- 
ing homes are improved the aged ill 
who do not need expensive hospitalized 
care will have available a much cheaper 
facility in which to receive health care. 
As this development occurs, the oppor- 
tunity of the health insurance business 
to sell policies to older people will in- 
crease, for the cost of the health benefit 
should decline.” 


Close Liaison Important 


Dr. Blasingame was confident that 
“working together, and given time, we 
can lick the problem, Our responsibility 
is to take every action to keep health 
care costs down. That of the insurance 
industry is to tailor your policies so as 
to finance needed benefits at the lowest 
premium consistent with a reasonable 
profit.” 

He declared that these objectives will 
be accomplished, “but only if we take 


every step possible to maintain close 
liaison and tackle our problems to- 
gether.” 

He is convinced that medicine and 
insurance are making real _ progress 
toward better teamwork on a steady, 


continuing basis. “We used to have a 
tendency to ask one another for help 
after a problem arose, when we needed 
help in putting out a fire,” he = said. 
“Now, I think, we are realizing more 
and more that we must work closely 
together to solve or minimize problem 
areas before they become major issues.” 

To substantiate his point that both 
medicine and insurance recognize their 
interdependence, Dr. Blasingame pointed 
to a meeting several years ago of AMA 
and insurance industry representatives, 
out of which came the formation of the 
Joint Committee on Health Insurance, 
the forerunner of the Health Insurance 
Council. At about the same time the 
AMA also provided the impetus for 


creation of Associated Medical Care 
Plans, now commonly referred to as the 
Blue Shield Commission. 


Examples of Teamwork 


He then spoke of an important meet- 
ing held in Chicago last July, attended 
by AMA officers and trustees, insurance 
company presidents, medical directors 
and other high ranking executives. Its 
purpose was to get better acquainted 
in an informal discussion of mutual 
problems. The meeting, he said, brought 
out that one of the greatest problems 
is communications. It was also disclosed 
that some states and localities are mak- 
ing good progress in establishing formal- 


ized liaison between insurance and 
medicine. California and New Jersey 


were mentioned as two examples of this. 

Dr. Blasingame also pointed to the 
sponsorship in Nebraska by one of 
HIAA’s member companies of an annual 
dinner meeting for the senior medical 
students, and said: “In this way com- 
munication is being established with 
physicians of the future.” 

His further suggestion along these 
lines was that state and county medical 
societies could establish standing com- 
mittees “which would be available to 
your counterparts whenever it became 
necessary to discuss problems of insur- 
ance and medicine.” In closing he said: 

“We can’t expect to avoid all prob- 
lems but we can accomplish a great 
deal by establishing active, continuing 
liaison even though no irritating prob- 
lems exist. Then, when situations do 
arise we can approach them objectively 
and solve them equitably with confidence 
in one another’s motives. 

“Despite our best efforts situations 
sometimes will get out of hand. When 
they do, we must not let them drag on 
and on until they are a source of irrita- 
tion and bad public relations for all 
concerned. We must do our best to 
correct them in terms of both enlight- 
ened self-interest and the public in- 
terest.” 
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Mr. Jacobson made a strong case for 
prepaid medical service plans in the 
team for better health. “We who work 
in the consumer field,” he said, “feel 
that prepayment of and by itself is not 
enough. Let me illustrate by showing 
the difference in our approach and that 
of the more strictly indemnity plans such 
as those of Blue Cross-Blue Shield and 
the insurance companies. 

1. “Does the prepayment plan encour- 
age or enforce the most efficient use of 
our health care facilities and resources ? 
The indemnity plans, including Blue 
Cross and Blue Shield, do indeed make 
possible fuller use of hospital and medical 
services by making it easier for people 
to pay for them. But, this does not 
necessarily lead to the best and most 
efficient use of the services, and I think 
the medical service plans have proved 
this. 

2. “How does the plan affect or in- 
fluence the mode of medical practice? 
Does it encourage the physician, or does 
it inhibit him, in seeking the best ways 
of serving the patient and solving his 
health problems? One of the admitted 
limitations of the indemnity plans, in- 
cluding Blue Shield, is that they must 
of necessity define and limit the services 
for which they will pay. Despite genuine 
effort and some real successes on the 
part of these plans to broaden their 
coverages and permit wide discretion on 
the part of the physician, this limitation 
continues to be a serious problem.” 

Mr. Jacobson held that medical service 
plans have largely overcome this diffi- 
culty “because it is not necessary to 
control costs and limit exposure by 
limiting and defining procedures and 
benefits. Cost controls are achieved in 
other ways, and the physician is free 
to prescribe whatever is best for the 
patient.” 

Health Conservation 


3.“Is the accent on illness or health? 
Does the plan encourage health conser- 
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Busy Careers 


(Continued from Page 64) 


visory committee in the Health & Ag. 
dent Underwriters Conference. 

Edwin W. Craig, one of HIAA’s orig. 
inal directors in 1956, was re-elected fo; 
a one year term. Now board chairmay 
of National Life & Accident of Nashville 
his distinguished career with that com: 
pany dates back to 1913. He started 4 
an agent in Dallas; organized and bp. 
came first manager of National’s Ord. 
nary department in 1920; then to map. 
agership of its industrial department jy 
1923. He has served successively as vice 
president, executive vice president, pres. 
ident (1943) and chairman in 1953, 

He is a former chairman of Institute 
of Life Insurance, past president, Life 
Insurers Conference, served on LIAA‘s 
board, and has a host of civic interests 
in Nashville. 

Mr. Craig has further to his credit the 
launching of National L. & A.’s radio 
and TV activities. Radio Station WS\ 
was started in 1925 and WSM-TV jn 
1950. 





vation and early attention to healt) 
problems? Indemnity plans, emphasiz- 
ing as they must hospitalization and 
surgery, have a serious limitation in this 
respect. They provide payment to the 
physician only when the patient is ill 
usually only when he is seriously ill. One 
tremendous advantage of service plans is 
their ability to emphasize health, healt! 
conservation and early attention t 
health problems. The doctors are paid 
not only to treat sick people but als 
to keep healthy people well. Their work 
load is affected by their success or lack 
of it in the business of health conserva: 
tion. 

4. “Which approach to the problen 
promises the most success in keeping 
the costs of hospital and medical car 
within bounds? Which has the most 
effective safeguards against unnecessar\ 
and wasteful utilization of medical faci- 
lities and resources? There are many 
authorities, both lay and professional, wh 
are convinced that the indemnity plans, 
especially Blue Cross, are being widel) 
abused, and tend to fill up the hospitals 
with people who do not need _ hospitali- 
zation, This view is reported in some 
detail in April ‘Redbook,’ which points 
to one midwest hospital where one-sixt! 
of the beds have been found to be 
occupied by persons not needing hospi- 
talization, 

“Our own group health organizatio: 
under its indemnity plan found at one 
time that it was paying a doctor-owne( 
hospital for hospitalization of more grou 
health members than there were beds 
in the hospital. This suggested not onl) 
over-utilization of the plan, but over: 
exercise of the acquisitive instinct. The 
plans providing comprehensive medicé 
service have universally found that !! 
is cheaper to use their own resources 
to cover hospital costs than to insur 
through Blue Cross or other cash pay: 
ment plans because their members 4 
not require anywhere near the amoutt 
of hospitalization that the average sul- 
scriber to such plans gets.” 

In closing Mr. Jacobson 
prepayment has been another phase 
almost revolutionary impact. “I am sure 
that everybody who works with indet- 
nity plans and observes the inflation “ 
costs and the tendency to abuse all 
overuse such plans has occasional doubts 
as to their future. Yet, it seems certall 
that in the continuing evolution of medi- 
cal care these plans and this techmque 
will have a permanent place and func 
tion. 

“We who work with consumer orgatr 
zations, however, are convinced that the 
next big, significant step in the quest for 
better health care for the Americal 
people will be the growth of these com 
sumer organizations and medical prac 
tice groups, working together to provide 
comprehensive prepaid health care. We 
are convinced that in this direction hies 
not only the control of cost inflation 
but also a tremendous improvement ! 
the health care of our people.” 
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